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Top Cars 


New-car registrations for one 
month, plus three states for 

pbruary: 

1957 
Make Pos. 
Chevrolet 105,491— 2 
Ford 115,419— 1 
Plymouth 42,710— 3 
Oldsmobile 33,199— 5 
Buick 36,666— 4 
Pontiac 25,104— 6 
Dodge 19,130— 8 
Mercury 20,023— 7 
Cadillac 12,183— 9 
Rambler 7,370—12 
Chrysler 8,523—11 
DeSoto 8,791—10 
Edsel 
Studebaker 
Lincoln 
Imperial 
Met. 


1—107,929 
2— 83,156 
3— 33,510 
‘4— 30,307 
5— 28,286 
6— 22,593 
7— 12,033 
11,312 
11,199 
9,528 
6,424 
5,230 
5,182 
3,646 
3,019 
2,023 

660 


5,250—13 
3,264—14 
2,310—15 
595—16 
261 Packard 396—17 
19,416 Misc. 9,475 


Total All Makes 
396,514 455,899 
Further details on Page 24. 
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By John E. Walsh 
Staff Writer 

HE five auto manufacturers 
have joined forces in a non- 
competitive nation-wide venture to 
spark recovery of the auto business | 
and the general economy. Already | 
a dozen cities are planning stimula- | 
tion programs. 
The objective is to “sell” local 
dealer organizations on promotion | 
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will be to provide any advice or| 
other help requested by the dealers. 
“This will be the dealers’ show,” | 
one spokesman said. “There'll be| 
no interference in planning or pro-| 
motion from any of the manufac- 
turers. We'll just stand by and help 
if we’re asked.” 
* > * 
7". Bureau of Advertising of the 
American Newspaper Publish- 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


‘Dealers Throughout U. S. Adopting Promotions ... 


_ Makers Aid Auto Week Drives 


“crusade to sell the Cleveland 


Story.” 
A bureau official said a special 


promotion kit is being prepared | 
for newspapers in connection with | 


The kit will in- 

ideas for 
similar to 
he 


the campaign. 
clude sample ads and 
editorial participation 
that employed in Cleveland, 
added. 

Each auto firm chose cities 


of campaigns patterned along the| ers Assn. also is cooperating in the! throughout the nation in which 


lines of Cleveland’s successful “You 
Auto Buy Now” drive last month. | 
Spokesmen for the makers em- 
phasized that the companies will 
“step out of the picture” as soon 
as new-car and used-car dealer | 
groups throughout the country | 
decide to go along with the plan. 
From then on, the spokesmen | 


added, the companies’ sole function | 





Output Holds at 85,000 | 


Ford Slashes Rate 


By Martin L. Whitmyer | 

Staff Writer | 

) [INES in assemblies at 
American Motors, Ford Motor 
and Chrysler Corp. held U. S. auto 
tput to an estimated 85,502 units 
week, 495 units below the 

| ous week and 38.3 percent be- 
Now the same week a year ago, 
hen the makers rolled 138,646) 
off the lines. 
Last week’s car output repre- 
sented 67.2 percent of Automotive 
News’ three-year index, as com- 
pared with the 67.9 percent com- | 
‘piled on the previous week’s 36,- | 
447 assemblies. 
Ford division, with four of its 
embly units—Chicago, Dearborn, | 
orfolk, Va., and Mahwah, N. J.— | 
for the entire week, skidded | 

rom 20,498 assemblies a week ear-| 
r to an estimated 14,680 last week 

d as a result showed the biggest 


| illionth Car Sale 
iLags 12 Days 
Behind 57 Pace 


By John K. Teahen Jr. 

Staff Writer 
AST FRIDAY (March 21), an 
auto dealer somewhere in the 
‘U. S. sold the one millionth new 
ar of 1958. A year ago, the mil- 
registration occurred 12 











orking days-earlier, on March 7. 
|. This year’s milestone sale trailed 
‘the production of the millionth 
mnit by nine working days, com- 

with a 10-day lag in 1957. 

' Many observers detected a flicker 

a hope in the proximity of sales 

ad production totals for the year 
date. 

* Output schedules, they note, have 

trimmed to the extent that 

ers are selling more cars each 

ek than the factories are build- 

, thus chipping away at un- 

eldly inventories. 
Pe * x + 
[= §F A spring boom, or even a mod- 
™ erate upturn, should materialize, 
the inventory -reduction process 
Would be heightened considerably. 


Will there be a spring surge? | 


Dealers face that question with a 
‘3 Mixture of hope and apprehen- 
@ sion. They hope it will come, and 
¥ they’re apprehensive about what 
'§ ‘their situation will be if it doesn’t. 
Retailers queried by AUTOMOTIVE 
News last week said the first few 
' of spring had brought no 
(Continued on Page 4, Col. 4) 


| 
one-week decline of all makers. In| 


| addition, Ford’s Louisville, Long} 


Beach (Calif.) and San Jose (Calif.) | 


plants were down Friday. 
- * = 


| 
GC makers that showed out- | 
put declines from the previous | 


| week were Rambler, DeSoto, Dodge, | 
Plymouth, Lincoln, 


Cadillac and 
Chevrolet. 
Buick, Chrysler division (exclud- 


ing Imperial), Edsel, Imperial, Mer-| Northern California Dealers Elect— 


Ferris Miles (Dodge-Plymouth), center, Redwood City, has been elected president 
sembly increases over the previous | ° the Northern California Motor Car Dealers Assn., succeeding Arthur H. Kenny 


| cury, Oldsmobile, Packard, Pontiac 


and Studebaker all managed as-| 
five work days. 

A breakdown of other Ford 
Motor operations showed Mer- 


are Gene Ford (Chevrolet), Visalia, secre 


| (Chevrolet), Vallejo. J. W. Buchanan, (Cadillac-Oldsmobile), Hayward, left, was elected 
| vice-president, and A. J. Schilder (Ford-Lincoin-Mercury), Ukiah, treasurer. Not shown 


tary; Forrest Hughes (Studeboker-Packard), 


cury, which didn’t work any of | Ukiah; H. V. Thatcher (Chevrolet), Redding; H. B. Hatch (Chevrolet), Los Altos; Bob 
Coyle (Chevrolet), San Jose, and R. A. Mahony (Ford), Visalia. 


its four plants the previous week, 
with an estimated 3,885 assem- 
blies last week; Edsel, up from 
eight units a week earlier to an 
estimated 485 last week, and Lin- 
coln off from 829 to an estimated 
660 units. 

Ford Motor output was off from 
21,335 units the previous week to 
an estimated 19.710 last week. 

More than offsetting Ford’s loss | 
was a 1,573-unit increase in Gen- 
eral Motors assemblies—up from 
45,605 to an estimated 47,178 units. 

x * o 


E advance resulted from in- 

creased assemblies at Buick, up 
from 4,293 to 5,009 units; Oldsmo- 
bile, up from 5,700 to 6,869, and 
Pontiac, up from 4,117 to an esti- 
mated 4,900 units. 

Declines were in evidence at 
Chevrolet, which worked its Bal- 
timore and Oakland (Calif.) 
plants four days and all others 
five days, and Cadillac. Chevrolet 
was off from 28,269 units a week 
earlier to an estimated 27,200 
units last week, and Cadillac was 

(Continued on Page 37, Col. 3) 
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it will attempt to interest dealer 
associations in sponsoring auto- 
mobile weeks. 

Cities selected thus far by makers 
are: 

Ford Motor Co.—St. Louis, Buf- 
falo, Dallas, Fort Worth, Kansas 
City, Portland, Ore., and Mil- 
waukee. 

General Motors—New York, Bos- 
ton, Chicago, Los Angeles, Balti- 
more and Washington. 

* * - 
HRYSLER CORP.—Atlanta, St. 
Paul-Minneapolis, Philadelphia, 
Pittsburgh and San Francisco. 

American Motors—Houston, Den- 
ver and Seattle. 

Studebaker- Packard — New 
Orleans and Memphis. 

Company spokesmen empha- 
sized that contacts have not 


been established yet with dealer , 


groups in all of these cities. 
was indicated that other ci 
would be added as soon as 
sible. 
“We're convinced th 
spent for autos will tha 
‘purchasing power an 
into circulation in 
the nation’s econ 
| man for one auto 
-week campaigns 
led in these cities: 
. 7-14; Boston, Apr. 
ouge, La., Apr. 11-19; 
. 18-28; Baltimore, Apr. 
o, Apr. 12-19; Detroit, 


get money 
channels of 


ew York-Brooklyn, Apr. 

ewark, Apr. 19-26; Wash- 

Apr. 12-19; Houston, Apr. 

7-14; Kansas City, Apr. 18-25 (tenta- 

tive); Meadville, Pa., March 24-31; 
St. Louis (date undecided.) 

Dealers in Dallas, Fort Worth, 


(Continued on Page 4, Col. 1) 


- Rebate Assurance Asked of Ike 


ASHINGTON. — NADA last) excise tax on automobiles, there is| dealer to whom shipped and 
week urged President Eisen- | fast-growing buyer resistance, 
|hower to assure the nation imme-| prospective purchasers of new cars| 


other data. 
The senator said the measure 


diately that any possible cut in auto/ postpone decision while awaiting| would strip the “secrecy” about a 


excise taxes would be passed on to 
car buyers retroactively. 

In a wire to the White House, 
association President Dean Chaf- 
fin said auto-buying resistance is 
increasing as a result of tax-cut 
talk, 

The telegram, which followed a 
two-day meeting of NADA’s execu- 
tive committee, also asked the 
President to put his influence be- 
hind a provision for floor-stock 
rebates to dealers in any excise- 
reduction bill. 

~ * * 

HE text of Chaffin’s wire fol- 

lows: 

“Due to widespread publicity 
from various sources with regard to 
possible repeal or reduction of the 


Inside Automotive News.. . 


* 
Page 3. 


Romney warns of higher prices on ’59 models. 


News roundup on imported cars. Pagé 2. 
Another court overrules tax on dealer reserye. 


Page 6. 


Fisher Body chief raps unitized body. Page 11. 
Chamber of Commérce sees upswing. Page 18. 


New-car registrations and 


suggested prices, Page 24. 


Used-car auctions, Page 22 (Detroit, Page 6). 
Production by makes, Page 37. 


action by the Government. This is 
|a serious blow to an industry al- 
| ready in.precarious straits. 

“Will you give favorable con- 
sideration to issuing an immedi- 
ate statement to the effect that 
any cut im the auto excise tax, 
in order to be approved by you, 
must imelude provision for re- 
bating to car buyers from March 
1 and for rejating to dealers to 
cover floor steck on hand? 

“We recogtiize, of course, the 
many complicstjions inherent in any 
major tax ref but while action 
is pending retail automobile 
industry is suffering, with business 
failures increasing alarmingly.” 

. 6 = 

N4?4'8 executive co .- 

~—_ a mm ON . oie TF 
to endorse t new-car — cae 
legislation intréleeed last weeny 
Senator A. S. Mike. Monroney, 
Oklahoma Democrat. The matter 
was turned over for study to the 
national affairs committee, which 
has a meeting scheduled next Mon- 
day (March 31.) 

Monroney’s bill, which carries 
Senator Strom Thurmond, South 
Carolina Democrat, as :a_ co- 
sponsor, requires that a new car 
have a windshield sticker: giving 
its factory suggested retail price, 
final assembly point, methed of 
transport and freight charge, 





|}new car’s price and thus aid in 
| the restoration of public confidence 
iin auto marketing. 

NADA’s White House wire on 
excises was a followup to an earlier 
one pledging that dealers would 
pass along any excise cuts to the 
car-buying public. Similar assur- 
ances about passing any reductions 
down the line have been made by 
all five auto makers. Harold E. 

(Continued on Page 34, Col, 4) 


Showdown Vote 
Due Later on 


Car Excise Cut 
By William Uliman 


Washington Correspondent 
recent Senate vote against 
cutting the auto excise tax was 
in no sense @ test of Con- 
was 
a dsvate that wilt Masun Serie tien 
weeks ahead. *: 
The negative vote by the 
chamber was not-based on 
merits of the legislation , 


stemmed chiefly from objections — 


over parliamentary procedure, 
Several senators who said they 
favored excise cuts tallied against 
the proposal because it was not 
brought up for consideration in 
the normal way, through hearings 
(Continued on Page 33, Col 1) 
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‘We’re Here to Stay,’ Rootes Says... 


Atlanta Dealers Adding Imports 


E increased demand for 
smaller, more economical cars 
has prompted several Atlanta deal- 
ers to supplement their U. S, lines 

with imported makes. 
Foreign-car registrations in Geor- 
gia more than tripled last year. In 
1956, only 760 foreign 


I mport cars were registered 
Car in the state. Last 
year, the total 

News zoomed to 2,390. 


In January, 1958, 
there were 197 imports registered 
in the Atlanta area alone. 

Atlanta dealers have found that 


the foreign makes are being pur-| 
chased to supplement the large) 


family car rather than to replace 
it. Businessmen and students say 
they like the imports because of 


q 
4 
4 





At Rootes Sales Meeting— 


Henry Henkel, left, western sales 
Williamson Motors, los Angeles, and Sir 
get together during a lull in dealer sales 
at los Angeles. 


manager, Rootes Group; 


sports-car department to sell Borg- 
ward and Triumph. 


Hix Green Buick recently pur- 
chased Import Motors, Ltd., Inc., 
and is operating this seven-car for- 
eign dealership as a division of the 
Buick outlet. The firm also has 
taken on a Willys Jeep franchise. 


Gouldman-Taber Pontiac has 
added Vauxhall, and Hills Motors 
(Edsel) has added Fiat. 

Fred Walters Oldsmobile, which 
acquired the Simca distributor- 
ship for the seven-state South- 
eastern region last year, expects 
monthly shipments of the 
French-made auto to run be- 
tween $400,000 and $500,000. 

Another dealership which has 
taken on an additional line is Tom 


low initial cost, economy of upkeep 
and operation and ease of parking. 
* * + 

NE of the first Atlanta dealer- 

ships to see the gold in the 
foreign-car market was Downing 
Bros., which last year opened 
Southeastern Sports Car Center, 
Inc., handling around 20 makes. A 
few months later, the Downings 
opened a branch office and show- 
room on Atlanta’s Northside. 

Around the first of this year, 
the Downings gave up their Ed- 
sel, Rambler and Willys fran- 
chises to concentrate on sports 
cars, They now have three sports- 
car annexes in the city. 

Other dealers have been rapidly 
|getting into the small-car field. 
|Harry Sommers, Inc. (Chrysler- 
| Plymouth-Imperial), has opened a 








cciialasana eimai F ° 
oreign-Car 
R 7 7 
egistrations 
All states for January: 
1958 1957 
Pos. Make Pos. 
1—5,263 Volkswagen 4,402—1 
2—2,242 Renault ° 
3—1,443 English Ford * 
4— 987 Hillman SORA 
5— 863 MG 810—2 
* Metropolitan 585—3 
* Volvo 4ARN—} 
8,295 All Others 2,779 
Total All Makes 
19,293 9,564 


* Not in Top Five. 





separate dealership as Mitchell 
Rambler, handling Metropolitan 
and Rambler. 


+ + > 


‘British Here to S 


“pa the lantern in the belfry, 
Paul, the British are here to 
stay,” might well have been the 
a feelings of American newsmen who 
John Williamson, | interviewed Sir Reginald Rootes, 
Reginald Rootes, Rootes deputy chairman,| deputy chairman of the Rootes 
training session held by the Rootes Group | Group, in Los Angeles. 


Sir Reginald, who was com- 





Mitchell Buick. It is operating a/| 


pleting a 40,000-mile world tour, | 





Eye-Catching Promotion— 

| This window display at Saks 34th Street in New York achieves the illusion of 
| three-dimensional reality despite the fact that the MG sports car shown is a seven-foot 
photograph standing on an inclined fabric covered plywood “roadway.” The display 
successfully utilizes a combination of scaled-down car size, flood and spot lights, and 





| use of shoes, MG grille, racing wheel and steering wheel in the foreground achieving F 

a feeling of depth. The window is one of several hundred retail displays throughout f vice 
|the nation promoting a contest sponsored by Pedwin Shoe, of Brown Shoe Co., St. | ern 

| Lovis—the payoff being five MG A roadsters. wel 

oie onsenssicnniosaniereaaaiat ssa — Bb eon 
atic 

Chrysler Schedules Shift — | 
Chrysler Schedules Shi oa 
° Or 

Of 4 Output O tions vas 
utput Operati a 

deal 
DETROIT. — Chrysler Corp. last| plant, and Chrysler engines will be “FE 

| week announced four major steps | built at the Trenton plant. a re 
|in its long-range program to coor- The company declined to com- §NAI 
dinate basic manufacturing and car| ment on any future plans at the Jsee 
assembly operations “for fullest Dodge Main or Wyoming Ave. fyear 





utilization of newly constructed and | plants. 

modernized engine and body build-| A spokesman for the United Auto 

|ing and car assembly facilities in Workers said the union would in- 

the Detroit area.” sist that Chrysler pay relocating 
The company said these new| expenses for those whose jobs are 

moves will be made after facilities | transferred far from their homes 

and tooling are prepared late in the) (Continued on Page 8, Col. 5) 


year: 


. building and assembl ° 
goerations for dmeeral Gut! VW Denial Slaps 
‘Guinea Pig’ Role 


| Ave. plant to the Warren Ave. plant. 


2. DeSoto Fireflite and Fire- 
dome body and assembly opera- | 




























(Continued on Page 33, Col, 5) 



























° "8 attended several dealer meetings | tions will be transferred from the | F 
Factories Report Gains ... and sales sessions arranged by | Warren and Wyoming Ave. plants Reply to Antitrust Suit | tou; 
Henry Henkel, western sales to the Jefferson plant, to provide | Admi No Ab in } 
manager for the Rootes Group. improved facilities and volume | mits No uses aut 
Sales on the March Sir Reginald told the newsmen:| capacity for future DeSoto TRENTON, N. J.—In connection | of t 
a wy ~T "a eels sales in| growth. with its formal denial of price- | Nor 
‘ , the U. 5S. indicates this} 3 Dodge passenger-car engine! f¢jxi natal. ‘cti D 
|country’s preference f ligh ng and territorial-restriction 
DETROIT.—An increase in early | 2,048 in the year-ago period. Aber-| economy car in the medium-pre t | and truck-engine operations at the| charges, Volkswagen of America | this 
March sales was reported by auto|nethy added that sales for the first| range y car in the medium-priced | Dodge Main plant will be discon-| expressed mild resentment last | ae 
manufacturers last week. Their re-| 10 days of March were 30 percent | - E . | tinued. Dodge engines will be built) week against being made a test- ing 
ports follow: higher than the like February|,AUStralia used to be our (Rootes) | at the Mound Rd. and Trenton| case target by the Department of | loa 
Ch alias ti rial | period and that model-year sales | Number one market, but now it’s| (Mich.) engine plants. Justice. D 
ry pe are 66.5 percent ahead of last year.| the U. S. The Australians want new| 4. Chrysler engine operations will| Separate answers denying the | car. 
: Reti.il deliveries of Chryslers and ee (Continued on Page 37, Col, 3) be discontinued at the Jefferson | antitrust-violation charges were | the; 
mperials in the first 10 days of filed March 14 in Federal District } the: 
sone were = 34.4 paneens ae - sss yey aia | ‘ Court here by VW of America and T 
e previous ay pe , accord- ercedes-Benz es in the U. S. by its 14 U. S. distributors, who jout 
ing to Clare E. Briggs, Chrysler) have increased 61 percent since) Business Barometer were named as co-defendants. soc’ 
division sales vice-president. November, according to Harold E. “Through the amazing success ven 
During the first 10 days of March, Churchill, Studebaker-Packard|| Automotive News Economic Index — of its automobiles in this coun- [hic! 
Chrysler and Imperial dealers de-| President. S-P dealers sell the| try,” VW of America declared, 
livered 2.587 units, an increase of German-built cars in this country. | 100.4 Percent of Last Week “Volkswagen has established it- P. 
34.4 percent over the 1,924 delivered| Sales jumped from 415 in No- 90.4 Percent of Like Week Last Year self as a young dynamic competi- e 
in the final 10 days of February,|Vember to 665 in February, Chur- Percent of tive force, the first in many years | Fo 
Briggs said. |chill said. He added that the in- Percent of Like Week to be noticed in a market dom- L 
Imperial deliveries were up 46.3| crease has been progressive, with nit, Goad cam Wwees Sass Sone inated to the extent of more than - 
percent and Chrysler deliveries| December sales 11 percent over CE cs ae bcablee's 86,447 103.0 61.3 90 percent by three corporations. 
were up 31.8 percent for the period | November, January sales 18 percent || Truck Production .............. 16,915 96.6 81.3 | “It is, therefore, somewhat iron- | 1% 
le : 
ending a 10, he said. . on = February sales|| Auto Registrations— Year to date. 396,514 87.0 awd pL ny = ee 
.s ver January. | agen Ss 
ia pe a aa Truck Registrations—Yeor to date. 55,403 ae ans Hl astected os Ge target of the Anti- Ate 
iio moter Thunderbird Steel Production—Tons ......... 1,463,000 102.7 61.2 || trust division of the U. S. Depart- § © 
Kad mbler retail sales for the first | By : Lumber Production—Board Feet... 221,188,000 100.7 92.5 ment of Justice for a case insti- § hill 
days of March were 85 percent; Ford division said last week that|| gos eog) Output—tons 8,110,000 96.0 83.5 tuted to test the Division’s theories § vic 
above the corresponding period of |it is receiving retail 2 een a aoe fen eee , . : as to the legality of practices which § Mi: 
1957, according to Roy Abernethy, |four-passenger Thur ierbird at a Oil Refinery Output—Borrels .... 48,327,000 98.9 94.8 Volkswagen has not engaged in, but § tre 
ptoevignn Motors automotive distri- rate 100 per day greater than the Electric Output—Kilowatt hours .. 11,860,000,000 100.6 101.8 which have openly prevailed for § An 
oe aaah we ae ane soumeyes on current|| Barometer Freight Car Loadings 328,123 99.7 81.1 many years in the marketing of J cou 
Daina the 20 2 SSeS | CeCe SeaeeEes. Department Store Sales Index .. 105 105.0 107.1 || 2utomobiles and of many other 
g ays, compared with| Ford said 545 ord.rs have come articles in this country and which 
: — | from Florida in the ‘ive weeks since|| Stock Market Price Index ........ 311.5 100.6 94.6 no American court has as yet held 
° the car was introduced. The divi-|| U.S. Government Spending to be unlawful.” 
Chrysler, Willys ae eat this is —— — —Fiscal year to date ........... $58,348 ,600,000 pike 106.6 a R. Hansen, Antitrust divi- 
Sh elv e Br il Plan bir an th oe ake caieheel i Paar. Commercial and Industrial Loans $29,927,000,000 100.4 98.4 a. VW os ee eae oa 
os azl ida in all of 1957. ee ED. ci caccesnncve $26,264,000,000 100.9 114.5 definitive judicial decision on the 
oo en Corp. and| Nationally, there is a backlog of|| Used-Car Prices—Average........ $994 99.7 104.3 legality of such territorial restric- 
i ys Motors have abandoned, at | mdre“San 7,000 orders for the new|| Business Failures ........ 336 93.9 111.6 tions.” 
east temporarily, a plan for a joint}|model, Ford said. go. gj jf 7 ; ? The Big Three car producers 
venture into producing Plymouths a. * 6 Common Common dropped territory sales bonus plans 
in Brazil. They said the decision Edsel Stocks Mar. 19 Mar, 12 '57-'58 Range Stocks Mar. 19 Mar, 12 ‘57-'58 Range || from their dealer franchise agree- h 
ails —— ay Tce ea ia a ii anahe ar AMC....... 8% 8% 9h- 5% a 29%, 29% 38%-25% —-. in 1949 after the then Attor- J] ; 
er than ne eneral J. H th 
Sctieainr sctematen noticable increase im Eastern and|| CBryeler.-. 52% 53% 82%-50 Kaiser*.... 9% 9% 17%- 7% || Dev Genera hub caer rd P 
The decision cast further doubt|Central U. S. after a series of|| Diem. T....30 30% 31-18% Mack....... 25Ye, 24% 32%-19% || straint of trade. . 
the rumor that Chrysler would get dealer-management meetings, ac-|| Ford....... 40%, 40% 59%-35% es tains 3% 3% 8%4- 2% The VW reply said any illicit ’ 
= ie, - = peepee a * = ae Edsel |] 6M........ 35%, 35% 47Y2-33% White...... 43% 42, 53%-34% pouetiats exmngee in by factory ; 
°o e proj- . or distri r rsonnel prior to 
ect. Chrysler had denied the rumor.| “On the basis of the latest figures, || * “#iser Industries, parent firm of Willys Motors. the Goeummmen alee Sawer a 
Willys stopped making the small| Edsel sales have shown a very (Mareh 24, 1958) represented the policy of the de- T 
car in 1955. 


(Continued on Page 8, Col. 1) 
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HE National Automobile Dealers 
T Assn. has been striving to serve 
guto dealers for some 40 years now, 
it and its functions are still 
misunderstood at 
times by some 
who should know 
better. 

That’s one of 
the reasons we 
stopped in for a 
visit the other 
day in Washing- 
ton. If you 
haven’t visited 
NADA for some 
years, you should ; 
drop around. F. J. Bell 
You'll find many things of interest. 


Frederick J. Bell, executive 
vice-president, has accented mod- 
ern management tools (which 
we'll discuss later) in building a 
team to serve dealers. The associ- 
ation now occupies the top three 
floors of its own eight-story build- 
ing at 2000 K St. Northwest. 

One of the questions we went into} 
was voiced not long ago by a fac- 
tory man in close association with 
dealers. It was this: 

“Have you ever actually heard of 
a real election being held to elect 
NADA directors? Seems to me we 
see the same old faces year after 
year as directors.” 

> . > 


Status-Quo Group? 


H's point was that “the same old 
faces” kept NADA pretty much 
a status-quo organization. 


Well, even the veteran directors 





Auto Loanouts 
Draw Dealers’ 


Dealer Forum 


by Robert M. Finlay 





Fire in N. Dakota 


FARGO, N. D. — One of the 
toughest problems facing dealers 
in North Dakota is the loaning of 
automobiles, according to a bulletin 
of the Automobile Dealers Assn. of 
North Dakota. 

Dealers complain bitterly that 
this practice is becoming unman- 
ageable, the bulletin said, contend- 
ing that the only way to handle 
loanouts is to halt the practice. 

Dealers in towns where there dre 
car-rental firms can tell customers 
they will arrange to rent a car for 
them, the association suggested. 

The association is trying to find| 
out whether dealers want the as- 
sociation to sponsor legislation pre- 
venting dealers from loaning ve- 
hicles to customers. 


Pollard Again Heads 
Foothill Chevy Dealers 


LOS ANGELES.—Martin Pollard, 
president of Martin Pollard Chev- 
Trolet Co., North Hollywood, has 
been elected president of the Foot- 
hill Chevrolet Dealers Assn. for 
the 18th consecutive term. 

Other officers include Chad Gled- 
hill, Economy Chevrolet, Alhambra, 
vice-president; L. V. Harding, 
Mission Chevrolet, San Gabriel, 
treasurer, and Glenn Roberts, Los 
Angeles attorney, secretary and 
counselor. 
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themselves voice a need for young, 
aggressive dealers to pitch in and 
work for NADA, but the answer to 
the question on NADA elections is 
an unqualified “yes.” 


Bell called in Stephen Simmer- 
man, the staff man who heads this 
activity for NADA. Here’s the way 
it works: 


NADA divides its 55 “states” 
(several big cities rate as states) 
into three groups. States in each 
group have an election every 
third year. (From the record: 
Average turnover has been eight 
directors a year for the last 10 
years). 

To secure nominees, NADA sends 
ballots to every member in a state. 
The ballots are returned not to 


| NADA but to a certified public 


accounting firm which certifies the 
nominations. 


A nominee must receive five per- 
cent of the votes to get on the 
election ballot. Working from the 
highest down, NADA secures ac- 
ceptances. The two highest, who 
signify acceptance, are placed on 
the ballot with a place for write-in 
candidates. 

Again the ballots go out and 
again they go back to the CPA 
firm, which certifies the election 
returns. 

Some dealers feel that in order 
to insure fresh viewpoints, NADA 
should enact a bylaw that would 
limit continuous service of a direc- 

tor to three years. After that, the 
dealer would have to be off the 
board for a year before he was 












eligible for election again. Many | 
organizations have found such @| addition to the final arguments in 


rule to have merit. 
« > 


Idea Organization 

RED BELL—he’s referred to as 

“the Admiral” by his associates 
— accents creative ability as he 
takes the broad look at NADA’s 
function. Basically, Bell sees 
NADA’s role as one of creating 
ideas that will bring benefits to 
dealers. 

That is why NADA promotes 
seminars and workshops to study 
modern management ideas. Other 
examples of creative ideas are the 
group insurance and pension plans 
put into effect by NADA. 

NADA'’s staff is organized into 
junior and senior councils to stim- 
ulate idea production and a sense 


. 


|of participation all through the 


group. 

The best ideas are presented to 
NADA’s board of directors. If 
they are approved, NADA then 
organizes action groups to carry 
them out, 

Bell points out that development 
of men and women calls for atten- 
tion from above. A form has been 
developed to help department heads 
appraise their staffs, and Bell peri- 
odically discusses development with 


department heads. 
= = * 


Appraisal Form 


[pBALans may find the items on 
on the form useful in apprais- 
ing their own men. They include: 

VISION: The ability to formulate 
new ideas, to analyze past experi- 
ence and develop future possibili- 
ties; discernment; foresight. 

(The department head is required 
to comment on the individual em- 
ploye under each of these items.) 

EMOTIONAL STABILITY: The 
ability to control emotions; poise, 
balance. : 

INITIATIVE: The ability to com- 
mence action. 

OUTPUT: Quantity of work in 
comparison with the high standards 
that are expected of the staff. 

TACT: Courtesy and considera- 
tion in dealing with others. 

INTEGRITY: Loyalty, sincerity 
and honesty. 

MORAL COURAGE: Courage, 
force and strength to carry out a 
task. 

JOB KNOWLEDGE: The extent 
of understanding of the techniques 
and processes in his field of opera- 
tion. 

JUDGMENT: The ability to ana- 

(See DEALER FORUM, Page 34, Col, 4) 
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The longest and toughest Mobilgas Economy Run in history—a 44-day trek from 
the Pacific Coast to the Gulf of Mexico—has been announced by the sponsoring 
General Petroleum Corp. The 1958 run will start in Los Angeles on Apr. 13 and end 
at Galveston, Tex., on Apr. 17. The cars will travel one of the three routes shown 


above. The exact route will be kept a secret until three days before the start to 


prevent practice runs by competitors. 





*Arkansas Case’ Recalled .. . 


Auto-Loan 


By L. H. Houck 
Staff Correspondent 
OLATHE, Kans, — Final argu- 
ments have been completed and the 
State of Kansas and Commercial 
Credit Corp. are awaiting a decision 
in a case which could reportedly 
end all time-selling in the state. 
Both sides have filed briefs in 


the court of Raymond H. Carr, 
Johnson County district judge. 
The CCC brief said that credit 
abuses should be corrected in the 
state legislature and not in the 
courts. The company’s 65-page brief 
said that it was not opposed to 
regulatory control, having pio- 


Ethical Ad Drive 


Is Stepped Up 
In Pittsburgh 


PITTSBURGH.—A drive for eth- 
ical advertising has been renewed 
and expanded by the Pittsburgh 
Auto Dealers Assn. and Better Bus- | 
iness Bureau. | 

The report on the campaign in| 
the early part of 1958, covering ac- 
tivities in January and February, 
noted that daily checks are made} 
on advertising in the city’s three) 
major newspapers and radio and 
television ads are spot-checked. 

Exploratory shoppings have been 
carried out and 15 advertising er- 
rors were uncovered in the two- 
month period, according to the re- 
port. The errors were tied in with 
such phrases as “make your own 
deal,” “wholesale prices,” and “only 
ise 

A recommendation that advertis- 
ing of two dealers be suspended 
was made but the two later agreed 
to keep their ads up to standards. 


N.D. Dealer Group 
Marks 25th Year 


FARGO, N. D.—The 25th anni- 
versary convention of the Automo- 
bile Dealers Assn. of North Dakota 
opened yesterday (March 23) at the 
Gardner Hotel here, and will con- 
tinue until Wednesday. 

Speakers include Frederick J. 
Bell, NADA executive vice- 
president; Elson Sims, Vincennes 
(Ind.) dealer; Al Lally, partner in 
John W. Stokes Co., New York; 
and Chris J. Hogan, Chevrolet 
dealer at Rapid City, S. D. 

Bell discussed current develop- 
ments in Washington at the open- 
ing session. Sims’ subject was “The 
Business of Business Is Profit.” 
Lally, a consultant to dealers for 
many years, will discuss “Ways 
and Means to Trim Expenses,” and 
Hogan’s subject will be “Profit Pro- 
jection.” 





Decision 


Awaited in Kansas 


neered support of such legislation 
in Maryland 20 years ago. 

The state filed a list of suggested 
findings for the guidance of Judge 
Carr and repeated a request that a 
receiver be appointed for CCC. 

Many observers have likened 
the Kansas action to the “Arkan- 
sas Case,” a time-sales battle 
that began in 1951 and still is not 
completely settled. 

The State’s closing arguments, 
presented by Fred Six, Kansas as- 
sistant attorney general, summed 
up the evidence in a recapitulation 
of 17 car-loan cases in which the 
State has presented evidence. 


Six charged that car buyers had 
not been informed of both the cash 
price and the total time price of 
the car. He said that where this 
occurs, the transaction constitutes 
a loan. 

He outlined the Kansas Consum- 
ers Loan Act which, he said, limits 
interest to 10 percent on loans of 
$2,100 or less. Loans of $2,000 or less 
can be discounted no more than 8 
percent, he said. 

The State has claimed through- 
out the trial that Commercial 
Credit has been charging usuri- 
ous interest and selling car buy- 
ers insurance they did not want. 

The State seeks to cancel Com- 
mercial Credit loans for $2,100 or 


less in Kansas that violate the loan | 
law, Six said. On loans over that) 


amount, he said, the State wants 
the amount of allegedly usurious 
interest refunded. 
The arguments for the defense 
were handled by Howard Payne, 
(Continued on Page 34, Col. 1) 


On the House . . 


mate how many 


we don’t believe 


good year .. 


in Government 





Romney Expects 
Wage-Cost Spiral 
To Up ’59 Prices 


Salutes Clevelanders 
For Auto-Week Idea, 
Cites Profit Squeeze 


By Sanford Markey 
Staff Correspondent 

CLEVELAND. — Higher wages 
and higher costs will increase 1959 
car prices, according to George 
Romney, president of American 
Motors Corp. 

He cited these reasons to mem- 
bers of the Cleveland Automobile 
Dealers Assn. and Cleveland In- 
dependent Auto Dealers Assn. at 
a breakfast meeting. 

The wage-price spiral and U. S. 
tax policies have created a profit 
squeeze that prevents significant 
price flexibility, Romney said. 

There will be higher wages and 
still higher costs as a result of 
1958 collective bargaining in the 
auto industry, he predicted. 

His other comments included: 

Costs have soared already for 
those auto makers that have lost 
volume, 

Possible Government pum p- 
priming to cushion the recession 
will further increase costs. As a 
result of cost increases growing 
out of deficit financing, prices 
will have to go up. 

He saluted the Cleveland dealers 
for their now nationally renowned 
“You Auto Buy Now Week.” He 
compared Cleveland’s salesmen to 
the minute men of Lexington and 
Concord. 

“The freedom of the world de- 
pends on our economic strength 
and that is a battle that has to be 
fought on the sales front,” Romney 
said. 

He said the current market slow- 
down was caused chiefly by serious 
economic imbalance created by the 
| wage-price spiral. 

y said that his own 

Rambler line accounted for 2.65 
percent of the January-February 
auto market this year as com- 
pared with 1.25 percent a year 
ago. “Rambler sales in the first 
10 days of March soared 85 per- 
cent above the year ago level,” 
he added. 

The auto executive told the deal- 
ers and salesmen that the more 
they can do to get people into a 
buying mood, the less the Govern- 
ment will have to do about priming 
the economic pump. 

He also said there is a trend in 
this nation for a strong labor or- 
ganization and a strong industrial 
organization, each in conflict with 
the other on a road “that can take 
us right down the road that ruined 
Italy and Germany.” 

Romney called for an end to this 
conflict if we “are going to win 
over economic recessions.” 





Insurance Hike Vetoed 


SALT LAKE CITY.—State In- 
surance Commissioner A. E. Buck- 
well denied an increase in auto 
insurance rates scheduled to go 
into effect Feb. 27. 





Naturally, we've been asked many times to esti- 


new cars will be sold this year. Not 


being soothsayers, we don’t profess to know (and 


anyone else does either). But we 


do feel that, if the Government will get off its hands 
before it’s too late—and if makers and dealers will 
get in there and pitch, as was so successful in the 
recent Cleveland drive, 1958 still could be a pretty 


NADA points to four recent signs of business 
recovery: Increase in machine tool orders, rise 


defense orders, placing of steel 


orders to replenish inventories, and gains in resi- 


dential housing starts ... Pennsylvania is cracking down on dealers 
who don’t pay tax on car sold to another dealer for his personal use. 
. . . Claude Fleetwood (Chevrolet) has been appointed Missouri 
dealer director to succeed Ralph Hook (Buick) . 

How Rich Are You? Says the Budd Co.’s “Buddgette”: “You are 
richer today than you were yesterday if you have laughed often, 


given something, forgiven even more, made a new friend. . 


. if you 


have thought more in terms of ’thyself’ than ‘myself,’ if a little child 
has smiled at you and a stray dog has licked your hand, or if you 


have looked for the best 
you.” 





in others and have given others the best in 


—Perre Wemuorr, Editor, 
Automotive News 
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Dealers Throughout U.S. Offered Guidance . . . 





Makers Aid Auto Week Drives 


(Continued from Page 1) 


Milwaukee and Portland, Ore., also 
are expected to stage promotions. 
* aa * 

N ST. JOSEPH, MoO., dealers 

have come up with a novel 
scheme to push their two-day cam- 
paign starting tomorrow (March 
25.) They have hired four people 
to call every person listed in the 
city’s telephone book and invite 
them to visit a dealer’s showroom. 

William H. McGaughey, AMC 
vice-president of communications, 
said the Houston Automobile Deal- 
ers Assn. “voted 100 percent ap- 
proval of the plan.” 

Roy Abernethy, AMC automo- 
tive distribution and marketing 
vice-president, is scheduled to ad- 
dress a sales rally kicking off 
the Houston campaign. It will be 
known as “Keep Houston Econ- 
omy Healthy” week. 

Houston dealers agreed to avoid 
giveaway advertising in their pro- 
motion. 

The planning program, by the 
way, brought factory representa- 
tives together for the first time. 
One factory representative noted 
that it was an interesting experi- 

ence since most of the factory peo- 
ple did not know each other. 

Unanimous approval also was 
voiced by the Automotive Trade 
Assn.—National Capital Area. Earl 
Fields, assistant general sales man- 
ager of Cadillac, discussed the proj- 
ect with directors of the Washing- 
ton group. 

“This will be an allout campaign 
to boost sales not only in this 
business, but in every business in 
the area,” said Maurice J. Murphy, 
executive vice-president of the 
— > 2 -s 


— Akron campaign will get 
under way today (March 24) 
and a drive running indefinitely will 
start Saturday (March 29 in De- 
troit, A kickoff banquet has been 
scheduled Thursday (March 27) by 
the Detroit Auto Dealers Assn. 
Two campaign slogans have been 
adopted: “Detroit Buy Days Mean 
Pay Days” and “Keep Detroit Dy- 
namic.” There will be a parade 
Friday (March 28.) 
Albert H. Belfie, 


°58 Car Sales Increase 
27 Pet. at Columbus 


COLUMBUS, O.—New-car reg- 
istrations in Franklin County 
(Columbus) during the first 15 
days of March totalled 1,011, up 
27.5 percent over the correspond- 
ing February period when 1793 
were registered. The March total 
also was 15 percent ahead of the 
879 cars registered in the first 
half of January. 

Imported cars accounted for 
5.54 percent of the market with 
56 registrations in the first half 
of March. Chevrolet topped the 
U. S. makes with 347, followed by 
Ford, 216; Plymouth, 75, and 


merchandising 








Oldsmobile, 74. 





Chevrolet Sales Leaders— 


manager on GM’s_ distribution 
staff, discussed the promotion with 
directors of the Chicago Automo- 
bile Trade Assn. 

Before CATA decided to run the 
campaign, Edward L. Cleary, 
CATA general manager, had said, 
“I’m not sure our dealers will be 
too enthusiastic about staging 
such a promotion so soon after 
our auto show.” 

A two-week campaign is under 
way in Mt. Vernon, O. Called “You 
Auto Buy Now Days,” the drive is 
the most intensive auto-sales cam- 
paign ever ‘promoted in the area, 
according to the Mt. Vernon Auto 
Dealers Assn. 

Top prize for customers in the 
campaign, which closes March 239, 
is an air trip for two to the Cherry 
Blossom Festival in Washington. 
Other prizes are 500 gallons of gas- 
oline and a $100 Easter outfit for 
a woman. 

Prizes are limited to persons 21 
or over who register with a dealer 
after taking a demonstration ride 
in a new or used auto. There also 
are prizes for salesmen with the 
best record in the two-week drive. 

> * * 
M C. PATTERSON, Dodge pres- 

* ident, told an Atlanta group 

that aggressive selling is the an- 
swer to the slump in car sales. 

He addressed a regional sales 
meeting of about 120 Dodge dealers 
and officials from nine Southern 
states. 

Patterson called the current re- 
cession “mostly a mental attitude. 
People have the money to buy and 
it’s up to us to sell them.” 

He predicted an upturn in the 
spring, but said: 

“You no longer can expect the 





customers to flock to the show- 

room; you’ve got to send your 

salesmen out to bring them in.” 
* + 7. 


L-M Dealers Briefed 


On Spring Sales Push 

DETROIT.—More than 7,000 Lin- 
coln, Continental and Mercury deal- 
ers and salesmen are attending a 
series of 66 sales conferences 
throughout the nation to review 
spring promotion campaigns. Sep- 
arate meetings are being held for 
Lincoln dealers in each of 23 sales 
districts, 

Lincoln and Mercury sales execu- 
tives headed by Joseph E. Bayne, 
general sales manager, and re- 
gional and district sales managers 
are conducting the sessions. They 
announced that new merchandising 


| programs are being readied. 


ad + * 


Cleveland May Revive 
Auto Show This Year 


CLEVELAND.—Leo J. Conway, 
Shaker Heights Cadillac dealer, 
has been named to head a com- 
mittee studying the possibility of 
reviving the Cleveland auto show 
in Public Hall this year. 

The Cleveland Automobile Deal- 
ers Assn. has been informed that 
Public Hall is available for a show 
between Nov. 23 and Dec. 3. Con- 
way said the auto firms have as- 
sured him the 59 models would be 
introduced in time for a late No- 
vember show. 

The last auto show here was held 
in January, 1956, and attracted 
about 124,000 visitors. 





Consumers Less Sanguine 
On Financial Status 


WASHINGTON. — Consumers 
early this year viewed their finan- 
cial positions and prospects less 
favorably than a year ago and ex- 
pressed concern about the general 
business outlook, according to pre- 
liminary findings of the 13th annual 
Survey of Consumer Finances. 

This survey was conducted in 
January and February by the 
Board of Governors of the Fed- 
eral Reserve System in coopera- 
tion with the Survey Research 
Center of the University of 
Michigan. 

About a third of those interviewed 
said they were better off financially 
than a year ago, while another 
third said they were worse off. The 
others reported no change or that 
they didn’t know. 

These proportions indicated a less 
favorable situation than in the pre- 
ceding three years, but were very 
similar to the reports on this ques- 
tion in early 1954 and early 1949. 

The decline in wage and salary 
income in recent months was re- 





Top four among the 66 leading Chevrolet retail salesmen who were honored by 
the company in Detroit for their 1957 sales exploits are, from left, Edward F. Roehrich, 
Bill Becker Chevrolet, Inc., Chicago (No. 3); Michael Kvester, Reedman Motors, Levittown, 
Pa. (No. 1); Richard Montanaro, Don McCullagh, Inc., Detroit, (No. 2), and John 
Dolbier, Courtesy Chevrolet, Los Angeles, (No. 4). By virtue of their rank, the four 
were made honorary officers of the Chevrolet 100-car clubs. Selections were announced 


at the climax of a two-day convention. 





flected in an increase in the pro- 
portion of consumers who reported 
they were making less than a year 
ago. 

Twenty-six percent of the con- 
sumers said their rate of income 
was lower than it had been a 
year earlier. This was the largest 
proportion reporting an income 
decline for any survey in recent 
years and was somewhat larger 
than in early 1954 and early 1949. 

About 36 percent reported they 
were earning more early this year 
than a year ago. This proportion 
was lower than in any survey since 
early 1950. Another 36 percent re- 
ported no change and 2 percent 
said they didn’t know. 

There was a sharp contrast be- 
tween consumers’ views about gen- 
eral business conditions and their 
appraisals of their own financial 
prospects. While many were pessi- 
mistic about the business situation 
during the coming year, very few 
expected their own incomes to de- 
cline. 

About two-fifths of the con- 
sumers expected “bad times” 
during the year and about a 
third expected “good times,” a 
less favorable expectation than 
reported in any other Survey of 
Consumer Finances. 

Layoffs, reduction of hours 
worked and reduced incomes were 
the reasons cited by most con- 
sumers who expected “bad times” 
this year. 

Despite the unfavorable view of 
general business prospects, nearly 
three-fourths of those interviewed 
expected to be making as much or 
more at the beginning of next year 
as they were making early this 
year. Only a tenth expected their 
rate of earnings to decline in the 
coming year. 

These views were only moder- 
ately less favorable than in other 
recent surveys and more favorable 
than in early 1954 and early 1949. 

Nearly half expect retail prices 
to rise over the year. Expecta- 
tions of price increases were ex- 
pressed somewhat more fre- 

quently by those in the middle 
and lower-income brackets than 
by the upper-income groups. 

The proportion of consumers ex- 
pressing plans to purchase new 


automobiles was substantially be- 
(Continued on Page 8, Col, 5) 





Ford's 50-Millionth— 


Which has changed the most, cars or chemise? The change in automotive design 
is made apparent by the contrast between Ford's 50 millionth vehicle—a fow. 


passenger Thunderbird produced at Novi, 


Mich., last Monday (March 17)—and Ford’; 


10 millionth vehicle like the Model T produced in 1923. But what about women 
fashions? The lady with the Model T is wearing a chemise with a “bucket hat" 
typical of the Model T period. The lady by the Thunderbird is wearing a 1958 model 


chemise. 





Millionth N ewdlar Sale 


Lags 12 Days Behind °57 


(Continued from Page 1) 


definite signs of an upturn, but; 


they’re keeping their fingers 
crossed 

“I thought the pickup might have 
arrived one day a couple of weeks 
ago,” a Detroiter recalled. “We 


closed 10 deals in a single day and | 


talked with two other prospects 
who signed a few days later. Then 
things fell back into the same old 
rut.” 

* * > 


EVERAL dealers asserted that 
“people are waiting to see what 


Walter Reuther is going to do. They | 


don’t know if they'll be working 
after June 1, and they’re scared to 
buy a big-ticket item like a car.” 


A speedy agreement in this year’s 
auto-contract negotiations would do 
much to spur car sales, these mer- 
chants declare. 


Ford and Chevrolet dealers last 
week reported that sales of their 
lowest-priced series are far ahead 
of last year and that buyers are 
more price-conscious than ever 
before. 

A Ford retailer said the hottest 
thing in his store is the Custom 300 
with standard transmission and a 
six-cylinder engine. “Last year, 
everybody wanted Fairlane 500 
eights with lots of extras,” he said. 

” > > 
CHEVROLET dealer said his 
Delray sales are double those 

of last year’s One-Fifty series. He 
attributed part of the rise to a 
$15.70 accessory package which 
dresses up the Delray with special 
steering wheel, cigaret lighter and 
right-hand visor and arm rest. 

This dealer said he was selling 
a lot of cars to persons trading 





Milestone Tire— 
James E. Trainer, executive vice- 


president, Firestone Tire & Rubber Co., 
Akron, lifts from its mold the 50 millionth 
tubeless tire to be manufactured by the 
company. Firestone first supplied tubeless 
tires to the automotive industry in 1954. 
Today virtually 100 percent of original 
equipment tires and most replacement 
tires are of the tubeless type. 


down from medium-priced lines. 
This has held his automatic- 
transmission and power-steering 
sales at a high level, he said, since 
the buyers had these items on 
their bigger cars. 

Other dealers have complained 


about an increase in 36-month 
| paper. 
“We don’t like it,” one dealer 


said, “but we have to write when 
the buyer asks for it. Otherwise, 
he'll go down the street.” 
| * * * 
THE used-car front, the over- 
all average wholesale price 
dropped $3 to $994 last week, ac- 
cording to the Automotive News 
index. The biggest drop was suf- 





fered by ‘57s, which fell $12 to 
$1,667, their lowest point of the 
year. 


The only models to gain last week 
were ‘54s, which climbed $3 to $609, 
and '52s, which were up $5 to $246 

Other losses were: "58s, down $6 
to $2,789; "56s, down $1 to $1,182; 
55s, down $10 to $900; "53s, down 
ee $371, and ‘Sis, down $5 te 

185. 


M-E-L Sets Up 
Product Planning 
For Three Lines 


DEARBORN.—Organization of 8 
product planning office at M-E-L 
division is announced by J. Emmet 
Judge, division product planning 
manager. 

New appointments include man- 
agers of product planning for each 
of the three car lines manufactured 
by M-E-L division, as well as exe 
cutives in charge of product pro- 
gram coordination, new product 
feature development and adminis- 
tration. 

Mercury planning manager is C. 
B. Pfeiffer, while Edsel planning 
will be directed by R. E. Kimball. 
They held similar posts in the for- 
mer Mercury and Edsel divisions. 
Continental and Lincoln planning 
manager is J. R. Hallock, who was 
general purchasing agent of the 
former Edsel division. 

Product program coordination 
will be supervised by R. E. Donley, 
who was merchandising planning 
manager of the former Mercury 
division. J. R. Gillette will coordi- 
nate new product feature develop 
ment for all three car lines. J. D. 
Vanek has been named administra- 
tive department manager. Both Gil- 
lette and Vanek held similar posts 
in the former Edsel division. 


Bell Slated to Address 


North Dakota Dealers 


FARGO, N. D.—Frederick J. Bell, 
NADA executive vice-president, will 
be among the speakers here March 
23-25 at the annual convention of 
the Automobile Dealers Assn. of 
North Dakota. 
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take the TIME 


FAST can mean “quick” or “tied down.” Both apply 


to Associates’ one-stop finance and insurance service. 


QUICK — Associates’ fast approvals, simplified 
contracts, and cooperative office personnel help you 
close deals fast — really take the “time” out of 


“time sales.” 


REMY ee 








TIED DOWN — Equally important... Associates’ 
Pleasant Purchase Program keeps your deal tied 
down and completely in your dealership . .. lets 


you control it from “hello” to “here are the keys.” 


So why not find out how you can make faster time 


sales? ...Call the “man from Associates” today! 


ssociates 


SOUTH BEND, INDIANA 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Industry’s Problems .. . 





Chaffin Says Dealers, 
Factories Must Agree 


SAN FRANCISCO.—Dean Chaffin, 
NADA president, in an address to 
the Northern California Motor Car 
Dealers Assn. convention here, 
warned that, unless auto manufac- 
turers and legitimate dealers settle 
their differences soon, the “super- 
market” and bootleggers will take 
over. 

Chaffin declared that some 
auto makers were selling cars to 
institutions directly, at prices 
below dealer costs, that at least 
one factory had made a deal with 
a major oil company to provide 
parts and men to service cars. 

“I think this business belongs to 
the dealers,” Chaffin declared. 
“Sometimes I wonder on whose 
side the manufacturers are. Are 
they on the side of the franchised 
dealer or the independent opera- 
tor?” 

He then demanded, “Will francise 
dealers be preserved or will the 

supermarket and the bootleggers of 
cars take over?” 

Chaffin indicated that thus far 
the factory men have failed to 
give any assurances to dealers that 
their territories will be honored or 
that the leaks through which boot- 
leggers get their cars will be plug- 
ged. 

He said that the NADA had 
asked Detroit’s auto men to dis- 
cuss the organization’s program 
for factory-dealer cooperation but 
that, although a month has 
passed, only one official even had 


Dart Truck Sold; 
Will Be Merged 
With Kenworth 


KANSAS CITY.—Dart Truck Co., 
a subsidiary of Carlisle Corp., Carl- 
isle, Pa., has been sold to Pacific 
Car & Foundry Co., Seattle, and it 
will be merged with the latter's 
Kenworth Motor Truck division. 

The new company will be known 
as KW-Dart Truck Co., and a $1 
million plant will be built here. 
When the new building is com- 
pleted, production of Kenworth’s 
rock-and-ore-moving trucks will be 
moved here from Renton, Wash. 

Dart has been producing off-| 
highway trucks here since 1926, but 
started in the automotive manufac- 
turing field in 1903. Its trucks are) 
used in mining, construction and 
logging. 


| factory-dealer relationship, 





Carrol J. Warrell, Dart vice- 
president and general manager, will 
continue in the same position with 
the new company, as will the gen- 
eral staff, it was announced. Em- 
ployment will be increased from its} 
present 200 to about 300. 

Pacific Car & Foundry Co. a| 
large manufacturer of refrigerated | 
railroad cars, has operated on the 
West Coast for 53 years. It also 
makes winches, hoists, castings, 
forgings, machine shop equipment 
and armored vehicles for the 
armed services. 

R. D. O’Brien, who has been 
named president of the KW-Dart 
Truck Co., will continue in his po- 


, sition as vice-president and general 


manager of Kenworth. 


Buyer's Dividend 
Buick Dealer Returns $5 


On Each Feb. Sale 


FLINT.—Business was so good 
for one Buick dealer in February 
that he declared a $5 dividend for 
every person who bought a car from 
him during the month, Buick re- 
ported. 

Don Rosso, Buick dealer in Grand 
Haven, Mich., ran an advertisement 
in the local paper under the head- 
ing: Who Says Business is Bad? 

He thanked the 34 people who 
had bought new and used cars from 
him during February and said he 
would give them a $5 dividend. 
Within a week, Buick said, 29 of 
the 34 stopped at the dealership for 
their payoff. 

“If high-volume sales continue in 
March,” Rosso said, “this new cash 
dividend policy will continue.” 


the courtesy to answer—and he 
said his firm would “consider the 
request.” 

“We have heard these factory 
men talk about the great partner- 
ship between dealers and manufac- 
turers,” Chaffin said, “but appar- 
ently our conception of partner- 
ship is different from theirs. We 
want a 50-50 partnership, not the 
‘one horse and one rabbit’ kind of 
partnership.” 

Chaffin said the industry is 
plagued by bootleggers, cross- 
sellers, stimulators “and stimulators 
to stimulate the stimulators.” 

Ethical dealers have “found they 
couldn’t cope with these by trying 
to keep up with them,” he said. 

The only solution, according to 
Chaffin, is for the factories and 
dealers to settle their differences 
and all dealers stand together in 
an effort to find a solution to 
the ruinous situation. 

In this connection, Chaffin de- 
clared that the first thing that must 
be done is “to clean up our own 
backyard ... we need territorial 
integrity before we need territorial 
security.” 

The NADA president noted that 
dealer profits had shrunk during 
the last year. One way the NADA 
is trying to relieve the situation is 
by pressing for elimination or re- 
duction of the excise tax on auto- 
mobiles. 

Another legislative effort is being 
made before the Senate subcommit- 
tee investigating price increases. 
Chaffin said the NADA had warned 
senators that previous price raises 
resulting from increased material 
and labor costs have been absorbed 


| by the dealers. 


“We can’t absorb any more 
raises,” Chaffin declared, “There 
can be no next time because our 
profit margin is already virtually 
wiped out.” 

Chaffin said that the NADA 
wants, in part, legislative action to 
permit factories to guarantee fran- 


|chised dealers territorial security, 


uniform factory advertised prices 
throughout the U. S. to eliminate 
“price packing” and similar evils 
that hurt both dealer and consumer, 
ground rules for dealers and con- 
trolled, equitable distribution of 
cars to dealers. 

Chaffin said that, while some- 
thing must be done to regulate the 
he is 
definitely against more Government 
control. “I know all about Govern- 
ment control,” he declared, “and I 
don’t want any part of it.” 


Included in the convention ac- 


tivities were talks by M. L. Goeg- 
lein, vice-president of Pacific Fi- 
|mance Co., and Charles A. Klaus, 
vice-president of Maremont Auto- 
motive Products, Cateage. 





Stainless Steel in Cars— 


This picture tells the story of how 170 
pieces of stainless steel are used in one 
line of cons to provide beauty and pro- 
tection. More than 20 pounds, or 47 pieces 
of the metal, are used on the Dodge 
Custom Royal hardtop shown in the back- 
ground. Not shown in the display are the 
individually styled wheel discs used on 
each car and components which require 
stainless steel in their construction such 
as rear view mirrors, windshield wipers, 
door locks, fuel pumps, radiators and 
fasteners. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


March 19 


Large entry of mostly average 
cars. Buying brisk. 67 percent sold. 
Light snow flurries. 

BUICK—’58 RM conv., (ps). 
"57 station wagon, $2.175* (ps); Cen- 
tury Hardtop, $1,940* (ps), $1,925* 
(ps); Special Hardtop, $1,760*, $1,- 
740° (ps), $1,590°. °56 RM sedan, 
$1,400* (ps); Super Hardtop, $1,385* 
(ps), $1,300*; Special sedan, $1,010*. 
‘55 Special sedan, $835* 

CADILLAC—’58 (62) coupe, $4,460* 
(ps). "55 coupe de Ville, $2,100* (ps); 
(62) coupe, $1,810* (ps). °51 coupe, 
$560° (ps). 

CHEVROLET—’'58 Impala 2-dr., $2,- 
500* (ps); Bel Air 2-dr., $2,050*. '57 
Bel Air Hardtop, $1,715* (ps); 2-dr., 
$1,500*, $1,405*, $1,375* (ps); Two- 
ten (8) station wagon, $1,680° (ps); 
sedan, $1,320, $1,285*. ‘56 Two-ten 
sedan, $1,125*, $1,050°, $965, $700. 
"55 Corvette, $1,550°; station wagon, 
$1,000; Bel Air sedan, $1,060*, $885*° 
(ps), $775*, $750; Two-ten sedan, 
$720; One-fifty 2-dr., $550. 

CHRYSLER—'55 Windsor sedan, $1,- 
000°; NY sedan, $950*. '54 Windsor 
sedan, $475. "53 Windsor club coupe, 
$300°. 

DeSOTO—'56 Firedome club coupe, $1,- 
575°. "54 sedan, $375°. 

DODGE—'56 Coronet conv., $1,055; 
2-dr., $775. ‘55 Royal sedan, $750; 
Coronet 2-dr., $600°. ‘53 Meadow- 
brook sedan, $270. 

FORD—'58 Fairlane (8) 500 conv., §2,- 
225°. ‘S57 Fairlane (8) 500 club 
coupe, $1,750° (ps); 2-dr. Hardtop, 
$1,630*°, $1,510°; sedan, $1,475*, $1,- 
325°; Custom sedan, $1,275*, $1,225. 
'56 Fairlane Victoria, $1,250°, $1,- 


$3,600° 


*Indicates automatic transmission or overdrive and (ps), 


145*, $1,070, $1,035*, $950; conv., 
$1,210*; sedan, $1,080*; Custom sta- 
tion wagon, $1,100*, $1,060; sedan, 
$1,020, $850; Main sedan, $780. '55 
Country Squire, $1,130 $1,025, $925; 
Fairlane sedan, $1,005* (ps), $805, 
$715°; Victoria, $950*, $930°; Cus- 
tom sedan, $770, $580; Main sedan, 
$655. ‘54 Custom coupe, $450; sedan, 
$440, $430, $380; Main sedan, $375. 
"52 2-dr., $160. 

LINCOLN — ’'52 Cosmopolitan sedan, 
$535* 


’56 Montclair Hardtop, 
sedan, $1,165; 
"55 Monterey 
$710°. °54 
2-dr., 
sedan, 


MERCURY — 
$1,175*; Monterey 
Custom sedan, $1,000*. 
club coupe, $830*; 2-dr., 
Monterey club coupe, $565; 
$460*, $435. °53 Montclair 
$300; Monterey 2-dr., $300. 

OLDSMOBILE—’'57 (88) 2-dr., 
(ps). °56 (98) sedan, 2 at 
(ps); (88) Super club coupe, 
(ps); (88) Hardtop, $1,350*. °55 
(88) Super Hardtop, $1,295* (ps); 
(98) Hardtop, $1,175* (ps), $1,060*; 
(88) club coupe, $1,175*, $1,105*; 
Hardtop, $1,180*, $1,140°; sedan, 
$1,030*, $1,010*. '54 (88) Super club 
coupe, $670*°. '53 (88) sedan, $410*. 
"52 (88) 2-dr., $185*. 

PLYMOUTH—’57 Belvedere conv., $1,- 
725*; Fury sport coupe, $1,650°; 
Savoy sport coupe, $1,465*. ‘55 Sa- 
voy sedan, $690*; Plaza sedan, 2 at 
$470. ‘53 sedan, $175. ‘52 sedan, 
$160. 

PONTIAC—'56 Cheiftain station wagon, 
$1,305*; sedan, $1,070*. ‘55 Star 
Chief sedan, $825*. ‘54 Chieftain 
sedan, $310. 

RAMBLER—’'56 station wagon, $1,360. 

| ‘55 station wagon, $950; sedan, 

| $960*, $915. 





power steering. 


Other Auctions Are on Pages 22, 26, 29, 30. 


AMA Opposes Plan to Ban 
Cars with Excess Exhaust 


WASHINGTON. — The Automo- 
bile Manufacturers Assn. last week 
opposed a bill to ban the use of cars 
which emit exhausts in excessive 
amounts. 

The measure was also opposed 
by the U.S. Department of 
Health, Education and Welfare 
but drew support from a number 
of witnesses, including medical 
men. 


Testimony before the special 
House traffic safety subcommittee 
was on legislation sponsored by 
Rep. Paul Schenck, Ohio Republi- 
can, to prohibit the use in com- 
merce of any motor vehicle which 
discharges unburned hydrocarbons 
in an amount found by the U.S. 
Surgeon General to be dangerous 
to health. 

Under the measure the Surgeon 
General would set standards as to 
the amount of emission which is 
safe from the health standpoint 
within six months after enactment 
of the bill. 


Charles M. Heinen, of Chrysler, | 


chairman of AMA's vehicle com- 
bustion products committee, which 
has been researching the problem 
for over four years, said the objec- 
tives of the bill are good. 

He added, however, that it 





Veteran Drivers 
Pilot Scotsmans 


In Mile-A-Thon 


SOUTH BEN D.—Studebaker- 
Packard announced last week that 


the sedans and pickup trucks used- 


in its Scotsman Mile-A-Thon con- 
test will be piloted by veterans of 
the Mobilgas Economy Run and the 
S-P proving ground. 

Two caravans, each including a 
sedan and a pickup, will leave San 
Francisco March 31. They are 
scheduled to arrive Apr. 17 in 
Bangor, Me., and Apr. 18 in Miami. 








could not be “implemented ef- 
fectively” because not enough is 
known about the exhaust problem 
in relation to air pollution and 
public health. 

He said the medical profession 
has not “verified” 
hydrocarbons have carcinogenic 


(cancer-producing) or other “unde- | 


sirable physiological effects.” 

Nevertheless, he continued, “we 
have set for ourselves the overall 
objective of cleaning up the exhaust 
stream as completely as possible to 
remove any causes of irritation or 
annoyance, regardless of possible 
health effects.” 

James M. Chandler (Ford), an- 
other member of the AMA commit- 
tee, said the exhaust control devices 
developed so far have succeeded in 
cutting down unburned gasoline by 
only 25 percent. He 
catalyst that absorbs gas may be 
the “final answer.” 

Read into the record was a let- 
ter from Secretary of Health, Ed- 


ucation and Welfare, Marion Fol- | 


som, opposing enactment of the 
bill. Folsom told the subcommit- 
tee that at present there is not 
sufficient scientific knowledge to 
furnish the basis for prescribing 
“health protection standards” for 
unburned hydrocarbons within six 
months. 

Schenck angrily accused the de- 


(Continued on Page 8, Col. 3) 


Prizes will be awarded to persons |» ~ 
submitting the closest estimates of}. —~ 


the cars’ miles-per-gallon perform- 
ances. Each of the four top win- 
ners will receive two Scotsman 
units, one for himself and one for 
his favorite charity. 

In the Bangor caravan, the sedan 
will be driven by R. L. Griffith, a 
Los Angeles service representative 
for S-P, and the truck by H. E. 
Bowker, of the proving ground staff. 

Driving the sedan to Miami will 
be V. J. Del Coma, San Francisco 
zone service manager. A. W. 
Spychalski, of the proving ground, 
will pilot the truck. 


that unburned | 


indicated a| 
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IRS Again Loses 
Suit Involving 


Dealer Reserves 


ALLAS.—The Internal Revenue 

Service is expected to continue 
its policy of taxing dealer reserves 
despite another Federal Court de. 
cision striking at that position ip 
an individual case. 

Hine’ Pontiac Co., of Dallas, won 
a refund of income taxes levied 
against its dealer reserve funds in 
1953-54. The reimbursement wag 
ordered by Federal District Judge 
William H. Atwell and is not likely 
to be appealed. 

The IRS a year ago reiterated 
its dealer-reserve taxing policy in 
the face of separate decisions by 
two U.S. Circuit Courts uphold- 
ing retailers who contended that 
funds in a reserve could not be 
taxed until they were withdrawn 
as income. 

Another Circuit Court and the 
District Court here have counter. 
manded the IRS stand since then, 
but the IRS has been supported by 
the U. S. Tax Court and is believed 
to be willing to accept the individ- 
ual pro-dealer decisions in prefer- 
ence to a Supreme Court appeal. 

* * * 

OHN HINE, owner of the dealer- 
ship which won the Dallas case, 
is an outspoken foe of the reserve- 
taxing policy. He excoriated the 
IRS in a letter to AvTomoTive News 
a year ago and demanded that 
NADA seek to rectify the situation 

through Congressional action. 

“The position of the Service in 
refusing to acquiesce to the appel- 

|late courts’ decision,” Hine stated, 
“amounts purely to persecution by 
the Government, because it is be- 
yond the understanding of an 
ordinary person when the Commis- 
sioner of Internal Revenue will not 
follow the decisions of the Circuit 
Courts of Appeals. 

“It further is persecution be- 
cause they are fighting us, the 
taxpayers, with our own money. 
Such a situation is abominable ...” 

NADA has adopted the tax ex- 
emption goal for dealer reserves as 
a major 1958 objective. 
* * * 

UDGE ATWELL’S decision al- 

lowed Hine Pontiac recovery of 

|taxes paid on 1953 and 1954 re- 
| serves, with interest. The judge ac- 
cepted the dealer’s argument that 
the reserves were a contingent fund 
not accruable to the taxpayer, and 
thus not taxable. 

“I cannot reach the legal conclu- 
|sion that that amount or those 
amounts are accruals upon which 
the citizen should pay taxes,” Judge 
| Atwell ruled. 

“It is the soul and life blood 
of a tax against the citizen that 
| the citizen should have received 





something which justifies the 
tax.” 
| Hine, against whom the IRS had 
issued a deficiency notice for $50,- 
000 in back taxes on dealer re- 
serves, is planning to file for 
refunds for taxes paid in subse- 
quent years. 





Sunbeam Unveils New Rapier— 


The new Sunbeam Rapier sports hardtop, introduced by the Rootes Group, features 
a bigger engine, improved brakes, steering and suspension. Designed to seat four 


to five persons, the car also boasts flared 


tail fins and a new radiator grille. There is 


also a sports convertible in the new Rapier line. 
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Auto-Lite welcomes the new Rambler American to the growing family of 
fine cars choosing Auto-Lite products for original equipment. We take great 
pride in the fact that Auto-Lite Spark Plugs and Auto-Lite Batteries are 
contributing to the proven dependability, performance and economy of this 
new product of American Motors Corporation. 


For over 47 years such votes of confidence in Auto-Lite quality and per- 
formance have accelerated Auto-Lite progress and have made Auto-Lite 
one of the most widely accepted names in America. 


THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, OHIO 





Other Rambler cars using products of Auto-Lite are the Ambassador V-8, 
the Rambler Rebel V-8, and the Rambler Economy-6. 


VLE ELLLE. 





SPARK PLUGS + BATTERIES « BUMPERS & GRILLES * GENERATORS « IGNITION UNITS 
INSTRUMENTS & GAUGES + METAL FABRICATED ASSEMBLIES * SCUFF PLATES 
LIGHTING UNITS *« HORNS * AUTOMOTIVE FRACTIONAL MOTORS 

PLASTICS « STARTING MOTORS «+ SPEEDOMETERS *« SPEEDOMETER CABLE 

SEAT AND WINDOW MOVING MECHANISMS « SWITCHES * WINDSHIELD WIPERS 

_— WIRE & CABLE « GRAY IRON CASTINGS . |. ZINC AND ALUMINUM DIE CASTINGS 
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‘Guinea Pig’ Role 
Assailed by VW 
In Court Denial 


(Continued from Page 2) 


fendant” and were abandoned 
before Dec. 4, when the litigation 
was commenced. 

Volkswagen of Ameriea categori- 
cally denied charges that it pre- 
scribed wholesale and retail prices 
and forbade distributors from re- 
selling VW cars and parts to other 
than franchised VW dealers. 

“These requirements,” Hansen 
said, “prohibit what is popularly 
referred to in the trade as ‘boot- 
legging’ of automobiles. This aspect 
of the suit reflects the Antitrust 
division’s frequently reiterated view 
that such prohibitions on resale are 
illegal.” 


AUTOMOTIVE NEWS, MARCH 24, 1958 






_ Anniversary ‘Cake’— 


Final touch on a mechanical “cake 
marking Master Tech's 10th birthday is 
given by Cathy Tindorf of Warren, Mich., 





Counsel for Volkswagen of Amer-jand Robin Anderson of Johannesburg, 


ica are Sereni, Herzfeld & Rubin, 
of New York, and Crummy, Gib- 
bons & O'Neill, of Newark. 
Thirteen distributors replied 
through Rosenman, Goldmark, 
Colin & Kaye, of New York, while 
the Washington law firm of Step- 
toe & Johnson represented the 
other distributor, Inter-Continental 
Motors, of San Antonio, Tex. 


| South Africa. The unusual birthday cake 
is made entirely of automobile parts. It 
was a feature attraction at the anniversary 
| luncheon celebrating the 10th birthday 
| of Chrysler Corp.'s “Master Tech” service 
training program. ‘Little Tech,’ at right is 
the symbol of the training program which 
|has provided instruction to more than 


225,000 automotive service and mainten- 
ance men in all parts of the world. 


At Washington Hearing ve 


Plan to Ban ‘Smokers’ 


a2 Is Opposed by AMA 


(Continued from Page 6) 


partment of foot-dragging and tak- 
ing a “light-hearted” look at a 
serious problem. He said his bill 
would provide a start toward pro- 
tecting the public by prodding the 
Government to intensify examina- 
tion of the pollution question. 

Dr. Wilton M. Fisher, chief of 
HEW’s air pollution medical pro- 
gram, testified that data.is incon- 
clusive as to whether auto: exhaust 
is a specific cause of the increase 
in lung cancer. But he added that 
there is no doubt exhaust irritates 
the eyes, nose, throat and respira- 
tory tract. 

He said investigative work must 
continue—“possibly on an expanded 
scale’—if “definitive” health data 
on exhaust is to be obtained. 

Dr. Harold W. Kennedy, attor- 
ney for Los Angeles County and 








the air pollution control district 
there, vigorously supported the 
legislation. Smog is an acute 
problem in that area. 

Kennedy said the auto makers 
had given “assurances” — which 
were not carried out—that 1958 
models would have exhaust control 
devices. 

Therefore, he said Los Angeles 
believes reasonable exhaust stand- 
ards will have to be prescribed 
before “real progress is made.” 

He quoted from a report of the 
California Department of Public 
Health that auto exhaust is related 
to eye irritation and crop damage 
and is also associated with libera- 
tion into the atmosphere of cancer- 
producing substances. 

The witness testified that auto 
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Time Studies prove that mechanics increase the 
efficiency of their work by 50% and more when they 
work under a GLOBE “Frame-Kontact” HOIST. 
75% of all shop jobs can be handled faster and better 
on a Hoist and when each of your mechanics is 
equipped with a GLOBE “Frame-Kontact” HOIST, 
your shop will turn out more work and better work 
in less time . . . show a higher profit on every job... 
you'll make promised deliveries . . . you’ll have fewer 
“come-backs” . . . and you'll have more customers. 

The money you save by installing GLOBE “Frame- 
Kontact” HOISTS will exceed by far the few pennies 
a day you need to pay for them through GLOBE’s 


IT’S AS SIMPLE AS THIS... 
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convenient TIME PAYMENT PLAN, It will pay you 
well to fill-in the coupon below for full information 
on the popular GLOBE “Frame-Kontact” HOIST. 


GLOBE HOIST COMPANY 
East Mermaid Lane at Queen Street 
Philadelphia 18, Penna. 
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WORLD'S MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 





exhaust is the “last large remain. 
ing source” of air pollution. in 
Los Angeles County. He conceded, 
however, that a solution lies in 
the hands of automotive engi- 
neers and scientists. 


Kennedy asserted the courts have 
upheld the legality of legislation on 
air pollution control as a proper 
exercise of police power, so long ag 
the regulations are not “arbitrary” 
or “unreasonable.” 


He opined that Los Angeles hag 
the power to require that vehicles 
be equipped with fume-contro! de. 
vices as soon as they are perfected, 

Gordon P. Larson, executive vice. 
president of Oxy-Catalyst, Inc, 
Wayne, Pa., introduced the most 
optimistic note into the hearing. He 
said the firm has developed a proc- 
ess whereby unburned hydrocar. 
bons will be absorbed by catalytic 
oxidation and that the process hag 
been tested by the auto makers, 
with encouraging results. 


Larson said the next step is spe 
cifically applying the process to 
cars. 

The witness estimated that the 
cost of the control device, on a 
mass production basis, would be 
no more than $30 per car to the 
consumer. 


Others supporting the exhaust bill 
included the National Institute of 
Municipal Law Officers and Ross V. 
Doughty, combustion engineer from 
Dayton, O. The latter said a direct 
link between auto fumes and cancer 
has been found. 


Chrysler to Shift 
Production Setup 
In Detroit Area 


(Continued from Page 2) 


and severance pay for those who 
are unable to move to the new 
locations. He said such moves in 
the past had resulted in hardships 
for those “least able to bear the 
burden,” the workers. 


William C. Newberg, Chrysler 
Corp. automotive group vice 
president, said the reassignments 
were made possible by the expan- 
sion and modernization of a number 
of key facilities in the corporate 
production structure. 


“This expansion and moderni- 
zation program, requiring the in- 
vestment of many millions of 
dollars, was instituted several 
years ago to achieve on a long- 
range basis highly integrated, 
automated manufacturing and 
assembly at maximum volume,” 
he said. 


As a result of the DeSoto manu- 
facturing move to the Jefferson 
plant, Newberg said, both body and 
car assembly will be established in 
a single manufacturing unit. Ad- 
ministrative headquarters for the 
DeSoto division will remain at the 
Wyoming plant. 


The Trenton plant, which Chrys- 
ler terms the most modern engine 
manufacturing and assembly fa- 
cility in the auto industry, produces 
351 and 361-cubic inch V-8 engines 
for Dodge and DeSoto. The 1,150- 
000-square-foot Trenton plant is a 
one-story brick and steel structure 
enclosing 22 acres under a single 
roof. 

The Mound plant in Northeast 
Detroit, which will continue to build 
all Plymouth V-8 engines, will sup- 
ply certain V-8 engine requirements 
for future Dodge cars and trucks, 
Newberg added. 





Financial Worry 


Shows Increase 


(Continued from Page. 4) 


low the proportion: reporting such 
plans in other recent -years. 

the other hand, there was a sharp 
increase in the frequency of plans 
to buy used cars. 

Plans to purchase new and exist- 
ing houses were less frequent than 
in the. 1955-1957 period, but some- 
what more frequent than in early 
1954. Intentions to make expendi- 
tures on home improvements and 
maintenance were expressed as fre- 
quently as in other recent years. 


Plans to purchase furniture and 
appliances were expressed by over 
a fourth of the consumers, about 
the same as in early 1955 and early 
1956 and only slightly below the 
proportion planning such purchases 
a@ year ago. 





The 





Spectacular achievements are not easy to come by in this busi- 
ness, but Chrysler and Imperial dealers have this one to be 
mighty proud of... 


A 215.65% GAIN 
IN IMPERIAL SALES 


FOR THE CALENDAR YEAR! 


This is a record unprecedented in modern automobile history — 
an accomplishment that is the envy of every dealer group and 
factory in the industry. 


Never before has a fine car emerged so triumphantly and so 
importantly. This is a truly great success story. 


To every dealer who played a part in this exciting new fine car 
sales chapter, we extend our sincere congratulations. 


The percentages are in your favor when you deal with... Cc it RYSLE [2 


Chrysler Division, Chrysler Corporation + Detroit 31, Michigan 
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Capsule Comments 


Overwhelming success of the Cleveland dealers’ auto- 
sales week has prompted other communities to stage similar 
drives this spring. 

Nothing like selling to make sales. 
a = > 


Soaring to the highest level in four years, franchised 
dealers’ inventory of used cars has reached a 49.4 days’ 
supply, an AUTOMOTIVE NEWS survey finds. 

This glut is one reason back of new-car sales lag. 
* * * 

While a recess in business threatens to get out of hand, 
our Federal leaders stall over methods to give the economy 
a shot in the arm. 

All the while we continue to send billions overseas to 
help others. 


. Odds are — a strike in the auto industry this year, 
declares Dr. Charles C. Killingsworth, Michigan State Uni- 
versity’s labor relations center director and a member of the 
UAW-Ford umpire panel. 
Although you can never tell what Walter Reuther will 
do, it’s hard to believe he would further jeopardize his 
workers’ well-being. 


Absolute control over expenses and a daily operating con- 
trol (weekly for smaller dealers) are vital if a dealer 
to make any money in 1958, the Pennsylvania Automotive 
Assn. points out. 

“A dollar increase in expense is equal to a dollar net 
profit,” says the PAA. 
* * * 

A typical car owner’s expense for driving 10,000 miles 

annually will be about $75 higher in 1958 than a year ago, 


the AAA figures. 
Largest single increase will be the car’s depreciation. 
* 


Efforts are being made again in Washington to cut or 
eliminate the Federal excise tax on new cars. 
Relief is long overdue. 


i 
| 
| 


Events 


Dealer Conventions 


March 23-25—North Dakota Automobile 
Dealers, Fargo. 

Apr. 7—Joint Annual Meeting, Motor Car 
Dealers Assn. of Southern California and 
the ,los Angeles Motor Car Dealers 
Assn,, Ambassador Hotel, Los Angeles. 

Apr. 10—-Annual Banquet, Rhode Island 
Auto Dealers Assn., Sheraton-Biltmore 
Hotel, Providence. 

Apr. 10-1!—illinois Automotive Trade 
Assn., Springfield, Ill. 

Apr. 15—Annual Meeting, Brooklyn and 
Long Island Automobile Dealers Assn., 
Garden City Hotel, Garden City, Long 
Island, 

Apr. 18-19—Arizona Auto Dealers Assn., 
San Marcos Hotel, Chandler. 
Apr. 21-22—Nebraska New Car 
Assn., Sheraton-Fontenelle 

Omaha. 

April 27-29—Automobile Dealers Assn. of 

Alabama, Buena Vista Hotel, Biloxi, 


Dealers 
Hotel, 


ss. 

May 45—South Dakota Automobile Deal- 
ers Assn. Alonzo-Ward Hotel, Aberdeen. 

May 5-7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 89— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

May 11-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-13 — lowa Automobile Dealers 
Assn... Ft. Des Moines Hotel, Des Moines. 

May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Hall Hotel, Atlantic City, N. J. 

May 13-14—Massachusetts State Automo- 
bile Dealers Assn., Statler Hotel, Bos- 


ton 

May 17-19—South Carolina Automobile 
Dealers Assn.. Ocean Forest Hotel, 
Myrtle Beach, S. C. 

May 18-20—Texas Automotive 
Assn.. Galvez Hotel, Galveston. 

May 21-22—Missouri Automobile Dealers 
Assn.. Hotel Muehlebach, Kansas City. 
May 28-29—Kansas Motor Car Dealers 
Assn.. Town House Hotel, Kansas City, 
Kans. 

June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach. 

June 3-5—Spring Meeting, New York 
State Automobile Dealers Gros 


Dealers 


Inc., 
singer's, Grossinger, N. Y. 

June 6-7—New Mexico Automobile Deal- 
ers Assn.. Ruidoso. N. M. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 

June 15-17—Tennessee Automotive Assn. 
Noe! Hotel, Nashville. 

Aug. 89—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 

Aug. 13-1S—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-1@—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 57—Maine Automobile 
Assn.. Eastland Hotel, Portland. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel. Colorado Springs. 

Sept. 7-9—Wyorming Automobile Dealers 
Assn. Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minnesota 
Sept. 14-16—Michiqan Automobile Dealers 
Assn.. Pantlind Hotel, Grand Rapids. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel 

Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House Columbus. 

Sept. 21-23--New York State Automobile 
Dealers, Lake Placid Club, Lake Placid. 

Seot. 21-23—New York State Automobile 
Dealers, Inc.. 35th Annual Convention, 
Lake Placid Club. Essex County, N. Y. 

Sept. 30-Oct. 2—New Jersey Automotive 
Trade Assn. Chalfonte-Haddon Hall 
Hotel, Atlantic City. 

Oct. 19-2i—Florida Automobile Dealers 
Assn.. Eden Roc Hotel, Miami Beach. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-I8—Mississiooi Automobile Deal 
ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

* . * 


Auto Shows 


March 26-30—Imported Auto Show, Civic 
Auditorium, Seattle. 

March 26-30—West Texas National Auto 
Show, Municipal Coliseum, Lubbock. 
Apr. 5-13—International Auto Show, New 

York Coliseum, New York. 
Nov. 5-16—Turin Auto Show, Turin, Italy. 
Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 
Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 
* * . 


General 
March 31-April I—N-A-P-A Nationa! Busi- 
ness Conference, Sheraton Park Hotel, 
Washington, D. C. 


20 Years Ago... 


Dealers 


Automotive Cartoon 


Of the Week 


"You salesmen can cheer up now ... ! just ran 
across an alphabetical listing with hundreds of sales 
prospects in it." 


Letterbox 


‘Courage, Not Fear... . 


9 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name 


with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


‘Urge People to Buy 
Obviously the current demoraliz- 
ing unemployment is the result of 
people being afraid to buy. Wars 
were won through courage, not 
fear. Businesses were built through 


| courage, not fear. 


I offer the suggestion that you 


| place a message on the front page| 


of each issue of Automotive News 


(until conditions change for the} 


better) urging people to buy im- 


|mediately the things they desire 
jor have need for and which they 
jean afford on their present 


in- 
comes. 

Tax reductions and Government 
programs may help in time, but 
immediate mass purchasing will 
quickly put men back to work.— 
J. Sw Rice, Rice-Webbink Mercury, 
Inc., Lee’s Summit, Mo. 

Eprror’s Nore: Automotive 
News goes to the auto trade, not 
the masses. 

oa * > 


An Auto Mechanic Gripes 

In the past years there has been 
a lot said about the shortage of 
mechanics, ahd I wonder why some 
one doesn’t come out with the real 
reason and the truth. 

With over 30 years experience 
as a mechanic, having worked on 


The Big Stories 


In 1938, Goodyear Tire & Rubber Co.’s plant in Jackson, Mich., 
employing 2,500 men, announced an experiment in “year-round” work, 
designed to ensure workers of an annual yearly wage. Under the 
plan, the plant remained active throughout the year, storing stock 
produced in the slack season for future sales. 

Michigan’s Gov. Frank Murphy appealed to Henry Ford to take 
leadership in establishing a minimum annual wage for labor through- 
out the United States. Murphy said he believed that if industry did 
not adopt a decent annual wage plan the government must do so. 

Upwards of 175,000 used cars were sold during National Used Car 
Week in 1938. Results of the drive, viewed in dollars and cents, showed 
used cars averaged roughly $275 per unit for an aggregate dollar 
volume of approximately $50 million. 


—From the files of Automotive News. 


| Maytags to Rolls-Royce autos, one- 
cylinder to TD-24 crawler tractors 
and airplanes, I believe I can give 
a few answers. 

Why should a young man go into 
auto mechanics when there are a 
million jobs in the mechanical line 
that don’t require a person to be 
| several kinds of contortionist just 
}to put in a light, radio or clock 
fuse? Or burn his hands and arms 
to replace a spark plug, or cook 
his innards to remove an almost 
impossible distributor? 

I feel that unless a lot of the 
things on an automobile are made 
more accessible, there is going to be 
a lot larger shortage of mechanics 
than there is now. 

I could go on and on, but this 
will probably hit the waste basket 
so why should I waste my time. I 
intend to get out of the automo- 
bile line real soon, anyway. 

You may print any part or all 
of this letter if you wish.—Pa_mer 
C. JouHNson, 1316 Second Ave. 5S. 
Fargo, N. D. 


* > + 


Helping Keokuk 


The writer is a daily reader of 
the Cleveland papers, and, noting 
the stories on the recent Cleveland 
Auto Week, was already sold 
solidly on the idea. 

I was in the office of Robert Sea- 
bold, manager of Jemison Chevro- 
let in Keokuk, discussing the way 
to get started on a “week,” when 
Earl Jemison received the morning 
mail in the next office. 

He came in to Seabold’s office 
and casually put the March 10 
issue of Automotive News in front 
of Bob. Bob said that your page- 
one story on how Cleveland did it 
was quite a coincidence. 

We are going to put this on city- 
wide and would like 15 to 20 copies 
of your March 10 issue so we can 
spread them around to men’s wear, 
ladies wear, insurance offices and 
food markets. To make a long 
story short, to the butcher, the 
baker and candlestick maker aad 
sell everybody on the idea with 
tying up with advertising. — /8V 
| Scumwt, Good Clothes, Keokuk, -4- 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Dim View Expressed on Unitized Body 
HERE are three major disadvantages and no important 
advantages in the unitized body, according to James E. 
Goodman, general manager of the Fisher Body division 
which makes all GM car bodies. He said unitized construc- 





tion: 
much noisier ®— a 
1. Produces a }a shortage of alloy additives for 
car. | steels forced the use of lower alloy 


“We can take out the road 
noises with rubber (between the 
frame and the body) in our con- 
struction,” he said. “In a unitized 
body the noise is telegraphed 
through it. To cut the noise, you 


steels wherever possible,” Davis 
said. “The cold working process 
was developed to improve the 
physical properties of these lower 
alloy steels for manufacturing ar- 
tillery shells.” 





need to use a lot of ‘gunk,’ but this| Extensive development work in| 
makes the car heavier.” 

2. Makes a less rigid car. 

3. Prevents the manufacturer 
from giving a car all the exact- 
ness it needs. He said that with a 
frame and body, the manufac- 
turer can add rubber when 
needed to provide this exactness. 

“Furthermore,” Goodman as- 
serted, “there is no advantage in 
making the car lower. Lowness is 
determined by the propeller shaft. 

“Another thing you've got to 
watch for—you have to build a 
harmonious frequency into the body 
and wheels of a car. You have less 
opportunity to do this in an integral 
body.” 

He added that there was no im-)| 
portant difference in the production 
costs of the two methods. 

> 


* > 


Ford Reports Progress 


In Reducing Costs 


RD MOTOR CO.’S search for 

new applications for its recently- 
improved cold forming techniques 
is naying dividends—as much as 
$40,000 on one item. 

D. J. Davis, Ford's manufactur- 
ing vice-president. said that cold 
forming or extrusion uses tremen- 
dous pressure to shape parts from 
unheated bar steel. This method 
eliminates many time - consuming 
and costly milling operations and 
saves Ford thousands of tons of 
raw material a year. 

Illustrating the value of the 
cold forming process at a recent 
meeting of the Detroit chapter 
of the Society of Automotive En- 
gineers, Davis described how 
Ford now produces piston pins. 

He said that a finished piston pin 
is only three inches long—tubular 
but hollow on both ends—yet a 
quarter-pound of high-quality 
chromium steel (worth 10 cents a 
pound) is saved in cold-forming 
this pin, compared to the old screw 
machine process. 

“This grows to significant pro- 
portions ($40,000) since eight pins| 
per engine. at an annual production | 
of two million engines, means a) 
Saving of 2,000 tons of steel on this 
single part,” Davis pointed out. 

> * > 


Today, there’s a 


FrorD produces a piston pin by 

first cutting a half-pound “slug” 
of bar steel to a tolerance of half 
& gram—the weight of a paper clip. 
This accuracy is necessary since an| 


familiar to farmers as the rooster’s crow . . . 
even more dependable. It’s the voice of WJR and 
it attracts farmers of the Great Lakes area with a 
regularity that rivals the seasons. 


Farmers follow WJR faithfully and in great 


this country by Ford and other 
manufacturers has improved and 
added to the early German extru- 
sion techniques. 

* * * 


10-12 Pct. Dip Seen 
In Tool and Die Work 


S. TOOL and die business will 

*® probably be down 10 to 12 per- 

cent this year compared to 1957, 

Philip Marsilius, president of the 

National Tool & Die Manufacturers 
Assn., told Automotive News. 


Marsilius, who 
is president of 
Producto Corp. 
which has plants 
in Bridgeport, 
Conn., and Oak 
Park, Mich., said 
this would still 
mean an upturn 
in business from 
the low point in 
late ’57. 

“The automo- 
motive tool and 
die shops should have a steeper 
upturn than the rest of the indus- 
try because of the steeper down- 
turn at the automotive shops,” 
he said. 


He speculated that the Govern- | 





Philip Marsilius 


SE 


A more loyal farm following is hard to find 


sound hereabouts that’s as 
and 


overweight slug could damage the| numbers because what they hear helps them. 


forming dies that enclose the slug. 

Next, the slug is coated with 
Phosphate and metallic soap lubri- 
cants which reduce friction during 
forming. The slug is then fed into a 
double-ended press which extrudes | 
both ends of the pin simultaneously 
with pressures of 120 tons PSI. Ford | 
has produced more than 20 million! 
Pins in this way. 

Davis said cold forming had | 
these major advantages over con- 
ventional methods: 

1. Savings in material. 

2. Lower facilities investment 
costs because fewer machines are 
needed and the reduced machining 
also cuts cutting tool costs. 

3. Better quality because the 
grain flow of metal and strength 
characteristics are improved. Also, 
the close dimensions eliminate tool 
marks and produce a smoother 
finish. 

“The basic process began in Ger- 
many during World War II, when 


“The Voice of Agriculture” and “‘ Farm Roundup” 
are the backbone of our farm program schedule. 
And on Sunday mornings there are ‘“‘ Weekly Farm 
Review” and “‘ Farm Forum.” 


Often, WJR goes right to the point of interest and 
broadcasts via the WJR mobile studio. From 


WJ 


CBS 


11 


ment will soon take steps to boost 

the economy, which should bring 

an upturn in tooling in late '58 and 

will probably be followed by a 

national upturn in manufacturing. 
od * * 


[ean he thought the 
economy reached its low point 
in the last half of January, Mar- 
silius said he also expected the ap- 
liance tooling business to pick up 
some time this year because there 
was so little of this business last 
year. 

“The missile program will also 
require quite a bit of tooling, es- | 
pecially for the electronics ele- | 
ments and the instrumentation,” | 
he said, 


“Up to now this has not been . Pa 


felt. They’ve only been mak ing) Aluminum ‘Mirror'— 
small runs of particular missiles. | 
When production really starts, more| This pretty face, framed in an auvtomo- 
tooling will be needed. However, a| bile headlight bezel, is reflected in high- 
missile doesn’t require the tooling | !vster aluminum sheet alloy, developed by 
that an airplane does. But there! Aluminum Co. of America, Pittsburgh. 
will be a variety of missiles.” | When polished, brightened an anodized, 
Marsilius, whose association has| the sheet offers a mirror-like appearance. 
1,100 members in all parts of the! Alcoa predicts its new product, called 
country, said there always arise a/| alloy X5457, will be useful in automotive 
lot of rumors about tool business! and appliance applications where high 
going overseas — especially when| brightness is desired. 
things are down—but he doesn’t |~ - ; 
believe it’s a significant portion of 
the total business. 





For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 


farms, fairs and conventions—and each week from 
Michigan State University—come information, 
interviews and news as only WJR can present 
them. In broadcasts like these and in our regular 
farm shows, coverage is so complete and essential 
to farming that more farm folks prefer WJR for 
farm programs than all the other radio stations in 
WJR’s signal area. That’s a fact, according to 
Alfred Politz Research, Inc., but only one of 
many that prove the degree of WJR’s dominance 
in this, the fifth richest market in the U.S. 


Want all the facts? Have your ad manager con- 
tact his nearest Henry I. Christal representative. 


Fi Detroit 


50,000 Watts 
RADIO PROGRAMS WITH ADULT APPEAL 


More farm folks prefer WJR for 
farm programs than all the other 
radio stations in WJR’s signal area. 
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Thursday is 
“special delivery day 


for you 


Thursday’s the day the mailman delivers 
TIME—to your most promising new-car 
sales prospects. People with an above- 
average interest in cars, above-average 
ability to buy. 


Each week TIME is welcomed into more 
than 2,250,000 car-conscious homes. 
Through TIME, manufacturers lead read- 
ers from living room to showroom. No 
wonder you’re glad to see them! 


TIME families: 


own more cars than their non-TIME- 
reading neighbors. The proportion of 
TIME families owning two or more 
cars is three times that of the U.S. 


buy their cars new, too. Three out of 
four cars owned by TIME readers were 
bought new. 

drive their cars farther, equip them 
more fully, trade them faster! 


“Special delivery” day comes 52 times a 
year... bringing special selling opportuni- 
ties to you right in your home town! 





Follow the mailman... he delivers sales with TIME 
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FIRST. 


IM TOTAL DAILY CIRCULATION 0 of 1. Sonneborn Bons, Inc, 
New leader among Houston newspapers is The Houston Post. Total — retired after 47 years of serv- 
daily circulation of The Houston Post is now largest of any Texas daily, : 

morning or evening: 213,198.* The best newspaper buy in the South’s 

Number One market is The Houston Post—first in total daily circulation. 


*As filed with A.B.C. for six months ending September 30, 1957, subject to ovdit. 





* * * 


Wood Conversion Sets Up 
Auto Unit, Whelan Is Chief 


Wood Conversion Co. has estab- 
lished a special automotive division. 
Paul C. Whelan, Detroit industrial 
district manager 
for the last two 
years, has been 
appointed to the 
newly created po- 
sition of automo- 
tive manager. 

The division 
will enable Wood 
to provide better 
service through 
closer contact 
with automotive 
customers. In ad- 
dition to directing the activities of 
automotive salesmen, Whelan will 
recommend and initiate programs 
to develop new products or adapt 
present products to meet changing 
auto requirements. 

* * = 


Wendling Boosted by IH 


Appointment of F. J. Wendling 
as supervisor of International 
truck parts and service sales for 
the east-central region has been 
announced. He formerly was as- 
sistant manager of the Philadelphia 
ee district. 








P. ©. Whelan 
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4 ‘Masten and ble soak Pre nd oe * * * 
oT HE "Ti ere dete ae ‘o<t | Universal CIT Appoints 
nave a“ Mosley to Detroit Post 
ou STON | ST Lee R. Mosley, vice-president of 
HO MATIONAL uF ee | Universal CIT Credit Corp., has 


been promoted to executive duties 





DEALERS! MAKE MORE MONEY! 


NFL aw Peta a0) aa Cy: eT 4h 
FASTEST-COOLING, FASTEST-SELLING REFRIGERATED AUTOMOBILE 
AIR CONDITIONING — HERE TO STAY! 


AL AuTS Ale CONDITIONER 7pm 
ie A 
NEW 


be Ahead 
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COOLS STATION WAGONS & CONVERTIBLES, TOO 





EVERYONE CAN AFFORD! PRICED RIGHT FOR VOLUME SALES. 
MEETS ALL COMPETITION! 


EASY, FOOLPROOF INSTALLATION BY AVERAGE MECHANIC IN 
LESS THAN 4 HOURS. FACTORY TRAINING PROGRAM. 


FITS ALL POPULAR MAKES, MODELS. MORE FRIGIKINGS IN USE 
THAN ANY OTHER INDEPENDENT BRAND. 


e FACTORY FURNISHES GOOD SALES AIDS. 
Write 7oday Weu 


BACK-PACKAGE-TRAY UNIT 
ALSO AVAILABLE 


FOR LITERATURE 
PRICES, SPECIFICATIONS 
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PIONEERS SINCE 1949 


FRIGIKAR CORPORATION 


1602 COCHRAN « DALLAS, TEXAS 
Riverside 1-1661 
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| Prior to joining 








Auto Personnel 





with the automobile finance com- 
pany’s factory relations department 
in Detroit. 

Mosley was succeeded as head of 
Universal CIT’s Abilene (Tex.) divi- 
sion by George E. Johnson, former 
sales director in the firm’s Okla- 
homa City division. Mosley joined 
Universal CIT in 1937. He was pro- 
moted to assistant vice-president 
and head of the Abilene division in | 
1953 and to vice-president in 1956. | 

i +. * i 


Chrysler Ups Blakeslee 


In Defense Operations 


William S. Blakeslee has been ap- | 
pointed general 
manager - defense 
operations divi- 
sion, Chrysler 
Corp., Detroit. 

Blakeslee has 
been government 
relations director 
for the defense 
operations divi- 
sion since 1954. 





4 


W. 8S. Blakeslee 


| manager for Gar Wood Industries, 
Detroit. 


Chrysler he was 
general sales 


+ * * 


Firestone Names DiFederico 


Sales Vice-President 

Mario DiFederico has been ap- 
pointed sales vice-president of 
Firestone Steel 
Products Co, 
Akron. He is suc- 
ceeded as Akron 
factory manager 
by Robert J. Loe- 
ven, former plant 
superintendent. 

DiFederico 
joined Firestone 
in 1947, in the 
engineering de- 
partment. He was 
made head of 
the manufacturing engineering de- 
partment in 1951 and became Akron 


factory manager in 1954. 
> > . 


Dann Named by AAA 


As Business Manager 


The American Automobile Assn. 
has created the new position of 
business manager. 

Named to the post is Richard R. 
Dann, who has been manager of! 
the AAA’s club promotion depart- 


M. DiFederico 


|ment since 1951. Succeeding Dann 





as club promotion manager is 
John Allerton. 
> 


* > | 


Witt Moves Up 


Election of James A. Witt as! 


| Secretary of Robertshaw-Fulton 
| controls Co. 


is announced. Witt 
formerly was assistant secretary 
and succeeds Walter H. Steffler, 
who retired as secretary and direc- 


| tor after 18 years with the controls 


manufacturer. 


> + + 


Fruehauf Shifts Bower 


Fred Bower has been named) 
Charlotte (N. C.) branch manager | 
of Fruehauf Trailer Co. He has| 
been with the company in various 
sales capacities since 1947, most 
recently as manager of the South- 


eastern division. 


* > 


Yale Elevates Van Duyne 
Philip R. Van Duyne jr., sales 
manager of the New York sales 
and service branch of Yale ma- 
terials handling division, Yale & 
Towne Mfg. Co., for the last four 
years, has been promoted to 
branch manager. Van Duyne suc- 
ceeds Joseph J. Murray, who has 
been named a national accounts 
sales manager. 
* * * 


AMC Appoints Gale 


Harry Gale has been named 
service representative in Northern 
Minnesota and Eastern North 
Dakota for American Motors Corp. 
He will headquarter in Minneapolis. 

* * * 


Rockwell Appoints Two 


To Export Sales Posts 


Rockwell Mfg. Co. has named 
two sales officials to newly created 
posts in its expanding International 
division. They are Nelson E. Daven- 
port and Walter G. George. 


—., 


Meter and Valve division, was ap. 
pointed export sales manager fo, 
meter and valve products. George 
who was assistant export manager 
for Delta power tools, was named 
export sales manager for } ower 
tools and municipal products 
a + + 
Leising New Manager 


Of Firestone Service 

Robert F. Leising has been 
named to succeed retiring FE. C, 
Labbe as manager of the Fire. 
stone service department. 

Leising began his career with 
Firestone in Milwaukee in 1946, 
He was transferred to the service 
department in the home office in 
1952. Appointment to assistant 
manager ome in August, 1957. 


| Stickel hiatinis White 


'To Join Pa. Trucker 


H. Richard Stickel has resigned 
as assistant to the president of 
White Motor Co., to join Tose, Inc, 
Bridgeport, Pa., as executive vice- 


| president. Tose is a trucking oper- 
|ator in the Middle Atlantic 


area, 
Associated with White since 1945, 
Stickel has ICC and ODT experi- 


ence. 
* * 


= 
David Reynolds Named 
Executive Vice-President 
David P. Reynolds, sales vice- 
president of Reynolds Metals Co., 
has been elected an executive 
vice-president of the firm. 
Reynolds, 42, joined Reynolds 
Metals in 1937, and sold the first 
aluminum foil labels to the brew- 
ing industry. 
> > 
Roosa Named Executive V-P 


At Parker Rust Proof 


Max B. Roosa, formerly sales 
vice-president, has been elected 
executive vice-president of Parker 
Rust Proof Co., Detroit. 

Roosa joined Parker in 1936 as a 
research chemist. He was named 
sales manager in 1951 and sales 


vice-president in 1952. 
+ > > 


> 


Landers Corp. Appoints 


Quinn and Martin 
George H. Quinn and Russell J. 
Martin jr. received new appoint- 
ments in Detroit automotive sales 
by Landers Corp., Toledo, Ohio. 
Quinn has been named automo- 


G. H. Quinn 





will 


Martin 
report to Quinn and be responsible 
for the company’s interests at Ford 
Motor Co. and all of its divisions. 
Both Quinn and Martin have been 
associated with Landers automotive 

| Sales for a number of years. 


tive sales manager. 








Billboard Message— 


J. Robert Wilson, president, Akron 
Trucking Assn., and vice-president, Rood- 
way Express, shows the March billboard 
message of General Tire & Rubber Co. 'o 
Boyd Andre, driver for Roadway. This is 
the fourth straight year that General hos 


Davenport, formerly assistant to| launched a month-long billboard com- 
the sales vice-president of the} paign in support of the trucking industry. 
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to win, you need 


= 


eetyOig. 


(so use EVERY ANGLE and win 


Most “lucky” salesmen don’t leave much 
to luck. 


They find just the right angles to soften up 
each prospect—and play ’em all the way to 
the pay-off. 

Of course, the only way to find the right 
angles is to try them all, each time—the 
newest—the most glamorous—and the basic 
comfort features, more timely now than 
ever. 


You’re always on safe ground with AIRFOAM 


l yoam _—§ 


THE WORLD'S FINEST, MOST MODERN CUSHIONING 


—greatest selling word in cushioning. It 
suggests everything that’s finest to most 
everyone you meet—and it takes AIRFOAM 
to complete the picture of a truly modern 
car. 

So—no matter how many angles you play— 
don’t miss the one that turns into the home- 
stretch. It’s AIRFOAM—so many times the 
winner that only “unlucky” salesmen take 
it for granted! Goodyear, Engineered 
Products Dept., Akron 16, Ohio. 





MADE ONLY BY 
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Extra 
Trade-in 
Bonus 
For Dealers! 


In addition to helping you sell cars now, 
AIRFOAM will increase your profits come 
trade-in time. How? By retaining its shape 
and protecting upholstery so cars come back 
to you in more salable condition. What bet- 
ter way to assure more resales—AT BETTER 
PRICES—than by selling AirFOAM now? 





Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


GOOoDSYEAR 
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What's New... 


In Parts and Accessory Distribution 





Carter Distributor— 


R. A. Harp, right, 
Equipment & Service Co., 


Auto 
Philadelphia, 
announced his company’s selection as the 


president, 


distributor in eastern Pennsylvania, 
southern New Jersey and Delaware for 
the products of Carter Division, American 
Car and Foundry industries. From left 
are R. W. Bischof, Carter Eastern service 
manager, and William J. Burns, Carter 
Eastern sales manager. 





Armco ALUMINIZED STEEL doubles average muffler life 





Strouse Purchases Rights 


To Produce Chrome Polish 


SANDUSKY, O.—W. A. Strouse 
Co. has purchased manufacturing 
and distributing rights to Lix-Rust, 
automotive chrome polish, metal 
polish and rust remover, from 
Merit Mfg. Co., Inc. 

Strouse plans to move the manu- 
facturing facilities from Akron to 
Sandusky as soon as personnel can 
be trained. The operation will be 


known as the Lix-Rust division. 
* * * 


Auto-Lite School Trains 


Instructors in Philadelphia 

PHILADELPHIA. — The Auto- 
Lite Technical Training Instruc- 
tors’ School has graduated its first 
class in Philadelphia. 


The five-day program was con-| 
ducted by H. M. Riddle, a service- 


training supervisor from Electric 
Auto-Lite Co., Toledo, and Albert 
P. Costella, service and instruction 
vice-president of Auto Equipment 
& Service Co., Inc., Philadelphia. 

| * * + 

| Oklahoma Tire to Construct 


| Little Rock Warehouse 
| LITTLE ROCK, Ark.—Oklahoma 





|Tire & Supply Co. will build a} 


warehouse here to serve 66 com- 
| pany outlets and associate stores 
|}in Arkansas. 

The warehouse will be built on a 
4%-acre site and will enclose 81,000 
| square feet. Stores in Arkansas are 
now served by a warehouse in 
Tulsa. 

> 

Parts Store to Be Opened 

SPARTA, Ga. — An auto-parts 
store will be opened on Broad St. 








... Offers answer to muffler burn out 





When car owners have to replace all or part of a 
dual exhaust system, they become more con- 
scious of muffler life than ever before. That’s 
why you gain such a big sales advantage when 
you can offer replacement mufflers with parts 


made of ALUMINIZED STEEL. 


They’re as easy to install as ordinary mufflers. 
They’re made the same. The difference is the 
steel used. But what a difference! 


ARMCO STEEL 


ARMCO STEEL CORPORATION, 1768 CURTIS STREET, MIDDLETOWN, OHIO 


After 18 months’ service, the 
ordinary carbon steel muffler 
at left had to be replaced. Its 
shell was riddled by heat and 
corrosion. On the right, after 
55 months’ service, is a muf- 
fler made of Armco ALuMiNizED 
Stee. Its shell is unbroken. 


parts made 


Next time 





Actual road tests show that mufflers with 


of this special aluminum- 


coated steel last much longer—average at 
least twice the life of ordinary carbon 
steel mufflers. 


you order mufflers, be sure 


to ask for those with parts made of Armco 
ALUMINIZED STEEL. They will help you build 


a reputation for top-grade muffler service. 





SHEFFIELD DIVISION + ARMCO DRAINAGE & METAL PRODUCTS, INC. * THE ARMCO INTERNATIONAL CORPORATION 


| Knoxville, 


|by R. D. Clement. He said he will 
carry parts for all makes. 


Membership Hits 
|Peak as NSPA 
Admits 55 Firms 


CHICAGO, — National Standard 
| Parts Assn has elected for member- 
| ship 55 companies representing the 
manufacturing, wholesaling, ware- 
| house distributing and parts re- 
|building segments of the 
automotive-service industry. 


The additions bring the member- 
| ship to an all-time high, NSPA said. 
|The new members are: 

Pacific Region: Anaya Brothers, 
Calexico, Calif.; Berkley Automo- 
tive Center, Berkley, Calif.; City 
Parts Co., Portland, Ore.; C. 
Encell Auto Parts Service, Inc., 
Los Angeles; Kramer Auto Supply 
Co., Eureka, Calif.; Modern Tools 





& Equipment Co. Santa Rosa, 
Calif. 
Salinas Motor Parts, Salinas, | 


Calif.; Satterlee Auto Electric, Bell- 
ingham, Wash.; Simplex Auto| 
Parts Co., Portland, Ore.; Tri-City 
Auto Supply, Rodeo, Calif.; Wilke 
Machine & Auto Parts, Inc., Braw- 
ley, Calif. 

Mountain Region: Fish Brake 
& Clutch Supply, Grand Junction, | 
Colo.; Motor Equipment Co., Albu- 
querque, 
Co., Greeley, Colo.; Smitty’s Auto) 
Supply Co., Phoenix, Ariz.; Western 
Spring Service Co., Inc., Denver. 


West South Central Region: 
Knigge Automotive Supply, 
Houston. 

West North Central Region: 
Car Parts, Inc., St. Louis; Kansas 
Rebabbitting Co. Inc., Wichita, 
Kans.; Leader Automotive Supply | 
Co., Inc., St. Louis; Stigge Machine | 
& Supply Co., West Point, Neb. | 

East South Central Region: 
Central Automotive Supply Co., 
Tenn.; Motor Supply 
Co., Ine., Monroe, La.; Service 
Parts Co., Inc., Minden, La.; Parts | 
Service Co., Montgomery, Ala. 

East North Central Region:)| 
A & M Supply Co., Decatur, IL; 
Automotive Exchange Parts Serv- 
ice, Chicago; General Parts & 
Service, Inc., Lansing; Kewanee 
Auto Supply, Kewanee, Ill; Lang-| 
ton Auto Supply Co., Peoria, Ill. 

New England Region: Krohne| 
Automotive Service, Greenfield, 
Mass.; Motor Service & Supply Co., 
Nashua, N. H.; Parmenter Auto 
Parts Co., Inc., Springfield, Mass.; 
Plumb Auto Supply Co., Northamp- 
ton, Mass.; R & R Automotive 
Supply, Warwick, R. L; Tarbell-| 
Watters Co., Springfield, Mass. 

Middle Atlantic Region: Academy 
Auto Parts Co., Yonkers, N. Y.; 
Automotive Machine Co., Elizabeth, 
N. J.; Five Acres Truck Supply, 
Albany; Unit Brake & Clutch, Inc., 
New York City; Unit Parts Corp., 
Buffalo. 

South Atlantic Region: Arthur 
Auto Parts Co., Lynchburg, Va.; 
Brake Service Co., Inc., Winston 
Salem, N. C.; Dixie Diggs Auto 
Parts, Inc.. Hampton, Va.; Service 
Station Supply Co., Atlanta. 

Manufacturers: Air Lift Co., Lan- 
sing; Hoof Products Co., Chicago; 
Hunter Engineering Co., St. Louis; 
| Schatz Mfg. Co., Poughkeepsie, 
N. Y.; Triple Seal Corp., Miami. 

Warehouse Distributors: Harvey 
Sales & Service Co., Boston; Parts 
Warehouse Co., Augusta, Ga.; 
United Warehouse, Inc., Jackson- 
ville, Fila. 

Parts Rebuilders: Generator Sup- 
ply Co., Salt Lake City; Parts Re- 
builders Co., Inc., Detroit. 





Burkhart Named to Head 
Dealer Group in Florida 


CLEARWATER, Fla.— Richard 
H. Burkhart, Clearwater Nash, Inc., 
has been elected president of the 
Clearwater Automobile Dealers 
Assn. Other new officers are: 

H. H. Carlisle, Carlisle-Porter 
Motor Co. (Lincoln-Mercury), vice- 
president and Roger Kenyon, 
Thayer Motor Co., Inc. (Dodge- 
Plymouth), secretary-treasurer. 





N. M.; Parr Auto Parts|=— 
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FREE TELETYPE RESERVATIONS 
FOR ALL ALBERT PICK HOTELS 
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OF NEW CAR DEALERS 


We will address your envelopes or post cards 
and return them to you within five days. 


FOR ONLY 1* PER NAME 


Complete State Lists or by Car Make 
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Our gas or electric powered Junior autos 
ore authentically scaled down, real cars. 
Smart as their ‘58 big brothers. Sensa- 
tional for dealer publicity and big car 
sales. Wire or write for complete detai's. 
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Now in its 73rd year, The Progressive Farmer—the South’s 
favorite magazine—is young, healthy, vigorous, and growing fast! 


For example, during the last 10 years, The Progressive Farmer... 
... increased circulation from 1,036,690 to 1,383,000 
... increased advertising linage from 545,155 to 712,125 
... increased advertising revenue from $2,887,594 to $6,925,510 


There are many sound reasons for this dynamic progress. The 


great post-war upsurge of the rural South found The Progressive 
Farmer strongly established in this 16-state market. 


Advertisers, seeking media to tap the new prosperity of the 
South, quickly discovered The Progressive Farmer far out in 
front of all others in readership, preference and influence. 


Building strength in the South since 1885, The Progressive 
Farmer now serves its 5,500,000 readers with the quality of a big 
magazine and the “neighborly touch” of five separate localized 
editions. 


The result is a reader loyalty unique in the magazine field. The 
result for advertisers is dominant influence in a huge, fast- 
growing market. You cannot adequately cultivate the rural South 
without The Progressive Farmer. 


The Progressive Farmer 


5,500,000 readers in the 16 Southern states 


Advertising Offices: BIRMINGHAM e RALEIGH e¢ MEMPHIS e DALLAS 
NEW YORK e CHICAGO e- LOS ANGELES e SAN FRANCISCO 
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5 Recession Pointers . . . 


AUTOMOTIVE NEWS, MARCH 24, 1958 


Prepare for Upswing. 
C of C Tells Business 


By Kenneth C. Kelley Jr. 
Staff Writer 
—— timely advice on how to 
use the recession as a time to 
prepare for the next upswing is 
offered in the March issue of Na- 
tion’s Business, the magazine of the 
U. S. Chamber of Commerce. 
The advice would 
News soften and shorten 
of the recession, if it is 
followed by the ma- 
jority of the business 
community. Five 
pointers on recession planning were | 
offered. 

1. While some inventory cutting 
may be called for during a reces- 
sion, inventories should be main-| 
tained “which will be adequate for | 
an upturn. Failure to remember 


Finance 





this cost companies untold profits 
in 1949 and 1954.” 
The magazine recalled how steel 





NOW ! 
into action 

as local 
headquarters 


Or... 


(me el et 








CHEVROLET ¢ PO 


inventories were reduced below rea- 
sonable levels in the 1953-54 reces- 
sion. When the recovery set in, 
everybody ordered steel at once. 
Steel mills were overtaxed, deliv- 
eries were delayed and prices went 
up. 

While sharp inventory cuts can 
increase a company’s cash and 
reduce its short-term obligations 
for a time, the result may well be 
lost sales and lost profits over the 
long haul. 

2. A recession may give a com- 
pany opportunities for improving 


Ames Joins Clark Board 


John D. Ames, partner in Bacon, 
Whipple & Co., Chicago investment 
firm, has been elected to the board 
| of Clark Equipment Co. He fills the 
vacancy created by the death of 
Maurice Bent. 











its capital structure. Interest rates 
decline during recessions. In some 
cases, old debts can be refinanced 
at lower interest rates. 

In other cases, a recession can 
give a company a chance to get a 
loan it has been considering at 
lower rates. 

: + + 
Bargains in Machinery 


3 SINCE prices of machinery and 
“* other business equipment tend 
to rise and fall more and faster 
than prices generally, a recession 
offers a chance to get machinery 
and equipment at good prices. 

In places where new equipment 
increases output, the money spent 
in a recession proves a doubly wise 
investment during the next up- 
swing. 

4. While reducing the work 
force cuts expenses in times of 
recession, finding and training 
replacements during the next up- 
turn is expensive. Many business- 
men found, during the pre- 
Korean War recession, that the 
cost of rebuilding a staff is higher 
than retaining a temporarily un- 
deremployed staff during a reces- 
sion, 

In addition, the best time to find 
good personnel is not during a 

boom when jobs are plentiful. In- 








Hoppes 


“Isn’t it crazy? You’re selling 
"em this week so you report 
business is good! I’m not selling 
"em this week so I report busi- 
ness is bad!” 





telligent hiring during a recession 
puts a company in a position to 


profit from the next upswing. 


5. The business dip also offers a 
chance for companies to improve 
relations with customers. With the 


bulk of the population still working 
full time, it follows that the com. 
panies which “court” their custom. 
ers are going to make sales now 
and have repeat business built up 
for the future. 

Although Nation’s Business did 
not mention it, it seems that main. 
taining adequate inventories and 
staffs ties in with building good 
customer relations. 

~ * * 


2 Ways to Lose Clients 


B pewcn customer who has been lis. 
tening to the businessmen talk 
about falling sales will hardly be 
favorably impressed when he finds 
that some common article which 
he tries to buy is out of stock. 


He will be even more upset when 
he attempts to make a purchase 
and finds that the firm has not 
maintained the proper staff to give 
him adequate service. 

While following these five 
pointers will put a business in a 
good position to take advantage 
of the next upswing, they also 
will bring that upswing nearer. 
Keeping inventories up to reason- 
able levels, increased borrowing, 
purchases of capital equipment by 
business, minimizing unemployment 
and pushing current sales are five 
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ANY LICENSED DRIVER IS ELIGIBLE! General Motors is conduct- 
ing a $100,000 AIM TO LIVE Contest during March and April to create 
greater interest in night-driving safety and to stimulate action on the 
part of motorists to have their headlights checked and properly aimed. 
This is a wonderful opportunity for you. Most of your regular customers 
will want to enter. And there'll be plenty of new customers, too! For 
any licensed driver is eligible to win one of 116 valuable prizes including 
16 new 1958 General Motors cars and 100 beautiful Frigidaire appliances. 
And they can only enter at an AIM TO LIVE Headquarters. 


HEAVY NATIONAL PROMOTION BUILDS TRAFFIC FOR YOU! 
This contest is being promoted in a nation-wide magazine, television 
and publicity program, inviting motorists to stop at your AIM TO 
LIVE Headquarters for an official entry blank. And when motorists 
drive into your AIM TO LIVE Headquarters, you have an excellent 
opportunity to check their headlights for replacement and proper aiming. 


GET FREE PROMOTION MATERIAL WORKING FOR YOU! 
This colorful display material gives you a strong tie-in with national 
advertising and clearly identifies you as an AIM TO LIVE Headquarters. 
In addition, it’s a constant reminder to your customers to have their 
headlights properly aimed at least twice a year. 


HAVE YOUR AIMERS AND AIMING STATIONS READY! 
Get set to handle all the business coming your way through the AIM TO 
LIVE program. Have your aimers and stations ready with qualified men 
to do the aiming. If you have not been contacted directly about AIM 
TO LIVE, call your authorized General Motors dealer or AC Guide 
Lamp Supplier for full details right now! Contest closes April 30th. 


Limited to continental U.S.A. 
Contest subject to federal, state and local regulations. 


1908—1958 


FORWARD FROM FIFTY 
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| blows which could kill a recession, 
* * * 


Oil Reserves Dwindle 


HE U. S. lost ground in its 
* search for oil in 1957 but gained 
in the hunt for natural gas, the 
American Petroleum Institute and 
American Gas Assn. reported. 
| Proved crude oil reserves at the 
end of the year were estimated at 
30.3 billion barrels, down 134 million 
barrels from the 1956 total. Produc- 
tion of crude oil in 1957 was 2.6 bil- 
lion barrels, an increase of 7 million 
barrels. 

The proved reserves of natural 
gas were estimated at 246.6 trillion 
cubic feet at the end of 1957, a gain 
of 8.8 trillion cubic feet during the 
year. Natural gas used during the 
year amounted to 11.5 trillion cubic 
feet, a gain of 594 billion cubic feet. 

For natural gas liquids, proved 
reserves amounted to 5.7 billion 
| barrels, down 214 million barrels. 
| Production was 352 million barrels 
last year, a gain of 6 million bar- 
rels. 





> > = 


American Metal Products 


Reports Record Sales, Profits 


Record sales and profits for 1957 
have been reported by American 
Metal Products Co., Detroit. 

Douglas F. Roby, president, said 
sales last year totalled $72,514,964, 
compared with $65,153,193 in 1956. 
Earnings amounted to $10,361,436, 
compared with $8,349,063 the pre- 
vious year, he added. 

* * = 


| First Dividend in 32 Years 
Planned by Graham-Paige 


Graham-Paige Corp. former auto 
manufacturer, has announced plans 
for its first dividend to stockholders 
in 32 years. 

An investment company since 
1949, Graham-Paige said the divi- 
dend will be in the form of common 
stock in a new firm, Royal Ameri- 
can Corp. 

* - > 
National Cash Register 
Rings Up Record °57 Sales 


Sales reached a new high of 
$382,512,000 in 1957, an increase of 
12 percent over 1956, Stanley C. 
Allyn, chairman of National Cash 
Register Co., reported. 

He said net income for 1957 was 
$18,190,000, compared with $18,420,- 
000 for 1956, a decline of 1 percent. 
It was the third succcessive year 
in which NCR sales established @ 
new record, Allyn added. 


* * * 


General Contract 


General Contract Corp., St. Louis, 
1957 vs. 1956: Loans and discounts 
outstanding, $189 million and $130 
million; operating earnings, $2,92%,- 
000 and $2,872,000. 


* o* * 


Lee Rubber Sales, Profit 


Decline in First Quarter 

Lee Rubber & Tire Corp. has 
reported lower sales and earnings 
in the first quarter of 1958. 

Net sales were put at $9,935,019 
in the first quarter of this yea’, 
compared with $10,612,968 in the 
like period of 1957. Profit after 
taxes was estimated at $279,382, 
down from the $336,417 earned i 
the first quarter of 1957. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


AST month, a higher court 

4 rendered an important decision 
to the effect that all property own- 
ers have a legal right to make 
curb cuts for driveways leading 
from a street. This is so nothwith- 
standing the fact that such a 
driveway violates 
a city ordinance. 

For illustration, 
in City of San 
Antonio v. Pi- 
geonhold Parking 
of Texas, 300 S. 
W. (2d) 328, the 
testimony showed 
facts, as follows: 
A city enacted an 
ordinance which 
provided that 
property owners 
must obtain a permit to repair a 
sidewalk. An automobile dealer ap- 
plied for a permit to make a curb 
cut and construct a driveway for 
ingress and egress of motor ve- 
hicles. 

The city authorities refused to 
issue the permit and the automo- 
bile dealer appealed to the higher 
court which held that the city 
authorities must issue the permit, | 
and said: 

“This ordinance was void and | 
of no effect, because it undertook 
to deprive abutting property own- 
ers along the streets of a valu- 
able property right. The city may 
pass ordinances for the pur- 
pose of regulating the cutting of | 
sidewalks and building driveways 
across the same, but it may not 
arbitrarily deny to abutting prop- 
erty owners such right. 

“If such right is prohibited en- 
tirely it amounts to the taking of 
property, and that can only be done 
by due process of law and the pay- 
ment of just compensation.” 

For comparison, see Adams v. 
Grapotte, 69 S. W. (2d) 460. This 
court had this to say: 

“Access to a public highway is 
an incident to the ownership of 
land abutting thereon. That right 
cannot be taken for public purposes 
or destroyed without adequate com- 
pensation being made therefor.” 

With respect to the right of 
pedestrians to use sidewalks, the 
court, in Newman, 153 N. E. 325 
said: 

“It is true that sidewalks are 
built primarily for pedestrians, and 
not for vehicular traffic, but it does 
not follow that vehicles have not 
the same right to pass over them 
as a means of access to places of 
business abutting thereon that 
pedestrians have to walk longitudi- 
nally upon them.” 


> * * 


Manufacturer Not Liable 
A. ALLISON, of Rochester, 
°*N. Y., asked this interesting 
question: “Is an automobile manu- 
facturer liable for his refusal to 
approve the sale of his dealer’s 
business ?” 

According to a late higher-court,| 
decision, a franchised automobile | 
dealer cannot ordinarily compel the | 
automobile manufacturer to ap- 
prove a sale of the former’s busi- 
Ness and assignment of his fran- 
chise. 

For instance, in Rennie & Laugh- 
lin, Inc., v. Chrysler Corp., 242 Fed. | 
Rep. (2d) 208, it was shown that 
an automobile dealer was an au- 


L, T. Parker 





Five-Seat BMW ‘600° 


Displayed in New York 


NEW YORK. — The BMW 
(Isetta) 600 has gone on display 
at the showroom of the U. S. 
distributor, Fadex Commercial 
Corp. The company said deliv- 
eries of the five-seat model will 
begin in the spring. 

The car, made by Bavarian 
Motor Works, Munich, Germany, 
has a door on the right side 
which opens to the rear seats. 
Like its sister model, the BMW 
Isetta 300, it has a swing-away 
front door and movable steering 
column, 








thorized and direct dealer for De- 
Soto and Plymouth motor vehicles. 

This dealer, following economic 
setbacks and a heart attack, de- 
sired to sell his business and pro- 
cured a desirable buyer. The 
manufacturer refused to approve 
the sale, and the dealer filed suit. 

In subsequent litigation the 
higher court held that the dealer’s 
complaint against the manufac- 
turer for damages for its failure to 
give its written consent to the 
dealer’s assignment of its dealer- 
ship to certain buyers failed to 
state a valid cause of action. 

> * > 


Must Pay Excise Taxes 


A: month, a higher court held 
that a company that fabricates 
automobile seat covers, which it 
installs in automobiles, must pay a 
manufacturer’s excise tax. 

For illustration, in Hirasuna v. 
Internal Revenue, 245 Fed. (2d) 


98, a man, named Hirasuna, op- 
erated the Mike’s Auto Top and 
Upholstery Shop. His business 
consisted of the making and in- 
stalling of automobile seat covers 
for used-car dealers, 

The higher court held that 
custom-made automobile seat 
covers are “parts or accessories.” 
On the other hand, this court held 
that Hirasuna was a manufacturer 
of the seat covers. Hence he must 


pay a manufacturer’s excise tax. 
* + + 


Uninsured Auto Law 


Challenged in Maryland 


BALTIMORE.—(UTPS)—A suit 
attacking constitutionality of the 
unsatisfied claim and judgment law 
in uninsured auto accidents has 
been filed in Circuit Court. It 
charges the 1957 legislation forces 
insurance companies to practice 
law illegally in behalf of uninsured 
motorists, provides defendants with 
lawyers not of their own choosing 


and imposes assessments illegally. | 


The suit has been filed by Allied 
American Mutual Fire Insurance 
Co., Lumberman’s Mutual Casualty 
Co., and Lord Calvert Laundry and 
Dry Cleaners. 
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A Sales Pledge— 


An autographed certificate by all master salesmen will be given to S. E. Knudsen, 
general manager, and Frank V. Bridge, sales manager of Pontiac, pledging greater 
sales activity for the year. George Jones, honorary group president, will take the 
scroll to Pontiac for presentation. Participating in the signing, from left are Lov 
Taliak, Lou Meliska Pontiac, Inc., Parma; Willard Wilhelm, F. E. Avery Co., Columbus; 
Robert Williams, Thompson Pontiac, Inc., Cuyahoga Falls; George Jones, honorary 
president, Coulter Motor Sales, Canfield; John F. Malone, Pontiac Cleveland zone 
manager; Bud Brady, Walter Grabski Co., Cleveland; Art VanAllen, Childs Motors, 
Inc., Ashtabula; and Bud Williams, Childs Motors, Inc., Ashtabula. 





cool metal for hot planes 


For jet and rocket aircraft engines, wings and surfaces that 


are subject to extreme conditions of heat, friction and corrosion, 


where the metal must stand up . . . design it, improve it and 


protect it with McLOUTH STAINLESS STEEL. 


specify 


Mc LOUTH STAINLESS STEEL 


1'GuH 


QUALITY SH 


for aircraft 





MANUFACTURERS 


McLouty Stee. Corporation 
OF 


eet AN D S$ TR 


MICHIGAN 
STEELS 


DETROIT, 


STAINLESS AND CARBON 





@ Shown above: One portion of the exhibit on display at 163rd Street Shopping Center, N. Miami, Florida, 
where the 1958 ‘Design for Station Wagon Living”’ tour began. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 75 
FORD MOTOR COMPANY + THE AMERICAN ROAD, DEARBORN, MICHIGAN 


CONTINENTAL MARK IIl @ ENGLISH FORD LINE e FORD TRUCKS 


FORD e THUNDERBIRD e EDSEL ¢ MERCURY ¢ LINCOLN e 
TRACTORS ¢ FARM IMPLEMENTS e¢ INDUSTRIAL ENGINES 








Look what’s new in wagons 





























“Design for Station Wagon Living’”—one of the most 
successful, industrially sponsored exhibits ever to tour the 
country —began its 1958 tour in Miami last month with 
a display of Ford, Edsel and Mercury station wagons, and 
an array of 250 camping and outdoor recreation items 
designed especially for use with station wagons. 

Comfortable, carefree living with wagons is the theme 
of the exhibit. The show will follow the sun northward, 
stopping at major shopping centers for 10-day displays 
in key cities throughout the south and midwest. 

“Design for Station Wagon Living” is only one of the 
wagon promotions we’ve planned this year. On April Ist, 
for instance, Simon & Shuster will publish “Ford Treasury 
of Station Wagon Holidays,” a comprehensive guide to 
camping and outdoor life. 

We think it’s only natural that we have this keen 
interest in station wagons. The modern wagon, which Ford 
Motor Company pioneered, is the fourth most popular 
body style sold today. More Ford Motor Company wagons 
are sold than those of any other manufacturer. We’re 
proud of this and determined to keep right on giving our 
dealers the best station wagons on the American Road. 

Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 








> A ‘ ; & 
eee Patter) ~ ER e* — 2 as Ps The advent of the station wagon revolutionized long 
; | = aa —_ camping trips, allowing campers to take along all the 
| station wagQn comforts of home. Manufacturers of recreational gear 
are designing and producing items which will bring 
even greater enjoyment to outdoor living. 
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e@ Outdoor hobbyists find the wagon to their liking, 
whether they are skiers, skin divers, outboard racers, 
or photographers. Wagons easily accommodate “‘mod- 
ern equipment ideas’ included for convenience and 

comfort—tent, stove, lamps, air mattresses, ice box, 

folding furniture. 


















Average Prices of Used Cars Sold at Auction 


May 


Prices of ’57s added and '49s dropped in November, 1956, Prices of 58s added and '50s dropped in December, 1957. 


Market Trend 


Overall average prices of used 
cars sold at wholesale auction 
declined $3 last week to level off 
at $994, according to Automotive 
News’ index. 

The only: models to escape the 
downturn were °54s, which rose 
$3, and '52s, which went up $5. 

Declines amounted to $6 on 
"58s, $12 on 57s, $1 on "56s, $10 
on 55s, $4 on '53s and $5 on ’5is. 

At a group of representative 
auctions last week, the average 
consignment was 215.7 units, com- 
pared with 220.6 the week before. 
The sales ratio was 664 percent, 
slightly below the week-earlier 
figure of 67.7 percent. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

. 


DETROIT 


Motor City Auction, Sale every Thursday. 


Prices are for sale of March 6. 
Prices starting to stiffen up, Sold 143 
consignments 
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CHEVROLET—'58 


CHRYSLER—’53 club coupe, $290*. 
| DeSOTO—'56 Fireflite 2-dr., 


DODGE— 


FORD- 
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Figures alongside bars represent dollars. 


Biscayne 2-dr., $1,785. 
‘57 Bel Air conv., $1,765°; 
$1,605*; sedan, $1,450°, $1,390°. 
Air station wagon, $1,300*, 
club coupe, $1,250*, $1,175*; sedan, $1.- 
280°; Two-ten 2-dr., $1,140*°, $705; One- 
fifty 2-dr., $920, $790. "55 Bel Air 2-dr., 
$800°, $800; station wagon 
$775; Two-ten 2-dr., $625°, 
One-fifty sedan, $370. 


$1,255° ; 


$620, $600; 


sedan, $200, $120. 

$1,425°; Fire- 

dome sedan, $1,375* "54 Firedome 

sedan, $590°. 

'56 Custom station wagon, $1,- 
210*. °55 Royal club coupe, $1,075* (ps); 
Coronet club coupe, $895, $825; 2-dr.. 
$575. "54 sedan, $500, $475° (ps). 

EDSEL—'58 2-dr., $1,960*. 

‘S7 Fairlane (8) 500 4-dr. Hard- 
top, $1,600*° (ps); Custom sedan, $1,180. 
"56 Fairlane (8) 2-dr., $1,090°; Custom 
2-dr., $750. '55 Fairlane Victoria, $995*° 
(ps), $940°, $865, $810; sedan, $900°; 
Custom sedan, $690, $550; Ranch Wagon. 
$775. "54 club coupe, $625°; Custom 4- 
dr., $480, $475. ‘52 club coupe, $295, 
$285. 

| HUDSON- "SS Hornet | 
"54 club coupe, 

LINCOLN— 54 


(ps). 


4-dr., $710° 


Capri 


club coupe, | 
"56 Bel 


$1,105*, | 


"52 


(ps). | 
“club coupe, $925°| 


| 


BUICK—'56 Special Hardtop, $1,245*. ‘55 
RM 4-dr., $1,100° (ps). "54 Super Hard- 
top, $700* (ps). 

CADILLAC—'52 (62) coupe de Ville, $775* 
(ps). 

| CHEVROLET—'S57 Bel Air Hardtop, $1- 
.700*. "56 Bel Air Hardtop, $1,150°. ‘55 
Two-ten 4-dr.. $775. ‘53 Bel Air Hard- 
top, $465*; 2-dr., $390; conv., $385; Two- 
ten 2-dr., $400°; 4-dr., $375; station 
wagon, $370. 

| PODGE—'55 Coronet 2- dr., $100. 

FORD—'56 Custom 2-dr., $880; Fairlane 


cars out of 230 ° | (ps); 2-dr., $825° (ps). '53 sedan, i 
BUICK—’57 RM sedan, $2,020*; Super| ‘PS). 
sedan, $1,985*. ‘56 RM sedan, $1,335* | MERCURY—'57 Montclair 4-dr., $1,775* 
(ps), "$1,300° (ps); Super sedan, $1,260, | (ps); sedan, $1,660. ‘56 station wagon. 


STUDEBAKER — 


PACKARD—’'55 Clipper sedan, $800* (ps). 


‘53 Clipper sedan, $155. 

PLYMOUTH— Savoy sedan, 
club coupe, $1,190; 2-dr., $1,175. 
station wagon, $1, 365°; Savoy club coupe, 
$1,025*. ‘55 Savoy sedan, $850°*, $780*, 
$650*. °54 Belvedere conv... $450. 


PONTIAC—'56 Chieftain club coupe, $1,- 


240, $1,080°. °55 Chieftain club coupe. 
$950*, $825°, $825. “53 2-dr.. $210*. °52 
club coupe, $300; sedan, $250. 


coupe, $355. 
MISCELLANEOUS—'57 Ford Ranchero, 
$1,220. "56 Ford F-100 pickup, $600. 


Thruway Auto Auction. Sale every Mon- 
day. Prices are for sale of March 10. 


March continues to be a good selling 
month. Sold 47 cars out of 71 consign- 
ments. 


$1,550; 
"56 


"53 Commander club 


| 


$1,245; Special 2-dr., $1,300* (ps). =| $1,300. °55 Monterey club coupe, $850. 

Century 2-dr., $1,020*, $975*, $950, so1se. "52 sedan, $280, $195. 

54 2-dr., $695, $685*, $595*; sedan,| NASH—'57 (6) 4-dr. sedan, $1,430. "56 | 

$500*. '53 Super 2-dr., $345*, $335°. 52 | sedan, $905. '53 sedan, $170. 

Super 2-dr., $275*. OLDSMOBILE—’56 (88) sedan, $1,560* 
CADILLAC—’56 coupe de Ville, $2,525*. (ps); 2-dr., $1,030; (98) club coupe, $1,- 

"51 sedan, $345*. "56 coupe de Ville, $2,-| 550. "55 (88) Super coupe, $1,135° (ps). 

525°. "55 (62) club coupe, $1,800* (ps).| ‘54 (98) sedan, $965* (ps). ‘51 2-dr., 

"51 sedan, $345*. °48 sedan, $300. | §$250°. 





—_ 


$8,475* (ps); 4-dr., $3,400* (ps), $2,355* 
(ps), $3,150* (ps); coupe, $3,250* (pe), 
"56 (62) coupe, $2,480* (ps); 4-dr., §2. 
305* (ps), $1,935* (ps). °55 (60) ‘ide, 
$1,950* (ps); (62) coupe, $1,880* (ps); 
4-dr., $1,630* (ps). °54 (62) coupe de 
Ville, $1,755* (ps), $1,360* (ps); 4-dr,, 
$1,440* (ps), $1,205* (ps). '53 (62) 
coupe, $825°*. 

CHEVROLET—’57 Bel Air (8) conv., $1, 
865*, $1,730* (ps); 4-dr. Hardtop, $1,. 
755°, $1,660*; Bel Air (6) 4-dr, Har itop, 
$1,585°* ; Two-ten (8) station wagon, $1,- 
700°; 4-dr., $1,315, $1,290, $1,250; 2 -dr., 
$1,300, $1,240; Two-ten (6) 4-dr., $1,- 
330°, $1,330; 2-dr., $1,330. °56 Be} Air 
(6) Hardtop, $1,400*; Bel Air (8) cony,, 
$1,375*; Hardtop, $1,285*; 4-dr., $1. 260° 
(ps), $1,205*; 2-dr., $1,250*, $1,2009; 
Two-ten (6) station wagon, $1,195; 4-dr. 
$1,025, $1,020*, $1,000, $975*, $950; Two. 
ten (8) 4-dr., $1,105; 2-dr., $965. 55 Ba 
Air Hardtop. $1,125*, $1, 060*, $1.000, 
$995* (ps), $985*, $940*; 4-dr., $1.975* 
(ps), $890*, $850, $830; Two-ten 4-dr., 
$940*; station wagon, $820* (ps). ‘h% 
Bel Air Hardtop, $705, $560*; Two-ten 
2-dr., $630*. '53 Two-ten Hardtop, $550; 
2-dr., $475*; Bel Air Hardtop, $350*. 52 
4-dr., $385. 

CHRYSLER—’57 Windsor 4-dr. 
$2,280* (ps). 56 NY conv., $1,805* (ps); 
4-dr., $1,155* (ps); Hardtop, $1,285* ‘55 
Windsor 4- dr., $1,020*, $960* (ps); NY 
4-dr.. $765* (ps). 

DeSOTO — 57 Fireflite Hardtop, $2, 260°, 





57°58 
Fe. 





Hariitop, 


"67 
Jan, 


"58 57 «7°58 
March 
To Date 
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$2,185* ‘ps), $2,000*. °56 Firedome Se 
ville, $1,075*. '55 Firedome 2-dr., $1.165* 
(6) coupe, $790*° (ps); Main 4-dr., $790. (ps); 4-dr., $1,105* (ps). °54 Firedome 
"54 Custom 2-dr., $450, $410. '53 Crest 4-dr., $570°*. 
Victoria, $515*; Custom 4-dr., $450,| DONGE—’56 Coronet 4-dr., $1,020*. ‘55 
$405°; 2-dr., $320°, $150°. ‘52 Crest Coronet Hardtop, $950*; Royal Lancer 
conv., $325°. Hardtop, $910*, $890*. °54 Royal 4-<r., 
| MERCURY — '55 Monterey coupe, $560* $475* (ps). 
=e. "54 Custom 2-dr., $410; Monterey | EDSEL—’58 Pacer 4-dr., $1,950* Ranger 
4-dr., $240* (ps). "53 coupe, $465°*. 4-dr., $1,735. 

OLDSMOBILE—'57 (88) Hardtop, $2,040*. | FORD—’58 Fairlane (8) 500 conv., $2.560* 
"54 (98) Hardtop, $860* (ps). '53 (88) | (ps); Custom (6) 300 4-dr., $1,745*. ‘57 
conv., $660° (ps). ‘51 (88) Hardtop,| Thunderbird, $2,500* (ps): Skyliner, $2,- 
$225*. 159° (ps); Fairlane (8) 500 Victoria, 

PLYMOUTH—'55 Cranbrook 4-dr., $175.| $1,935* (ps), $1,595: Del Rio station 
‘53 station wagon, $485. "52 2-dr., $215*.| wagon. $1,665*: 2-dr., $1,500* (ps); 

| PONTIAC—'56 station wagon, $1,500*. '55| Custom Ranch Wagon, $1.750*, $1,475*: 
Chieftain Hardtop, $690* ‘54 Chieftain 4-dr., $1,455*, $1.345*, $1,310: 4-dr., $1,- 
2-dr., $490, $390. ‘53 station wagon, 300, $1,290, $1,125*, $1,110. "56 Thunder- 
$475. '51 4-dr., $190. bird, $2,055* (ps): Fairlane (8) Victoria, 

RAMBLER—’'52 Hardtop, $105. $1.195*, $1,185*, $1,140*, $1.070*, $980°; 

Country sedan, $1,190; 2-dr.. $1,095*; 

CHICAGO Custom 4-dr., $975; 2-dr., $925, $s90° 

(ps). ‘55 Fairlane 4-dr., $920*, $830*; 

Arena Auto Auction. Sale every Tuesday. conv., $840*; Custom 4-dr.. §805. ‘55 

Prices are for sale of March 11. Thunderbird, $1,650* (ps); Fairlane (8) 
Market very strong om sharp cars. Sold 4-dr.. $920°, $830°; conv., $840*°; Custom 
401 cars out of 583 consignments. 4-dr., $805°. ‘54 Crest Victoria, $665* 

BUICK—'57 Special 4-dr. Hardtop, $2,000* (ps); Custom 2-dr.. $565*, $405*, $400*; 
(ps), $1,865° (ps), $1,840° (ps), $1,790°; Main Ranch Wagon, $530. "53 Crest Vic- 
conv., $1,915*; Riviera, $1,795* (ps); toria, $445°; Custom 4-dr., $425*° (ps); 
Super 4-dr. Hardtop, $1,935* (ps); RM 2-dr., $395. 
4-dr., $1,925° (ps); Century 4-dr., $1,-| IMPERIAL—’'55 4-dr.. $1,000* (ps). 
920° (ps). ‘56 Super Hardtop, $1,450°| LINCOLN — ‘56 Premiere 4-dr $1,.850° 
(ps); Special 4-dr. Hardtop, $1,380*, $1,- (ps). °55 Capri 4-dr., $1.250° (ps); 
340° (ps), $1,265*. °55 Special Hardtop, coupe. $1.140* (ps) 
$1,105* (ps); Century Hardtop, $1,060* | MERCURY—’'57 Colony station wagon, $2.- 
(ps), $1,055° (ps), $1,035° (ps), $960* 250° (ps); Monterey 4-dr.. $1.895*° (ps); 
(ps); Super Hardtop, $1,045* (ps); 4-dr., Montclair Hardtop, $1,890* (ps). ‘56 
$950° (ps); RM conv., $805* (ps). '54 Montclair Phaeton, $1,425* (ps), $1,270* 
Super 4-dr., $755*; Century Riviera, (ps); conv., $1,220° (ps); coupe, $1,175°*. 
$675°; Special 2-dr.. $495°. "53 Super 4- "55 Montclair Hardtop, $950* (ps), $880*; 
r., $720° (ps), $450° (ps); Special 4-dr., 4-dr.. $850°, $635°. ‘54 Hardtop, $600* 
$475*, $430°, $400°. (ps). ‘53 Hardtop, $400°*. 

CADILLAC—'58 (62) conv., $5.210* (ps); | N AS H—'S7 4-dr., $1,575*. °55 Hardtop, 
coupe, $4,575° (ps). $4,495° (ps). ‘57 $960° 
(62) conv., $3,700° (ps); coupe de Ville, (Continued on Page 26, Col. 3) 














DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4575 So. Santa Fe 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 
We Issue Auction Checks and Titles Are 


Guaranteed by Empire Auction Insurance 
Agency 


ee 


CONNECTICUT 


——_—_— 


NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
rt. Tues., 


Auction. Municipal Air 


11 A.M. Completely under shelter. 


Crossroads 
. .. where they meet... buyers 
and sellers . . . new and used car 


dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 


Littleton, Colo. 








MARYLAND 








Bel Air, Md. 
subsidiary of Manheim Auto Auction 
% Auction Checks Issued 
* Titles Guaranteed 
— Every THURSDAY at Noon — 
Phone Bel Air, Md. 894-1580 








MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half = west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








CLASSIFIED WANT ADS 
BRING RESULTS 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





MISSISSIPPI! 


Auction, Inc., Wilmington St., P. O. 


Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW JERSEY 


Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — Every 
WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee tities 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 





An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 





JACKSON — Greater Jackson Auto| LAFAYETTE—S Aonn 
BEL AIR AUTO AUCTION |” eater Ja uto yracuse Auto Auction, 








NEW YORK OHIO 








Center of Empire State. Check and| MONTPELIER AUTO AUCTION CO. 
Title Protection. (Wed.). MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


NEW YORK STATE'S OLDEST 
Your Good Will—Our Most Valuable Asset 


NATIONALLY 


TIM ANSPACH 








On U. S. Route 20A Phone 5-9535 
Dealer Auto Auction 
Albany 5, WN. Y. 
Ev Monday — I! O'Clock PENNSYLVANIA 


60 car sale average 
All Titles and Checks Guaranteed 





\ 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


NEW YORK CiTY's 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because ail titles 


¥%& Dual Lane Selling 





: %& Auction Checks Issued 
and checks are insured % Titles Guaranteed 
EVERY TUESDAY 12:30 P.M. : 
GREENPOINT AVE. & PROVOST ST. re o 
: , NATION'S LARGEST AUCTION 


BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
-Auctioneers—David 8. Spielman 
John W. Becker 


Phone Manheim MOhawk 5-240! 








\ 


TENNESSEE 


| 





| JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 
EVERY MONDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


ve Dealers — Land at Buffalo Air-Park, 

miles south of Buffalo Municipal Airport. 
Herd surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 











WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 
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Norwin Miller, Town & Country Buick, Inc., Jersey Shore, Penna., reports: 


“| make from *20 to *50 extra profit on 








‘| every car I sell with nylon cord tires” 
et 
535 
- “Depending on the deal, I put anywhere from $20 to $50 extra in __ilittle extra for the real blowout protection he gets with nylon. 
a“ my pocket every time I sell a set of nylons. I put them on my dem- “Back in 755 I had to tell customers about nylon, but not any 
onstrator models and bring them into the sales talk from the start. | more. Recently one of them insisted he wouldn’t own a car without 
Once a customer is sold on a car like the B-58, he wants the best nylon cord tires. I’ve made it a practice to talk up nylon cord tires 
and the safest tires he can get. And he’s usually willing to pay a along with the other options. It’s paid off in profits!’ 
Vee 
Oey em es | 
: ois. 
f atl TRAGIC ERA 
REG. U.S. PAT. OFF. 
BETTER THINGS FOR BETTER LIVING 
--»- THROUGH CHEMISTRY 
4 
Z 6 out of 10 customers say they will buy nylon Intensive advertising by Du Pont carries the Enjoy the “Du Pont Show of the Month” —‘on CBS-TV 
- cord tires when you offer them, according to a nylon safety story to 19,500,000 people, the com- 
ch. recent survey conducted by Dun & Bradstreet. bined circulation of these nine leading magazines. 


THE SAFEST, STRONGEST TIRES ARE MADE WITH ie : LON 
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36% of Cars Fail 
Headlight Test 
In Syracuse Area 


SYRACUSE.—More than 36 per- 
cent of the passenger cars inspected 
in Onondaga County during the 
first seven months of the state’s 
motor vehicle inspection program 
failed the headlight test. 


The State Bureau of Motor Vehi- 
cles also reported 15 percent failed 
because of foot brakes, 15.7 percent 
because of hand brakes, 19.5 per- 
cent because of other lights, 10.1 
percent because of steering and 14.6 
percent because of wheel alignment. 


A total of 17,295 cars was in- 
spected in the county and it was 
indicated more than half failed for 
one or more causes. However, the 
report did not indicate duplications 
or the total number of vehicles 
rejected. 

Commissioner Joseph F. Kelley 
said the great majority of these 
vehicles got their stickers after 
needed repairs and adjustments. 


AUTOMOTIVE NEWS, MARCH 24, 1958 


Bound for India— 


bound for India are loaded aboard the 
Isbrandtsen Line's SS Brooklyn Heights. 


The equipment order, totalling about $2|/tury and Super; Flight-pitch Dynflow 
—— on Roadmaster 75 . 

‘owering steering standard on Super, Road- 

India by Mack Trucks, Inc. Bodies of the| master 75 and Limited. Power brakes 
big dump trucks will be attached when| standard on Roadmaster 75 and Limited.) 
CADILLAO — Series 62 — 4-dr. hardtop, 

891; 4-dr. extended-deck hardtop $5,- 

079; 2-dr. hardtop, 
Sedan de Ville 4-dr, hardtop, $5,497; Coupe 
Eldorado — 


million, is the largest ever negotiated in 


they arrive in Bombay. The vehicles will 
be used in India's iron ore and coal min- 
ing fields. 


Port-of-Entry Prices 
On Imported Cars 


optional equipment. 
(Copyright, 1958, by Automotive News) 
ALFA ROMEO—Glulletta—Spider, $3,- 
298: Super Spider, $3,686; Sprint Coupe, 
$3,784; Veloce Coupe, $4,194. 1900 Super 


Coupe— $6,083. 
ARNOLT-BRISTOL— (Prices are F.O.B. 
in a6 $3,995; Bolide, $4,- 
Deluxe, $4,995 
__ASTON- MARTIN —DB24 Mark III cpe., 


AUSTIN—A-35 Deluxe 2-dr, sed., $1,- 
: A-55 Deluxe 4-dr. sed., $2,214. 


$3,389. (Heater standard on 

BENTLEY—Series S—Standard Stee! Sa- 
Joon, $12,900. (Other models are om- 
built and vary considerably in price.) 

— 328-c.c. roadster, $1,595 
in New York ($1,695 in Los Angeles. West 
Coast is principal entry point). 

BMW ISETTA 300— sunroof, $1,048; 
cabriolet, $1,098. BMW (lIsetta) 600—4- 
pass, sed., $1,398. (Heater standard on all 
models.) 

BORGWARD—Isabelia—2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2.845; Touring Sport Coupe, $3,750. 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298 (centrifugal clutch). ID-19—4-dr. sed., 
$2,995 (air suspension). DS-19—4-dr. sed., 

yi . (Air suspension, heater, power 
brakes, power steering, sutomatic clutch 
standard on DS-19). 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
530. (Heater standard on all models.) 

FACEL-VEGA — 2-dr. hardtop, $9,750; 
Excellence 4-dr. hardtop, $12,800. (Aute- 
matic transmission, power brakes, power 
windows, radio, heater are standard.) 

FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster ‘hard top op- 
tional), $2,498. 
models. ) 

FORD (England) — Anglia 2-dr. sed., 
$1,539; Perfect 4-dr, sed., $1,639; Escort 
2-dr. stat. wag., see: Squire 2-dr. stat. 
wag., $1739. Mark II Series—Consu!l—4-dr. 
sed., $2,012; comv., $2,351; Zephyr 4-dr. 
sed., $2,193; conv., $2,552; Zodiac—4-dr. 
sed., $2,365; conv., $2,910. 

GOLIATH—1100 Series — Standard busi- 
ness sed., $1,995; Custom 2-dr. sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr. 
stat. wag., $2,287.80; Empress Deluxe 2-dr. 
sed., $2,481.14; Tiger sport cpe., $2,834.98. 
(Heater standard on Empress, Tiger and 


Custom models.) 
HILLMAN—4-dr. Special sed., $1,699; 
$1,849; conv., $2,099; 


4-dr. Deluxe sed., 

2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 
JAGUAR—Mark VIII 4-dr. sed., $5,605 
(overdrive), $5,695 (automatic transmis- 
sion).. 3.4 Liter sed., $4,460 (overdrive), 
$4,560 ‘automatic transmission), XK-150 
cpe., $4,475; cpe. (automatic transmission), 
$4,725; conv., $4,595; conv. (automatic 
transmission), $4,845. 

LLOYD — 4-pass. sed., $1,295; 

, $1,395; 4-pass stat, wag., 

6-pass. stat. wag., $1,545; 6-pass. 


4-pass. 
$1,345; 
stat. 


(Heater standard on all) 


$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL ecpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-8 conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-D 4-dr. 
hardtop, $10,418; 300-SL roadster, $10,928; 
300-SO conv. or roadster, $12,272. (Power 
brakes standard on 219 sed.; 
transmission standard on 300-© sed, and 
300-D hardtop.) 

METROPOLITAN — 2-dr, hardtop, $1,- 
626.10; conv., $1,650.10. 

MG—MG “A’’—roadster 
$2,462; roadster (wire wheels), $2,546; 
cpe. (disk wheels), $2,695; cpe. (wire 
wheels), $2,785. Magnette—4-dr. sed., $2,- 
740. (Heater standard on Magnette.) 

MORRIS—4-dr. sed., $1,794; 4-dr. De- 
luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr. 
Deluxe sed., $1,761; Tourer (conv.), 
689; Deluxe Tourer (conv.), $1,745; stat. 
wag., $1,912; Deluxe stat. wag., $1,967 
(Heater standard on Deluxe models.) 

OPEL — Rekord — 2-dr. sed.. 
Caravan—2-dr. stat. wag., $2,370. 
standard on both models.) 

PANHARD — 4-dr. sed., $1,995; 4-dr. 
deluxe sed., $2,195. 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115 horse- 
power (Carrera), $5,215. Coupe—70 horse- 


(disk wheels), 


horsepower (Carrera), 
—70 horsepower, $3,915; 88 horsepower, 
$4,804; 115 horsepower (Carrera), $5,915. 

RENAULT — 4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

RILEY—1.5 sed., $2,316. 
ard.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 

. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Sliver Cloud—Standard 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 
price.) 

SAAB — ‘*93"" —2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995. Grantu- 
rismo 750—2-dr. sed., $2,568, 
standard on ‘‘93"" models.) 

SIMCA—Aronde Series—tIntendante, $1,- 
575; Deluxe 4-dr. sed., $1,645; Elysee 4-dr. 
sed., $1,745; Montlhery, $1,810; Grand 


(Heater stand- 


Large 2-dr. hardtop, $1,980; Grand Large) 


Special, $2,030; Chatelaine 2-dr. stat. wag., 
$1,875; Plein Ciel sport cpe.. $2,795; 
Oceane conv., $2,995. Vedette V 8 Series— 
Trianon 4-dr. sed., $1,999; Versailles 4-dr. 
sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) 

SUNBEAM— Rapier—2-dr. 
499; conv., $2,649. 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575; 9-pass. stat. wag., $2,495; 
6-pass, stat. wag., $2,425. (Heater stand- 
ard.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 (sports cars)—=softtop, 


hardtop, $2,- 





$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50. (Heater standard.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2- 
dr, sunroof, $1,625; conv., $2,045; Combi 
stat. wag. (8-pass.), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. Kar- 
mann-Ghia—aeport cpe., $2,445; conv., $2,- 
725. (Heater standard on all models.) 


(Heater 











(Copyright, 1958, by Automotive News) 
BUICK—Special—4-dr. sed., $2,700; 2-dr. 


Current Prices on U. S. Cars 


sed., $2,636; 4-dr. 
hardtop, $2,744; 


stat. 


316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
Super—4-dr. 
$3,789; 2-dr. hardtop, $3,644. Readmaster 75 


First five of 57 huge mining vehicles | —4-dr. hardtop, $4,667; 2-dr. hardtop, $4,- 
680. Limited—4-dr. hardtop, 


stat. 


wag., 


557; conv., $4, 


$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
Dynaflow standard on Cen- 


(Vartable-pitch 


$3.831. 


4-dr. 


$4,784; conv., 


de Ville 2-dr. hardtop, $5,25 


Seville 2-dr, hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop. $13,074. 


Sixty Special—4-dr. hardtop, $6,232. 


$8, 675. 


power brakes standard on all models.) 


CHEVROLET 
cylinder models, 


ray—4-dr. 
util. 
$2,290; 2-dr. 


2-dr, 
sed., 


(Prices are for six- 
For V-8s, add $107.) Del- 
sed., $2,155; 2-dr. sed., $2,101; 
sed., $2,013, Biscayne — 4-dr. 
sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., §2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 


Ford Motor Builds 


50-Millionth Unit 


—A Green T-Bird 


— Ford Motor Co. 
its 50-millionth vehicle 


DEARBORN. 
produced 


on St. Patrick's 


Day. It was a 
Thunderbird which, appropriately, 
$1,-| was painted Irish green. 

The car went to the American 
Cancer Society for fund-raising ac- 
$1,957.50.| tivities in Las Vegas, Nev. Ford 

(Heater noted that it was driven off the 
final assembly line at Novi, 
by a James C. Riley. 

Ford produced 50 million vehicles 
in 55 years, but J. O. Wright, Ford 
power, $3,665; 88 horsepower, $4,504; 115| Division general manager, predicted 
$5,665. Comvertible| that the next 50 million would be 
built in less than half the time— 


perhaps less than 25 years. 


He based his prediction on the 
growing demand for automobiles, 
the rapid growth of the national 
economy and the increasing popu- 


lation. 


The 50 million vehicles produced 
to date represent one for almost 
every family 
placed bumper to bumper, would 
stretch around the world six times. 


in America and, 





Truck 
r 


by &. 
state capitals. 


2-seat hardtop 


hardtop, 


and Limited. 


$5,454; 


Mich., 


$2,413; 4-dr, 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631, 


CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat, wag., $3,616; 4- 
dr, 3-seat stat. wag., $3,803. 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Poweg, brakes standard on 300-D.) 


CONTINENTAL—4-dr, sed., $6,072; 4- 
dr, hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbo-Drive, power steer- 
ing, power brakes standard on all models.) 


SOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50; 4-dr, 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408, Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six —4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custem 
Royal—4-dr. sed., $3,030; 4-dr. hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr, 3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 


EDSEL—Ranger—4-dr. sed. $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, See: 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Clitation—4-dr. hardtop, aes: en oo 
top, $3,535; conv., $3,801. Station W 

2-dr. '2-seat, "92.876. Villager 
2-seat, $2,933; 4-dr. 3-seat, $2,990. 

-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD—(Prices are for six-cylinder mod- 
els. For V-Ss, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; 
for Custom 300.) Custem 300—4-<r. 
$2,109; 2-dr. sed., $2,055; business 
$1,967. Fairiane—4-dr. sed., $2,275; 2-dr. 
sed, $2,221; 4-dr, hardtop, $2,418.73; 2-dr. 
hardtop, $2,354.12. 500—4-dr. sed., 
$2,427.72; 2-dr. sed., $2,373.72; 4-dr. hard- 
top, $2,498.72; 2-dr. hardtop, $2,434.72; 
conv., $2,649.88; retractable hardtop (V-8 
standard), 
2-seat Ranch Wagon, $2,396.76; 2-dr. 2-seat 
Del Rio Ranch Wagon, $2,503.24; 4-dr. 
2-seat Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr. 3-seat 
Country Squire, $2,793.90. Thunderbird — 
2-dr, hardtop (4-passenger), $3,630.85 (V-8 
standard). 


IMPERIAL — Imperial —4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 
$4,838.50. Crown—4-dr. > 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 


4-dr, 


sed., 
sed., 


| tion 


$137 | 


$3,162.69. Station Wagons—2-dr._ 





sed., $5,632; 4-dr. | 


dr. hardtop, a 2-dr. hardtop, $4,803, 
Premiere—4-dr. sed., $5,565; 4-dr. ‘hardtop, 
$5,565; 2-dr, hardtop, $5,318. (Turbo-D rive, 
power + Power brakes standard op 
all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 
2-dr. sed., $2,547. Monterey—4-dr. sed, 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., §3,. 

. Montelair—4-dr,' sed., $3,236; 4-dr, 

$3,365; 2-dr. hardtop, $2,284; 
., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,495. Park Lane—4-dr. hard. 
top, $3,944; 2-dr, hardtop, $3,867; cony,, 
$4,118, Station Wagons—2-dr. 2-seat Com. 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr. 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya. 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Mere-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matiec standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. sed, 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, §2,893; conv., $3,- 
221; 4-dr, 2-seat stat, wag., $3,284; 4-dr, 
2-seat hardtop stat. wag., $3,395. Super 9 
—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr, hardtop, $3,262; conmv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 9% 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PACKARD — 4-dr. sed., $3,212; 2-dr, 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3,384. Hawk —2-dr. hardtop, $3,995, 
(Flightomatic and power brakes are stand- 
ard on all models.) 


PLYMOUTH —(Prices are for six-cylinder 
nodels. For V-8s, add $107.) Piaza—4-dr. 
yed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
dr. sed., $2,254.25; 4-dr. hardtop, $2, 
399.50; 2-dr. hardtop, $2,328.50, Belvedere 
—4-dr, sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv. (V-8 std.), $2,762. 
2-dr. hardtop (V-8 std.), $3,006.50. Ste 
Wagons (Suburbans)—2-dr. 2-seat De- 
tuxe, $2,431.50; 4-dr. 2-seat Deluxe, §2, 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, $2,- 
759.75; 4-dr. 3-seat Sport, $2,899.75. 


PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
wag., $3,088. Super Chief—4-dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Obief—4-dr. sed., $3,071; 4 


| dr. hardtop, $3,210; 2-dr. hardtop, $3,122; 


4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 


RAMBLER — American — Deluxe 2-<r. 
sed., $1,789; Super 2-dr. 
Deluxe Six—4-dr. sed., $2, 
4-dr, sed., $2,212; 4-dr. 
4-dr. 2-seat stat. wag., $2,506. 
—4-dr. sed.. $2,327; 4-dr. 2-seat stat. 
wag., . Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., $2, 
636. Custem — 4-dr. sed., $2,457; ‘4-ar. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. — Super — 4-dr. sed., 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 


| tom—4-dr. sed., $2,732; 4-dr. hardtop, $2.- 


822; 4-dr. 2-seat stat. wag., $3.026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 


STUDEBAKER—Scoteman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
$2,055. Champion 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644. 
V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-S 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 


New Commercial Car Registrations, 


istrations by states are 


y. 
L. Polk representatives in 


New Hampshire 


North Caroling 


‘57 


5 States for February, 1958-1957 


i] 10) 


38) =O1t3) Sts 
78 £53 169) 





North Dakota 


Virginia 


West Virginia 


5 States Reported 
to Date for February 


Year to 
Date 


"Se 
‘57 
‘58 
‘57 
‘58) 
‘57 
‘58 
‘57 
‘58 
‘57 


18) yi |) 


248; 
744 


19| 118 20) 7" 


~ 49) 270) ~+~«69) 


89} 389} 104) 106 | 
90 33) 31) 4 


tor} 47 


30 
| 





159| «815 235) 
231} 


3192 
4112 


2) 972 | 74 

| 1333} 5| 
267 | 
313} 


1212 


15431 
14508 


4158 
5533 


64; 18621! 
5i| 22153) 


o3 

1 Fl ow 59} 62 
l 474 
358} 421! 
7996) 
7960) 


77\ i 54) 
149) 95) 
922| 405) 864) 1480) 

1165| 7441-1348} 2020) 1104) 6101! 


wl 
3003/5 


VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. “The information contained in this report has been compiled from official state documents. Every reasonable pr precaution has been 
wag., $2,490. (eater standard on both| exercised to insure accuracy of this report to the extent of the registrations received and tabulated an ~~ time the report is published. 
models. ) 


R, L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L, Polk 


wag. (long wheelbase), $1,645. 
MERCEDES-BENZ—130 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. 


New Passenger Car Registrations, 3 States for F ereey: | 


(diesel engine), 


181) | 
_ 218} : —— 3} 2h 
2847) | 54) 172) 
3772| 74| 85) 
al 80) 313) 
_ 43 __ 155] 9 
sa 7 — {130 141 542| 14582 
1089 33) 199 232 225| 18579 
11312| 102669 11199) 10 22593 | me 261 3646; 3907; + 19416|*396514 
20023| 138706 el Tt 12183 lost 33197 25104) 212643 396| 5250) 5646;  9475| 455899 


58) 29 29 1 1 3 17 35 
"57 | i0| 10 H 1| 14 17 43 ci 120! 6 20| 146 


“58) 125 5 134 63 12 71 149 ioe! 1572 7 25 123; 1787 
*57| 80 5 85 13% 30 106 232 2422 39 308; 2769 


Wisconsin ‘58 721 Ha 725 | ml 18 toa | 200 491 1746 85) 4 226| 2146| 
‘57 366 5 371 177 40 209) 439 797 2423 | 76 480| 2979) 
3 States *58) ya = | 158 31 18! i 910 3418 -" 115) 308 
For February ‘57| 10 317 77 329 688 1448 4965 121) 
ear to ‘58 9528 660 6424; 2023) 5230) 12033; 33810 staat 83156 — oH} 
Date ‘ 7370 595 8523 2310 8791| 19130} 42710) 81464) 115419 64 | 
i@ information contained in this report has been compiled from icial state documents, Every reasonable vabilared at the time the report is published, R. L. Polk & Co. cannot liabilit f 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and inaccuracies or omissions.""—R, L, Polk & Co, a nee ay er oy Gee © 


The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 


‘ 


New Hampshire 100 | 9| 112 | 12] 120 i} 20 


9} 107}, — 3632 
1486) 
2049 | 
2295 
2219} 
390! 
= 


427; «125 
598 157 
548 209 | 
1021 208 | 


346 
374 


435) 
510) 
682 | 
866 | 
1128] 
eet 


374; 
458) 
558) 
599| 


North Carolina 
7896 


8466 
10199 


! ' 1 ! 
910 
1662 
1646) 
2859 








4045 993 
5894 1653 | 





10188 
7965 





; 2dr, 
Voya- 
Park, 
power 
Park 
tclair, 


rdtop, 
, $3. 
4-dr, 


per S38 
3,339; 
4-dr, 
s 98 
4,096; 
. det 
power 


2-dr, 
wag., 
995, 
tand- 


linder 


How serious for American manufacturers? 


The Foreign Invasion of the U. $. Car 


The small car is out of the novelty class. It’s now 
labeled Competition! 


In 1957, the U.S. market accounted for 206,827 
foreign car sales—an increase of over 100% from 
1956. Market penetration increased from 1.65% to 
3.467% in this same period—an increase which would 
elate even a “Big-3” manufacturer. 


What's the answer to this “invasion?” Stripped- 
down, low-cost standard models? American-made 
small cars? “Ready-made” imports marketed by U. S. 
manufacturers? 


The answers don’t come easily. It requires plenty 
of study to determine whether it’s really an invasion 
or just a harmless skirmish. That's why American 
auto manufacturers must give close scrutiny to the 
inroads made by the foreign car. That’s why every 
news item, every statistic about the subject can be 
vitally important. 


And that’s why every issue of AUTOMOTIVE 
NEWS is read and re-read by top planners and 
decision-makers of the industry. Because when they 
want authoritative facts and figures or just the “gen- 
eral feeling” in the industry on foreign cars or any 


other automotive subject, they know they'll find it 
in AUTOMOTIVE NEWS. 


No wonder it’s “must” reading for key auto execu- 
tives as well as almost every car and truck dealer. 
For 32 years it’s been the weekly Newspaper of the 
Industry, delivering the news while it is news to 
150,000* readers. 


Find out for yourself how AUTOMOTIVE NEWS 
tells your sales story to the men you'd like to talk 
to personally. Discover how AUTOMOTIVE NEWS 
has helped raise the sales sights of other auto prod- 


Market 


ucts makers—and can do the same for you. Call your 
AUTOMOTIVE NEWS Representative today. 


*44,000 paid subscribers, 85% of whom annually renew their 
subscriptions at the regular $8 rate. They're offered no pre- 
miums, cut-rates or special inducements. 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495 


LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 


The most influential publication in the automotive industry. 


7aapen New Care Now os. 679000 iw 'ZEo- =, 


Stocks Dip but Top 


The Newspaper of the Industry 


Year Ago 
PT 








DON’T KEEP YOUR PRODUCT A 


SECRET 


Equip Your Demonstrators With 


BUMPA-TEL SIGNS 


| Titus 5 BChevy 


BRENTWOOD CHEVROLET 


EA 2-50i5 EASTLAND . 0, 


a hr 


Bumpo-Tel Signs do not mar or scar your car in any way—require no drilling. 
ON or OFF IN 5 SECONDS WITHOUT TOOLS! after original installation which 
requires about thirty minutes. 


Constructed of HIGH STRENGTH ALUMINUM TUBING with sheet steel panel 
finished in baked enamel. Sign panel 40" x 12" with TURNED EDGE for hold- 
ing additional message. SEMI-UNIVERSAL DESIGN with legs which are adjust- 
able to fit all cars. Mounting brackets are CUSTOM DESIGNED to fit car for 
which sign is ordered. 


Only new mounting brackets will be needed to change from one car to another. 
These are available at $3.00 per set. 


Lettered on Full Scotchlite ....................... suntnceuensnnsevassavesss a 
F. O. B. Mounds, Ill. 


2% discount for check with order—or pay postman on delivery. 
Please State Make and Model of Car! 


Collect phone calls accepted for orders of 5 or more signs. 


BUMPA-TEL SIGN CO. 


BOX 216 
MOUNDS ILLINOIS 


*U. S. Patent 2816377—Can. Patent 549499 


Quantity 
PRODUCTION 


hy 
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AUTOMOTIVE NEWS, MARCH 24, 1958 


Used-Car Auction Prices 





OLDSMOBILE—’' 57 
$2,275* 


(ps), 
$2,200* 
(ps); 
day, 
(98) 


Holiday, $1,595* 
$1,435* 
4-dr., 


(Continued from Page 22) 


(98) Holiday, $2,340* 
(88) Super Holiday, 
(98) 4-dr., $1,665*° 
(ps); (88) Holi- 
$1,350*. ‘55 
$1,105* (ps); 


(ps); 
(ps). °56 
4-dr., 
(ps), 


(ps); 
$1,315* 


(88) Holiday, $1,070* (ps), $1,050° (ps); 


2-dr., 


$900° 


(ps), $850° (ps). °54 (88) 


Super Holiday, $1,020* (ps), $630° (ps); 


4-dr., 
(ps). °53 
$430* 


$845*, 


$685*; (98) Holiday, $800* 
(98) Holiday, $590*; (88) 4-dr., 


$325° 


PLYMOUTH—’57 Savoy 2-dr., $1,385*, $1,- 


300°. '56 


$925, $880; 


Hardtop, 
$510. "54 


PONTIAC—’57 Star Chief conv., 
Chieftain 


(ps); 
Hardtop, 
$1,550° ( 


(ps); Chieftain Catalina, $1,265°; sedan, | 
’55 Star Chief Catalina, $1,010*| 
$825°*; 
Chief conv., 
Catalina, $505* (ps), $370*; 4-dr., $305°*. | 
RAMBLER-— 


$940°. 
(ps), 
Star 


$895*. 


STUDEBAKER- 


MISCELLA 
$1,085. 


Suburban, $1,005*; Savoy 4-dr., 
2-dr., $750. 
$815*; Savoy 2-dr., $750, $650, 
Belvedere Hardtop, $505. 

$2,100*° 
conv., $1,975° (ps); 
$1,875* (ps). '56 station wagon, 
ps); Star Chief conv., $1,300* 


Chieftain 4-dr., $630°, '54 
$550°. °53 Chieftain 
~57 4-dr., $1,475. 


’55 President 4-dr., $575*. 
NEOUS—’56 Volkswagen 2-dr., 


PORTLAND, ORE. 


Portland 
Tuesday, P 
BUICK 

Century 

(ps), 

wagon, 

Special 


dr. 


fifty 2-dr 


105, 
$690. 


$95¢ 


| $1,505° ( 
410° (ps 
190* (ps) 
DeSOTO. 
DODGE- 
Coronet 4 
| FORD "57 
075° (ps 
$1,825° 
950° (ps 
$1,745° 
$1,575°, 
4-dr.. $1 
$1,415*; 
Thunderb 





dr. station wagon, 


215; 4-dr 
Custom 
$930° 

Fairlane 
tom 2-dr 
Hardtop, 
"51 2-dr., 





‘57 Super 4-dr. 
(ps); Special 4-dr. Hardtop, $1,950°. 


$1,470° 
$1,550° ; 
Hardtop, $1,240* 
Super Hardtop, $1,225* 
, $905* (ps). 
CADILLAC—’56 (62) coupe, $2,500* (ps). 
CHEVROLET 
$2,810* (ps), $2,700° (ps); coupe, $2,750* 


top, $1,310°*; 4-dr., $1,025*; 
‘53 Bel 


$340°. °51 2-dr., $300. '50 4-dr., $170. 
CHRYSLER—'56 Windsor 


$1,880° ; 


(8) 
"55 4-dr. 


Auto Auction, Inc, Sale every 
trices are for sale of March 11. 
Hardtop, $2,020* 
"56 
(ps), $1,495*° 
Special 4-dr. station 
$1,425*. °55 
(ps), $1,215°*; 
(ps). '54 RM 4- 


Hardtop, $1,670* 
(ps); 
Hardtop, 


‘5S Impala 2-dr. Hardtop, 


(ps). "57 Bel Air (8) Hardtop, $1,930*; 
conv., $1,845°*; 4-dr., $1,760*° (ps), $1,- 
755° (ps), 3 at $1,750° (ps), 2 at $1,745° 
| (ps); Two-ten (8) 4-dr. station wagon, 
| $1,925*, $1,900°, $1,870*; 4-dr., $1,485, 
$1,475. ‘56 Bel Air (8) Hardtop, $1,600°, 
$1,560*, $1,440°%; Two-ten (8) station 
wagon, $1,500*, $1,410; 4-dr., $1,200*, 


$1,200, $1,180; 2-dr., $1,125, $1,055; One- 


. $1,015. '55 Bel Air (8) Hard- 
Delray, $1,- 
Delray, $800, 


$550: 4-dr., 


"54 Two-ten 
Air 2-dr., 


2-dr. Hardtop, 
ps). "55 NY 2-dr. Hardtop, $1,- 
)}; Windsor 2-dr. Hardtop, $1,- 
. "52 Saratoga 4-dr., $195. 


"56 Firedome 4-dr., $1,510° (ps). 
"56 Coronet 


2-dr., $1,240°, ‘53 
-dr., $350° 
(8) 4-dr 


), $1,900°, 


station wagon, §$2,- 
$1,875* (ps), 2 at 
Fairlane (8) conv., $1,- 
); 4-dr., $1,950, $1,870° (ps), 
(ps); Custom (8) 300 4-dr., 
$1,550°. ‘57 Custom (8) 300 
530°; 2-dr.. $1,525°, $1,435°. 
Custom (6) 2-dr., $1,335. '56 
ird $2,240° (ps); Fairlane 4- 
$1,510°, $1.350°, $1,- 
sedan, $1,250°; conv., $1,365°; 
4-dr., $1,030, $1,025, $965, 
station wagon, $1,205; 
(8) conv., $1,175* (ps); Cus- 
$950°: Main 2-dr., $660. '52 
$350°; 2-dr., $270*; 4-dr., $270. 
$200°. 


HUDSON—'53 Hornet 4-dr., $300°. 

MERCURY—'57 4-dr. station wagon, $2,- 
350° (ps). ‘56 Monterey Hardtop. $1,- 
560°. ‘55 Montclair Hardtop, $1,100* 
(ps); Monterey 4-dr., $825* (ps). "49 4- 
dr., $200. 

OLDSMOBILE—'56 (88) Super 4-dr., $1,- 

4,400 Dealers 


Sign 


Pacts with 


Car Warranty 


DETROIT.—In four months, 4,400 


automobi 


agreements with Car 
Corp. that enable them to offer 


le dealers have signed 


customers used cars carrying one- 
year guarantees against the costs 


of repair or replacement of major 


mechanical parts, according to Har- 
old Bishop, president. 


Car Warranty was started last 


Sept. 30. 
Bishop 


said his warranty plan 


“has been recognized by dealers 
and car manufacturers alike as an 


excellent 


sales tool. 


“The plan is serviced by a na- 


tional staff of trained 


and clai 


inspectors 
ms may be reported 


through any of the more than 400 


offices of Universal 


CIT Credit 


Corp. Both companies -are affiliates 
of CIT Financial Corp.” 
The warranty plan is available 


to all d 


ealers selling used cars, 


Bishop said, regardless of their in- 
stallment financing arrangements. 


Under 


the plan, he said, used 


cars are inspected by Car Warranty 


and then 


can be sold with a war- 


ranty that protects the buyer for a 
year against the costs of major 
mechanical repairs covered by the 
warranty. 

The warranty guarantees that the 
ear, under normal usage, will re- 


quire no 
specified 
mission, 


brakes, universal joints or water 
pump, It is available for used cars 
of current model or any of the 


repairs or replacements of 
parts in the engine, trans- 
rear axle, clutch, steering, 


three preceding years. 


’55 Belvedere | 


"55 4-dr., | 


Warranty 


PLYMOUTH—’'56 Fury, 


RAMBLER 





| 





MISCELLANEOUS 


CHRYSLER—’'52 
DODGE 


FORD- 


HUDSON—'54 Hornet 2-dr., 
KAISER 
LINCOLN 
MERCURY 


NASH 


OLDSMOBILE—'56 


PACKARD—’'54 Clipper 4-dr., $300. 
PLYMOUTH—’'57 Savoy 4-dr., 


nesday. 


CADILLAC — 


CHEVROLET—’'57 Bel 


615*; (88) 2-dr. Hardtop, $1,520* (ps); 
4-dr. Hardtop, $1,495*. ‘55 (98) 4-dr. 
Hardtop, $1,555* (ps). "54 (98) Hardtop, 
$1,095* (ps); (88) Super 2-dr., $1,070*. 
’52 4-dr., $290*, ’51 2-dr., $260°. 

$1,570*; Savoy 
4-dr., $995. '55 Belvedere Hardtop, $975°*; 


Plaza 2-dr., $665. ‘53 station wagon, 
$420. 
PONTIAC—’ 57 Chieftain Hardtop, $1,905*. 


’56 Star Chief conv., $1,370* (ps). '55 
Chieftain 2-dr., $980* (ps). '53 Catalina, 
$395*, $360* (ps). 

'55 4-dr. station wagon, $1,- 
165*, '52 station wagon, $390*. 


| STUDEBAKER ’*55 Champion 4-dr., 
$625*. 
WILLYS—’54 Jeep, $935. 


"58 Volkswagen 2-dr.. 
$1,510. ’°57 Volkswagen 2-dr., $1,450, $1,- 


320, $1,200. °56 Metropolitan, $820; 
Volkswagen 2-dr., $1,355, $1,100. ‘50 
Chevrolet %-ton pickup, $325, °49 Ford 


%-ton pickup, $190. 


NEW YORK CITY 


Skyline Auto Auction, Sale every Tues- 


, day, Prices are for sale of March 4, 


Market remains steady in the New 
York area. Lack of new-car volume keep- 
ing good clean trades off the used-car 
market, Sold 84 cars out of 131 consign- 
ments. 


BUICK—’56 Super 4-dr., $1,230*; Century 
4-dr., $1,305". ‘55 Super Hardtop, §$1,- 
060*, $1,040*, $1,030*; 4-dr., $805*, '54 
Century Riviera, $620*. ‘53 RM conv., 
$360* (ps); Special conv., $345; 4-dr., 
$365°; 2-dr., $270*. °52 Super 4-dr., 
$175*; Special 4-dr., $125. ‘51 2-dr., 
$160*. 

CADILLAC—’56 (62) 4-dr., $2,200*, ‘53 
(60) Special 4-dr., $910*. "52 (62) 4-dr., 
770*, $625*. °49 conv., $245*. 

CHEVROLET—'57 Two-ten 4-dr., $1,350, 
$1,260. °56 Bel Air conv., $1,150*; Hard- 
top, $1,085; Two-ten station wagon, $1,- 
315*, $1,150; 4-dr.. $975, $960, $950, 
$940, $930; 2-dr., $905, $820; One-fifty 
Station wagon, $1,040, $1,035; 4-dr., 


$825; 2-dr., $820. '55 Bel Air conv., $1,- 
000*; 4-dr., $690*, $635; One-fifty 2-dr., 
$225. '54 Bel Air 4-dr., $700*, $460, $435; 
2-dr., $530; Two-ten 4-dr., $575*; 2-dr., 
$515*. ‘53 Two-ten station wagon, $315*; 
4-dr., $265. °52 4-dr., $175. ‘51 station 
wagon, $165. ‘50 Hardtop, $120. 

NY 4-dr., $185*. 

'54 Meadowbrook 2-dr., $330, "53 
Coronet 4-dr., $165*%; Meadowbrook 4- 
dr., $300; Suburban, $175. 

‘56 Fairlane (8) Victoria, $1,140*; 
Country sedan, $1,125, $1,115. ‘55 Cus- 
tom 2-dr., $615*, $540; Ranch Wagon, 
$755; 4-dr., $590; Fairlane conv., $690°; 
coupe, $665*; 4-dr.. $590*. °54 Main 2-dr., 
$345. ‘53 2-dr., $315*; Victoria, $385. 
"53 Ranch Wagon, $200. 

$390. 

53 4-dr., $135°. 

'56 Premiere 2-dr., 
‘56 Montclair 
080; Monterey 2-dr.. $900. °55 Montclair 
conv., $990°; 2-dr. Hardtop, $§815*; 4- 
dr., $790. ‘54 Custom Hardtop, $475. 
"653 2-dr., $230, $215. 

(88) Super 4-dr.. $1,- 
(88) Super Hardtop, $835*; 4- 
50 4-dr., $135°, 


$2,170°. 
Hardtop, $1.- 


250°. °54 
dr., $745°, $600°. 


$1,250, 

"54 Belvedere 4-dr.. 
$335°. 

$150. 


Savoy 2-dr., $605. 
$515*. ‘53 Belvedere conv., 
station wagon, $185; 2-dr., 


PONTIAC—'56 Chieftain 4-dr., $1,175*. '54 


Chieftain 2-dr., $290°. ‘52 conv., $165. 
"50 4-dr.. $160. 
MISCELLANEOUS — '56 Chevrolet \%-ton 


pickup, $640. 
up, $630. °54 Chevrolet carryall, 
"53 Dodge %-ton panel, $225. 


FLINT 


Flint Auto Auction, Inc. Sale every Wed- 
Prices are for sale of March 12. 

There still seems to be a good demand 
for sharp and clean cars. The percentage 
of 69.9 indicates activity in the used-car 
market, Prices fairly steady. Sold 152 
cars out of 217 consignments. 


"55 Chevrolet %-ton pick- 
$260. 


BUICK — '57 Century Hardtop, $2,000*; 
Special conv., $1,970*; Riviera, $1,805*; 
2-dr., $1,555°. °56 Special Riviera, $1,- 
255°. °55 Super Riviera, $1,115*, $910* 


(ps), $870*, $810* (ps); Special Riviera, 
$900°. "54 RM 4-dr., $620* (ps); Special 
4-dr., $465*. '53 Super 4-dr., $300*; Rivi- 
era, $510*°, $350°, $295°. "50 Special 4-dr., 
$175. 

’56 (62) Hardtop, $2,475°; 
coupe de Ville, $2,450° (ps). °'53 (62) 
coupe, $610° (ps). "51 (62) 4-dr., $155°. 
"50 (60) 4-dr., $285°*. 

Air (8) Hardtop, 
$1,750*; Two-ten (6) station wagon, $1,- 
20°; club coupe, $1,505*; One-fifty 2-dr., 
$1,105*. "56 Bel Air (8) conv., $1,260*; 
4-dr., $1,225*, $1,055*; 2-dr., $995*; Two- 
ten 4-dr., $1,065°, $935; 2-dr.. 3 at 
$920*, $900; One-fifty 2-dr., $695. ‘55 
Two-ten (8) station wagon, $1,250*; 4- 
dr., $800*, $745*; Two-ten (6) 4-dr., 
$800; 2-dr., $600; Bel Air (8) club coupe, 
$975*; conv., $950*; 4-dr., $800*%; One- 
fifty station wagon, $600. °54 Bel Air 
Hardtop, $655*; 4-dr., $610°%, $565*, 
$545*, $385; Two-ten 2-dr., $510, $475, 
$350; 4-dr., $440°. ‘53 Two-ten conv., 
$526; 2-dr., $390; 4-dr., $295, $345; Bel 
Air club coupe, $330; conv., $330; 2-dr., 
$275. °52 conv., $280*; 4-dr., $160. 


CHRYSLER—’'53 Windsor 4-dr., $165*. 
DODGE—’56 Coronet 2-dr., 


$1,165°*; 
coupe, $1,125*. °54 Coronet 4-dr., 
’53 Coronet 4-dr., $170; 
$130. '50 4-dr., $175. 


club 
$385. 
station wagon, 


FORD—’58 Fairlane (8) 2-dr., $1,885*. ’57 


Fairlane (8) 500 Hardtop, $1,750* (ps); 


4-dr., $1,650*, $1,550*%; 2-dr., $1,515°; 
Custom 300 4-dr., $1,420*. 56 Thunder- 
bird, $2,050*; Country sedan, $1,285*, 
$1,245*; Fairlane (8) 2-dr., $1,150* (ps), 
$1,125; 4-dr., $1,140*; Victoria, $975; 
Custom 2-dr., $880; 4-dr., $785; Main 
2-dr., $825. '55 Ranch Wagon, $980*; 


Custom 4-dr., $725*, $685; 2-dr., $700*, 
$660*. '54 Crest Victoria, $665*; Custom 


4-dr., $420. '53 Ranch Wagon, $435; 
Main 2-dr., $285; Custom 4-dr., $255; 
2-dr., $235, $140. ’52 4-dr., $210; 2-dr., 


$165. '51 2-dr., $175, $125*; 4-dr., $160*. 


HUDSON—'53 Wasp 4-dr., $125*. 
LINCOLN — '52 Cosmopolitan club coupe, 


$185* (ps). 
MERCURY —-'57 Monterey Hardtop, $1,- 
650°. °55 Medalist Hardtop, $625, °53 


(Continued on Page 29, Col. 1) 


$120°. | 
55 | 
‘52 | 














FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volumel 


@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Are Located 


In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Cars 


Nationwide Automotive Leasing 
Service 








Buy Direct and Save 
on Car Lot Displays 





Save 25% to 60% ...get 


faster delivery and 
guaranteed quality on: 


Pennants (flag, strip, panel, 
spiral and propeller) + Banners 
¢ Posters * Letter-Banners * 
Vertical Pole Displays * 
Mobile Displays * Window Dis- 
play Letters * Plastic Spinners 


The Pratt Poster Co. 


| PRINTCRAFT BLDG. © 


INDIANAPOLIS 4, IND. 


AUTO 
TURNTABLES 


a 
Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2. 


MOTOR MASTER propucts'corp. 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER’ UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
CITY & STATE 














Year after year, and again this year... 


BIGGEST 1st QUARTER 


IN LOOK HISTORY 


ADVERTISING REVENUE 
‘| UP $1,063,000 


‘| CIRCULATION 
UP 889,000° 


= Year after year, every year since 1944, LOOK circulation and 
advertising revenue have increased. In 1958, this growth con- 
tinues. In fact, in the first quarter of 1958 vs. the first quarter 
of 1957, LOOK has recorded the biggest circulation gain and 


second-biggest advertising revenue gain in its 20-year history. 


Underlying LOOK’s growth is a dynamic editorial concept 


that has given America “the exciting story of people”. . . that 


* LOOK CIRCULATION GROWTH, IST QUARTER, 1958 
s ISSUE CIRCULATION 


January 7 5,401,000 
January 21 5,427,000 
February 4 5,400,000 
February 18 5,622,000 
March 4 5,726,000 
March 18 5,805,000 


All figures are based on publisher’s estimates, LOOK average circulation for first 
quarter, 1958, is 5,563,000 ~-a gain of 889,000, or 19%, over first quarter, 1957. 
LOOK advertising revenue for first quarter, 1958, is $8,053,000-—a gain of 
$1,063,000, or 15%. 


.:C A Te 





Lit 


has attracted to LOOK one of the largest, most responsive 


magazine audiences ever assembled. 


It's this tremendous editorial impact, coupled with the ability to 
deliver more readers per advertising dollar than any other lead- 
ing national publication, that explains why LOOK is America’s 
fastest-growing major magazine . . . and such a big, efficient 


salesman for the products and services of American industry. 


Note that every issue of LOOK during the first quarter of 1958 
delivered a substantial bonus above LOOK’s current guarantee 
of 5,300,000. Note, too, that LOOK circulation has already 
exceeded its next guarantee of 5,550,000, which does not go 
into effect until July 8, 1958. 





THE EXCITING STORY OF PEOPLE 





PATCHING COMPOUND — Co-Polymer 
Chemicals, iInc., 12350 Merriman Rd., 
Livonia, Mich., has combined aluminum 
pigments with epoxy resins to produce a 
patching compound for repairing holes, 
dents, tears, creases and rusted-ovt areas 
in cars. Called Poly Epoxyn Solder, the 
compound is applied to a sanded, pre- 
heated surface. A quick curing has the 
damaged area ready for final sanding 
and painting. The finished area is said to 
withstand a “pull” of more than 1,400 
pounds per square inch, and has resist- 
ance to quick temperature changes. 

> 


REVOLVING LIGHT—A 360-degree re- 
volving light, capable of throwing sixty 
flashes of color a minute, has been an- 
nounced by Trippe Mfg. Co., 133 N. Jef- 
ferson St., Chicago 6, Ill. Called the 
leader, the unit is said to be designed 
for car dealers to draw attention to their 
leader cars indoors or ovt. A nonstaining 
suction cup fostens light » car roof. 


CONTACT WHEEL—Chicago Rubber Co., 
Inc., Waukegan, Ill., has announced the 
introduction of the R-57 self-aligning rub- 
ber contact wheel. The R-57 wheel is said 
to be unique that it has a self-aligning 
rubber molded arbor hub. The wheel 
aligns by centrifugal force, does not 
vibrate, and needs no aligning even 
when spindles are worn. Speed avuto- 
matically centers the wheel as it gains 
momentum, cutting setup time consider- 
ably. The wheel for grinding and finish- 
ing operations is available in 6 to 16 
inch diameters and one to 4 inch widths. 

“a SE 


Touch-Up Dispenser 


Offered for Duco Paint 


A new product for touching up 
auto scratches, consisting of Du- 
Pont Duco paint in a self-contained 
dispenser, has been introduced by 
Tipon Corp., 416 W. 23rd St., New 
York. 


The dispenser has a nylon brush 
that automatically releases the 
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NEW PRODUCTS 


proper flow of paint through a 
valve action. It is available in an 
assortment of 20 colors. 


MECHANIC'S CHEST—A restyled line 
of “B-Line” mechanic's chests and roller 
cabinets has been introduced by Water- 


loo Valve Spring Compressor Co., Water- | 


loo, la. The seven-model line includes six 
chests with two, three, five or eight 
drawers, plus a three-drawer roller cabinet 
with heavy-duty roller slides instead of 
the usual chest-type telescoping slides. All 
cabinets and chests come equipped with 
locks. All ore finished in red boaked-on 
enamel and have red trays and drawers. 
> > : 


TEST STAND — Simmonds Aerocces- 
sories, Inc., Tarrytown, N. Y., has an- 
nounced the availability of a fuel injection 
test stand specifically designed for com- 
plete testing of Simmonds fvel injection 
systems for gasoline engines. The stand 
is equipped for the complete pretesting, 
calibrating and trouble shooting of all 
models of Simmonds SU fvel injection 
pumps and injector nozzies, it is said. 
The stand, identified as Series 600G, 
model S-2, is a self-contained, electrically 
powered unit capable of driving the fuel 
injection pumps under simulated engine 
conditions at varying loads and rotative 


COMPASS — Dinsmore Instrument Co., 
1800 Kelso St., Flint 1, Mich., has introduced 

a “Celebrity” line of auto compasses. The 
line will be available in either a silver 
or a gold plated finish. Contrasting black 
dial has bold white letters that stand out. 
Indirect illumination provides clear read- 
ability for night driving, it is seid. 


IGNITION SWITCH—P & G “No-Key” 
portable ignition switch, a pushbutton 
switch that attaches under the hood to 
start, run and stop automobile engines 








by the P & G Mfg. Co., 305 N. E. Russell 
St., Portland, Ore. The lightweight, flex- 
ible device features a single button con- 
trol. All ignition functions may be 
performed from any position while work- 
ing beside, over, or directly under the 
engine, it is claimed. This tool also locates 
blown fuses and broken circuits, 
electrical equipment, bypasses any switch 
and may be used with an ammeter for 
checking generators and voltage reg- 
ulators. 


JUMBO MIRRO R—Several important 
benefits are claimed for the improved KD 
71 West-Coast type Jumbo mirror assem- 
bly by K-D lamp Co., 1910 Elm St., 
Cincinnati 10, O. The added hinged arm, 
reinforced by inner tubing, folds inside 
fender and body line, without changing 
head-to-hinged-arm adjustment. Four two- 
piece telescoping arms provide in and 
ovt, forward and rear adjustments. KD 71 
has 6% by 16% inch replaceable silvered 
plate glass, gasketed and cushioned front 
and rear for weather and breakage pro- 
tection. Universal mounting . . . fits left 
or right side on oft trucks and tractors. 


BATTERY TESTER—Auto-Test, Inc., 600 
S. Michigan Ave., Chicago 5, Ill., has in- 
troduced a three-way portable battery 
tester designed to check all lead-acid type 
storage batteries. The unit features a 
colored dial with easily read dial plate 
information and adjustable test prods. The 
meter dial shows battery condition by: 
No-load, open circuit conditions with bat- 
tery in the car or on the bench; load 
method, using the vehicle starter and 
proper voltage regulator setting by special 


scale block. 
*” 


* 
Tow Strap 
Harry Buckles Co., Sikeston, Mo., 
has introduced a nylon tow strap 
that is said to take the place of the 
tow chain or cable. The strap 


without ignition keys, is being marketed | 


checks | 


weighs one pound, two ounces, and 
is eight feet long. Small enough to 
store in the glove compartment, the 
strap is said to have working load 
of 5,500 pounds. 

= 


SPARK ANALYZER—Development of a) 


versatile and low-cost spork analyzer has 





been announced by the Fox Valley Instru- 


FINISHING DEPARTMENT—The durable 
finish that characterizes factory-painted 
| cars is said to be achieved by auto body 
| repair and finishing jobs with the “ 
| through finishing department’’ announced 
| by Binks Mfg. Co., 3122 Carroll Ave. 
| Chicago 12, Ill. The outfit consists of the 
complete facilities necessory to produce 
up to eight finishing jobs a day. Cutaway 
view of the finishing unit containing a 
dry-type booth ond infra-red drying oven. 
| Factory quality, dust-free finishes are 
|said to be insured by the unit's filter 
system. 


drive- 


| ment Co., Cheboygan, Mich. Operated on | 
| the same basic principle as an engine 


analyzer, the unit functions on all battery | 


and magneto ignition systems, 


it is said. The unit also detects 


an individual cylinder. 
Mt iil 


REFLECTIVE LIQUID—A reflective liquid 
which makes objects brightly visible at 
night when seen from behind headlights 
cr a flashlight has been marketed by 


Minnesota Mining and Mfg. Co., Dept.) 


R8-50, St. Paul, Minn. Called “Relecto- 
Lite," it can be brushed on objects which 
have a rough or porous surface. It re- 
mains unseen and does not glow unless 
the viewer sees it from behind a light. 
During the day it looks like ordinary groy 
point. 


permitting | 
| the mechanic to detect bad plugs quickly 
without removing them from the engine, | 
bad | 
valves or other troubles connected with | 





FRAME TOOL—An automobile frome 
and body repair tool that is said to pull 
pushed-in metal back into place, is avoil- 
able from Frabo Super-Jack Co., Box 506, 
| Dept. 7, Cincinnati 44, O. Known as the 
| Frabo Super-Jock, the device operotes 
from any angle, pulling damaged metol 
|} out the way it was pushed in—moking 
| repairs here-to-fore considered impossible, 
| it is claimed. The tool also straightens 
bent frames. Developed and tested by oa 
| body shop repairman, the Frabo Super- 
| Jack is said to multiply the strength of 
10, 20 and 30-ton hydraulic portable 
power units many times. 

o * * 


Electric-Powered Buffer 


An electric-powered buffing tool, 
| No. 5235, is designed to reduce 
labor time and cost in tire repair, 
according to Dill Mfg. Co., 700 E. 
| Eighty-second St., Cleveland 3, O. 
It fits easily inside tire casings, 
thoroughly cleans and roughens the 
surface to be repaired, Dill said. 





CABINET—Akro-Mils, Inc., 820 E. Market 
St., Akron 9, O., has marketed a cabinet 


| for tiny parts storage. The Haz-bin, JR-J2 
| series cabinets feature a molded plastic 


CLEARANCE LIGHT—Designed to add a 
decorative touch to both mobile home and 
truck exteriors, a flat clearance light by 
Auto Lamp Mfg. Co., 2909 Indiana Ave., 
Chicago 16, Ill., features a long flat oval 
lens in a bright finished metal housing. 
Its slightly curved triangular frame is 
punched for three-hole mounting. The 
plastic lens, four inches long, is said to 
give extra visibility as marker or clear- 
ance lamp, and is available in red or 
amber. The light, listed as No. 662, comes 
with bulb for six or 12-volt systems. 


one-piece, four-compartment drawer. Com- 
partments have cash register type bottom 
so parts too small to pick up with the 
fingers can be easily rolled out. Drawers 
are molded of styrene and are crystal 
clear. Drawers have safety stops to pre- 
vent accidental spilling and _ press-on 
labels to facilitate indexing of contents. 
JL-2 Series have the same type of draw- 
ers but they come with plastic lids so 
contents are kept moistureproof, dustproof, 
and free of contamination, is is said. 
Cabinets. are available with 32, 48, 64, 
96 or 128 drawers and have 128 to 512 
permanently molded compartments. 





| 


NA“ 
OL! 
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- in this area. New car operators reported up, $1,375; Fiat 2-dr., $1,035; Volks- 

better sales on new cars last = still | B kd wagen 2-dr., $1,550. 
many are buying used cars on open 
U d ar Aucti p s, market to bolster their —, ~ inven- Mode a rea own SEATTLE 
-( ion rices tories. Sold 116 cars out of 147 offerings. 
se BUICK—’57 Century Riviera, $2,070* (ps) ; Of Auction Averages South Seattle Auto Auction, Sale every 
conv., $1,900* (ps). °56 Century 2-dr., March, Wednesday. Prices are for sale of March 
$1,300* (ps). °55 Super Riviera, $1,025* 1958 Feb., Jan., 12, 
; ‘fe = a8 3). erie a ecnn ‘ Special esse: Model To Date 1958 1958 an — _— -— hen « - Se a ate 
(Continued from Page 26) g . eo pecial conv., ; J —'55 Century Sport coupe, ‘ 
4-dr., $560*; Century Riviera, $690*. ’53 1958.............. $2,789 $2,828 $2,946 (ps). '54 RM Sport coupe, $890* (ps). 
terey club coupe, $450*, $205. °52; MERCURY—'56 Custom 4-dr., $890. '55 Special 4-dr., $440*; 2-dr., $360, $320*;| 19957.............. 1,667 1,691 1,728 ’53 RM Sport coupe, $350* (ps). 

tom 2-dr., $205. °51 4-dr., $240. Monterey 2-dr., $710. ’53 2-dr., $325. Riviera, $350; Super 4-dr., $400*; RM| 1956.............. 1,182 1,171 1,161 | CADILLAC —'56 sedan de Ville, $2,885* 

NA*H—'53 Ambassador club coupe, $240*. OLDSMOBILE — ’56 (88) 2-dr., $1,485*. 4-dr., $370* (ps). 1955 900 891 900 (ps). "55 (62) coupe, $2,000* (ps). °52 
OL!) SMOBILE —'57 (88) Holiday, $1,735*. "55 (88) 4-dr., $1,305, $995*. °53 (88) | CADILLAC—’55 (62) coupe, $1,870* (ps). | 26M errrrrrereers conv., $765*, °49 4-dr., $320*, '47 4-dr., 
(98) Hardtop, $1,490* (ps); (88) 2-dr., $535°; 4-dr., $485*, "52 (88) 4-dr., 54 coupe de Ville, $1,855* (ps). "53 (62)| 1954.............. 609 590 604 $135°*. 

r.. $1,105*. '55 (98) Holiday, $1,250° $305* (ps). 4-dr., $1,000* (ps). '51 (62) coupe, $375*; | 1953.............. 371 357 367 | CHEVROLET—’'58 Brookwood station wag- 
ys): 4-dr., $1,035* (ps); (88) club| PACKARD—’52 Clipper 4-dr., $115. 4-dr., $620*, °50 4-dr., $390*. 1952 246 230 236 on, $2,570*, '57 Two-ten station wagon, 
coupe, $1,055°. °54 (98) 4-dr., $600*°| PLYMOUTH—’57 Fury (8) 2-dr., $1,775*. | CHEVROLET—’57 Bel Air (8) 4-dr., $1,- DA oo eee veseveres 2 $2,000*, $1,480; Sport coupe, $1,750, 
(ps), 53 (88) 4-dr., $130°. 55 Plaza 2-dr., $540. '54 Savoy 2-dr., 600* (ps); Two-ten 2-dr., $1,280. '56| 1961.............. 185 183 170 Bel Air 4-dr., $1,795* (ps), $1,785* (ps), 

PAC KARD—’56 Clipper 4-dr., $775*. | _ $470. ’52 2-dr., $330. Two-ten (6) 4-dr., $950, $935, 2 at $925, Overall cxemmamee $1,775* (ps), $1,765* (ps), $1,750*. °56 
2 PLY MOUTH—’ 57 Belvedere (8) conv., $1,- | PONTIAC—’5S4 Chieftain 2-dr., $405*. °52 $910; 2-dr., 2 at $900, $885; One-fifty Ave e $ 994 $ 993 $1,014 Two-ten 4-dr. Hardtop, $1,575*; station 
rd 640*, '56 Savoy (8) 4-dr., $965*, $880*;| 4-dr., $170. 2-dr., $790. '55 Bel Air (8) 4-dr., $890; rage , wagon, $1,550*; 4-dr., $1,330*, $1,210, 
Piaza (8) 2-dr., $885*. ‘55 Belvedere} RAMBLER—’52 2-dr., $230. Two-ten 4-dr., $850*; 2-dr., $740*; Del- $1,090; One-fifty 4-dr., $1,050, $1,025. 
4-dr., $665*; Belvedere (8) club| MISCELLANEOUS—’56 Ford %-ton pick- ray coupe, $720; One-fifty 4-dr., $620. sll nacelle hl a ’55 Bel Air Sport coupe, $1,195*, $1,180*; 
coupe, $655*. '54 Belvedere 4-dr., $415*;| up, $880. ’55 Studebaker %-ton pickup,| ‘54 Bel Air 4-dr., $650*; 2-dr., $600;| MERCURY— '54 Monterey conv., $725 Two-ten station wagon, $1,255*; 4-dr., 
Savoy 2-dr., $330. $455. °54 Ford %-ton pickup, $555, ’53 Two-ten 4-dr., $560. '53 Two-ten 4-dr., (ps). ‘53 Monterey 4-dr., $470*. $990, $790. '53 Bel Air 4-dr., $620*; sta- 
PON rrIAc '57 Chieftain 9-pass. station Chevrolet %-ton pickup, $405. °52 GMC $440; 2-dr., $330; Bel Air 4-dr., $330*, | OLDSMOBILE—’56 (98) Holiday, $1,750*, tion wagon, $615. 52 4-dr., $345, '51 sta- 
wagon, $1,975*; 4-dr., $1,650°. 56 Chief- | %-ton pickup, $530. $300. '52 2-dr., $260. $1,600* (ps); 4-dr., $1,630*; (88) Holi- tion wagon, $420; 2-dr., $295; 4-dr., $250. 
tain Hardtop, $1,065* (ps); club coupe, | CHRYSLER—’55 NY 4-dr., $975*. day, $1,550°. °55 (98) 4-dr., $1,050*° ’50 station wagon, $320; 4-dr., $160; 2- 
$1.025* (ps); 4-dr., $950°. '55 Chieftain ALBANY DeSOTO—’ 56 Firedome coupe, $1,340*. '52 (ps). °53 (88) Super 4-dr., $425; (88)/ dr., $125, $100. '49 2-dr., $100. 
Hardtop, $725*. °53 Chieftain 2-dr., $220. 7" . » Deal acute Aust eat nena one $240* — $1,320° 5 4-dr., $350*. '52 4-dr., $300*. ag om NY St. wea a 
52 4-dr 200°. | im Anspac ealer’s Auto Auction. Sale i1E—’ Coronet 4-dr., 020°, °SE > , “e" 7EOKe (ps), ,805 (ps), °55 Jindsor -dr., 
RAMBLER O OT Cross Country, $1,700*. | every Monday. Prices are for sale of March Coronet 2-dr., $780. °54 Royal 4-dr., . Ay - Ciseer San sae" oreo", $1,285* (ps). 
rable STU DEBAKER—’'53 Champion 4-dr., $140. | 10. $530*. '53 Coronet 4-dr., $350. PLYMOUTH ‘57 Belved a 8 4 i 7 DODGE—’56 Royal (8) 4-dr., $1,180* ‘55 
vinted MISCELLANEOUS — ’57 Hillman Huskie, | For the third straight week at my auc- | EDSEL—’'58 Corsair 4-dr., $2,525*. coos ae Bet paren i ») “Sn iset: Royal Lancer Sport coupe, $1,125*; 4-dr., 
$1,000; Isetta 300, $375; Skoda 2-dr.,| tion here today the car market surged | FORD —’58 Country sedan, $2,390*. ‘57 . vedere (2) = s-cr., ae ae $975*. 53 Coronet coupe, $345*. 
body $750, °56 Volkswagen sedan, $1,125. '55| ahead. Higher prices were paid for low Custom (8) 300 4-dr., $1,535*; 2-dr., Belvedere (6) 2-dr., $925; Plaza (6) <-| FORD—'57 Thunderbird, $2,505*; Country 
drive. Ford %-ton pickup, $650, $475. '54 Chev-| mileage ready to sell units. Buyers from $1,050*. "56 Country sedan, $1,420*, $1,- Ss $710. '55 Belvedere (8) coupe, $925*; sedan, $1,900, $1,755, $1,750; Fairlane 
unced rolet %-ton pickup, $230. "53 Chevrolet| far and near attended. 290; Fairlane (8) Victoria, $1,300*; Cus- laza pt Bem wagon, $$ 00. 54 Savoy! sport coupe, $1,705*; 2-dr., $1,680°. '56 
%-ton stake, $310. Car buying is perking up, the reason tom Ranch Wagon, $1,030; 2-dr., $1,000*, 4-dr., $480; club sedan, $430; Belvedere! Thunderbird, $2,240* (ps); Ranch Wagon, 
Ave., 7 | being natural replacements, better weather $975. '55 Fairlane (8) 2-dr., $1,020*, $1,- 4-dr., $460°. $1,460*, $1,390*; Custom 4-dr., $1,040, 
f the y _ NT I and the increasing concern with factory 010*; 4-dr., $975; Custom (8) 2-dr.,| PONTIAC—'55 Star Chief Catalina, §$1,- $1,035, $1,020; 2-dr., $895. °55 Country 
oduce WAREHOUSE POI ’ CONN. | settiement with labor. $790°. °54 Crest conv., $700°; 4-dr., 155* (ps); Chieftain Catalina, $880* sedan, $1,295*; Victoria, $1,190*; 4-dr., 
Southern Auto Sales, Inc, Sale every Car receipts for my first two sales in $650; Custom 4-dr., $450; 2-dr., $450; (ps). ‘53 Chieftain conv., $500; 4-dr., $930, $795. '54 Ranch Wagon, $595; 4- 
away Thursday. Prices are for sale of March 13.| March refiect a shortage of 124 cars, Main 4-dr., $390, $375. '53 Main (8) 2- $430*, $280* (ps). '52 2-dr., $145. |} dr., $490. "53 club coupe, $375, $360. '52 
ng a The market showed a marked improve- neighboring auctions report slashed re- dr.. $370; Custom (8) Ranch Wagon, | STUDEBAKER — ‘53 Commander coupe,| 4-<dr., $250. "51 4-dr., $210*. "50 2-dr., 
oven ment brought about by several factors, ceipts as against 1957. These facts prove $320; 4-dr., $250. °52 Main 2-dr., $270. $220*. '52 Champion coupe, $150*. $135, '49 2-dr., $175. 
: namely: good weather, cleaner cars and | an alarming shortage of good used cars "51 2-dr., $200. MISCELLANEOUS—’'58 Ford %-ton pick- (Continued on Page 30, Col, 3) 
ae an increase in new and used car business. | 
filter BUICK—’57 Special Hardtop, $1,825* (ps). 


‘5S Super Hardtop, $1,100* (ps), $770.) 

'54 RM conv., $765*. °53 Special Hard-| 

top, $540*°, $420°; Super Hardtop, $475* | 

(ps); conv.. $390°; 4-dr., $300° (ps); 

+ a RM 4-dr., $425° (ps), $225° (ps). ‘52 
Super 4-dr., $285*; RM Hardtop, $175*. 
CADILLAC—'57 (62) coupe de Ville, $3,- 

625* (ps), $3,525° (ps). "56 (62) coupe, 

2.560° (ps); conv., $§2,400°. ‘53 (62)/| 

conv., $825°*; 4-dr., $535°. "52 (60) Spe- 

cial 4-dr., $1,200°. ‘51 conv., $525°, | 

$405°. "50 4-dr., $405°. | 
CHEVROLET—'57 Two-ten station wagon, 

2 at $1,700*, $1,650; Bel Air (8) 4-dr., 

$1,660* (ps). "56 Two-ten 4-dr., $1,050, | 

$1,050*, $925, $875, $705; One-fifty (6) 

4-dr.. $800°. °55 Bel Air 4-dr., $980, 

$910; Two-ten 2-dr., $760. ‘54 Bel Air} 

4-dr., $710, $650; conv., $680°. ‘53 Bel| 

' Air 4-dr., $485; Two-ten 4-dr., $450, $330. | 


| '52 club coupe, $285. °51 station wagon, | 
$200; 4-dr., $160, $135, $120°. "50 2-dr., 
$175. 


CHRYSLER—'54 NY Hardtop, $885*. ‘53 
NY club coupe, $335°. ‘52 Saratoga 4-dr., 


rome $275 
DesoTo ‘53 Powermaster sedan, $375°, 
| pull $365*, $250° 
2vail- DODGE—'53 Meadowbrook 4-dr., $410; 2- 
506 dr.. $160; Coronet 4-dr., $265, $230°. 
’ FORD—'57 Custom 300 Country sedan, $1,- 
s the 700°: Ranch Wagon, $1,360°. ‘56 Fair- 
rotes lane (8) conv., $1,300°, $1,200°, $1,000; 
Custom Country sedan, $1,230° (ps); 
metal 4-dr., $1,040*, $970, $925, $910°; Main 
aking station wagon, $1,040°. °55 Custom 
sible Ranch Wagon, $830; Main 2-dr., $550. 
. ‘54 Custom 4-dr.. $515*°, $460; Main 2- 
htens dr., $420, $405. '53 station wagon, $615°*, 
by a $575; 4-dr., $440°, $400°, $275°; 2-dr.. 
y per- 225. ‘52 4-dr., $345, $245. "51 2-dr., 2) 
at $160, $120. 
h of HUDSON —'55 Hornet Hardtop, $725°. 
table LINCOLN—'53 Capri 2-dr., $360°; Cosmo- 
politan 4-dr., $275° (ps). 
MERCURY ‘56 Custom station wagon, 


$1,350°. "56 Monterey sport coupe, §$1,- 
275°; Medalist 4-dr. Hardtop, $1,180. '54 
Monterey conv., $625*. 
NASH—'55 Statesman 4-dr., $475. 
tool, OLDSMOBILE 'S6 (98) conv., $1,750° 
ice (ps): (88) Hardtop. $1,190. "55 (88) 4- 
yair dr., $1,225° (ps), $1.210°. "54 (88) Hard- 
. top, $825°. ‘53 (S88) 4-dr $640°. ‘51 
) E. 2-dr., $200°; Hardtop, $105°*. 
. & PLYMOUTH—'56 Plaza 2-dr.. $875. ‘55 
ngs, Belvedere conv., $860°. ‘54 Belvedere 
conv., $465°; Savoy 2-dr.. $375. "53 Cam- 
the bridge 4-dr., $400. "52 Cambridge 2-dr., 
aid. $280 
PONTIAC—56 Star Chief 4-dr. Hardtop, 
$1,435*° (ps). "56 Chieftain 4-dr., $1,250°, 
"53 Chieftain Hardtop, $500°, $380°, 
$270°. ‘52 Chieftain 2-dr.. $140*, $135°. 
STUDEBAKER ‘55 Champion station 
wagon, $630 ‘53 Champion Hardtop, | 
275. "51 2-dr., $100° 
WILLYS—'53 2-dr., $170. 


MISCELLANEOUS—'57 Volkswagen 2-dr., z 
$1,350. ‘56 Ford %-ton pickup, $650. 55 | 





Volkswagen conv., $970; 2-dr.. $950. °54/ 

Chevrolet %-ton pickup, $340; Ford \- 

up, $175. "48" Federal Dump Truck, $500. | Socony Mobil can help boost your 
DANVILLE, VA. ° e 

Danville Auto Auction, Sale every Wed-| service absorption in many important ways! 


nesday. Prices are for sale of March 12. 

Retail business still sluggish and slow, 
however, some sunshine days now will 
put things in motion in this part of the 


country. . 
BUICK —'56 Special 2-dr., $1,275*, °55 How much of your overhead does your service department pay for? 
Special 2-dr., $895; 4-dr., $785*. ’ i i F : 
Gentuny ae” Qhae?! te nk c= ssane| Socony Mobil can help you increase that amount. Here’s how: 
(ps), '52 Super 2-dr., $245°. 2 : : 
CADILLAC—'56 (62) '4-dr., $1,555* (ps). We can advise you how to set up and operate an efficient lubrica- 
55 (62) 4-dr.. $2,025* (ps); 2-dr., $1,-| ° . . : 
755°. tion department. Sometimes a simple change can speed up job turn- 


CHEVROLET—'57 (8) 4-dr. station wagon, ; 
$1,795* (ps); Bel Air (8) 4-dr., $1,630°: over .. . increase volume. 


I 
! 
| 
! 
| 
| 
Two-ten (6) 2-dr. 1,10 ° ® i 

rket (8) 2dr... $1,285;" ‘Two-ten adr. $908, We’re ready to give you the benefit of years of merchandising ex- cae ~ Be ee mr aaall 
| 
| 
! 
| 
| 
| 
| 





Here’s why it's good business 
to do business with Socony Mobil 


® You get America’s top sellers . .. Mobilgas, 
Mobiloil, Mobiloil Special! 


inet $895, $885, 2 at $810, $800, $760; 4-dr., ; . : x san nf 

pj? $955, $930, $905, $805, °6 Bel Air 4-ar., perience . . . suggest sales tips . . . give you vital retailing information 
7 $835; 2-dr., a : o-ten 4-dr., | 

sstic $815; 2-dr., $790, $630. "54 Bel a oa that can change labor and parts sales figures from red to black. 

om- 90; 2-dr., $495; Two-ten 2-dr., $540; : m 2 oe 

8 Sete” Se eane ete. 88 2e-. see. And, of course, there’s our lubrication training program. We'll in- 

the pena tot, = $355, $310; 2-dr,, | $250°. struct your men on the most up-to-date equipment . . . show them 

* —’ Sustom 4-dr., $175. ° ° : 

~ DODGE—'57 Royal (8) 4-dr., $1,750*, °53 proper lubrication techniques on the make of car you sell. 

sta Coronet 4-dr., $325*. 

pre- FORD—’'57 Fairlane Victoria, $1,665*; 4- 

08 dr., $1,590*, $1,570*, $1,560*, $1,505; | 


® You get expert on-the-job training for your 
personnel. 





® You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 





Custom 4-dr., $1,390*; 2-dr., $1,125, °56 
nts. Country sedan, $1,185; Fairlane 2-dr., 


aw- $1,275*, $1,185*, $1,155, $965, $935; 4- ’ i 
» ar, 61080? (ps); Geren een dete Another reason you’re Miles Ahead with Mobil 
f $865, $855, $805, $790°. '55 Fairlane 4- 
oof, dr., $865*; 2-dr., $905, $810; Custom 
id. *e.., See, Snes, A $725*. '54 Cus- , 
4, m 2-dr., 5, 10, $455. °53 Custom 
512 oe. sn00. $310; 2-dr., $360, '52 Custom SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 
HUDSON—’54 Hornet 2-dr., $260*,. '53 Jet 
4-dr,, $305. 








“The Yellow Pages brought us about 
240 new car customers last year” 


says JOHN MUZI, President, 
MUZI MOTORS, INC., Needham, Mass. 


“The Yellow Pages keep our name in front of the buying public 
24 hours a day, and last year helped us sell 240 automobiles, about 
30% of our total business,” says Mr. Muzi. 


Muzi Motors has been using Yellow Pages advertising with great 
success ever since 1931 when their Chrysler-Plymouth dealership 
was established. 


The Yellow Pages of your telephone directory take your business 
right into the homes of your good prospects. Why not call your 
telephone business office today for more facts on how the Yellow 
Pages can bring you more business? 


eesT SERVICE IN TOWN 
CHRYSLER - PLYMOUTH 
and WILLYS JEEP 





MUZI MOTORS advertises under Auto 
Agencies & Dealers, Auto Bodies 
and Truck Agencies & Dealers. 
Prospects come from a 50 mile radius. 


YELLOW PAGES DISPLAY ADS ('4-page ad 
shown reduced) and listings in 4 
telephone directories are an import- 
ant part of Muzi’s advertising plan. 


SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65%) 


We “~ to increase your service absorption figures and fill your shop with customer- 
eliminate non-productive and unapplied time 
your oi 
For as little as $70.00 up 
program that will do this—or it costs you 
tell you how to correct them . 
service manager of details, so that he can think . . é 
- so that they can have 8 hours a day to sell . 
. .. and get away from single-item repair orders 
i es monthly service volume is $7,000 or more, and you do not have a service desk 
. we promise some new slants—without 


per month, we can install a complete service production 

noth We will analyze your problems and 
can the entire service personnel 
free service salesmen of doing 
. eliminate duplicate handling 


tower control, write us and hear our story . 
obligation, of course. 


Flash-A-Call Service Contro 


Avenve 
Dept. AN-180, 10, Chicas 8, i. 


py ES ae a) 
laa 


TESS EE 


SERVICE STEEL 


Eee Race a, 


STAINLESS PIPE 


DETROIT, STAINLESS FITTINGS 


an CeoiG ll ai) Mi ROL ae COMPANY 


COLD DRAWN BUTT WELDED 
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Used-Car Auction Prices 


(Continued from Page 29) 





HUDSON—’57 Hornet 4-dr., $1,555° (ps). 


’54 Hornet 4-dr., $550*. 53 Wasp 4-dr., 
$290°*. 
KAISER —’53 Manhattan 4-dr., $255*, 
$250*. 


MERCURY—’56 Custom Sport coupe, $1,- 


385°. °55 Montclair Sport coupe, $1,400*, 
$1,325*; 4-dr., $1,135*, $770*. '54 Mon- 
terey Sport coupe, $920*; 4-dr., $870*, 
$710; Sun Valley, $780*, ’51 4-dr., $180. 


OLDSMOBILE —'56 (98) 4-dr. Hardtop, 


$1,765* (ps); (88) 2-dr., $1,115*. ‘55 
(88) 4-dr, Hardtop, $1,285*, $1,280*. '51 
Sport coupe, $200*. 


PLYMOUTH — '57 Belvedere (8) Sport 


coupe, $1,720. 56 Belvedere Sport coupe, 
$1,515* (ps), $1,350*; Suburban, $1,245, 
$1,240, $1,150. °55 Belvedere 2-dr., $1,- 
005*, $945*. '54 Suburban, $640; Belve- 
dere 2-dr., $510*, $395. ‘53 Suburban, 
$565. °52 station wagon, $260; 4-dr., 
$240. '51 Sport coupe, $240, $235, $205. 


PON TIA C—’5S4 Chieftain 4-dr., $620°*, 


60*. 


RAMBLER—’56 4-dr., $1,180*. °55 station 


wagon, $1,050*. 


STUDEBAKER — '56 Flight Hawk 2-dr., 


$995*. '52 4-dr., $185. 


WILLYS—’ 52 2- dr., $200. 
MISCELLANEOUS — '57 Chevrolet %-ton 


pickup, $925. °56 Volkswagen 2-dr., $1,- 
100. ’55 Ford %-ton pickup, $900, $795; 
Volkswagen 2-dr., $1,220. "50 GMC %- 
ton pickup, $290. 


DYER, IND. 


Dyer Auto Auction, Sale every Friday. 


Prices are for sale of March 14. 


Prices appear to be directly associated 
with the weather. Both are improving. 
Sold 218 cars out of 327 offerings. 


BUICK—’55 Super Riviera, $925* (ps). "54 


Century Riviera, $700; Special Riviera, 
$510*. °53 Special Riviera. $350*; 
4-dr., $335° (ps). "52 Special 4-dr., $140°. 


CADILLAC—'56 (60) Special 4-dr., $2,250° 


(ps). "52 coupe de Ville, $655° (ps). 


CHEVROLET ‘56 Bel Air (8) coupe, $1,- 


255° (ps); 4-dr., $1,400°; 2-dr., $1,055°; 
Two-ten 4-dr., $905; 2-dr.. $920. '55 Bel 
Air 2-dr., $940, $700°; 4-dr., $895°. ‘54 
Bel Air station wagon, $795; Two-ten 
4-dr., $570°. °53 Bel Air 2-dr., $420°; 
4-dr., $245; One-fifty 4-dr., $200. "52 Bel 
Air coupe, $345*; 2-dr., $240°, '49 2-dr., 
$135. 


CHRYSLER—’53 Windsor 2-dr., $270*; NY 


2-dr., $285° (ps). 


DODGE—'56 Coronet coupe, $1,035* (ps). 


‘55 Coronet 2-dr., $610°. '53 4-dr., 2 at 
$305, $135; 2-dr., $250, $200. 

FORD—’58 Thunderbird, $3,885* (ps). °57 
Fairlane (8) 500 conv., $1,635°; 4-dr., 
$1,465*; Victoria, $1,405; Country sedan, 
$1,595*; Custom 4-dr., $1,300°. '56 Fair- 
lane (8) conv., $1,240°, $1,225, $1,120, 
$1,115° (ps); Victoria, $950°; Custom 
Victoria, $935°; 2-dr., $820. 55 Fairlane 
2-dr., $615°. 


HUDSON—'55 Hornet 4-dr., $550*° 
KAISER—'53 Manhattan 4-dr.. $155*. ‘52 


Manhattan 4-dr., $140. 


LINCOLN — ‘5ST Premiere coupe, $2,725* 


(ps). "53 Capri coupe, $350° (ps). 


MESRCURY—'55 Montclair coupe, $850°; 


4-dv., 9500°. ‘54 Custom 2-dr.. $510°; 
Monterey coupe, $650°, $560; 2-dr.. $415. 
"53 4-dr.. $160. "52 coupe, $275°. 


NASH—'53 4-dr.. $295, $285; coupe, $165°. 
OLDSMOBILE—'55 (98) Holiday, $1,130* 


(ps). °54 (88) Holiday, $880*°, $845°. 
$905; 2-dr.. $760*. '53 (88) 4-dr., $380°. 
"51 4-dr.. $235°; Holiday, $195°. 


PACKARD—'55 4-dr.. $700° (ps). "4 2- 


dr.. $270° 


PLYMOUTH — '56 Plaza 2-dr., $705. ‘55 


Savoy 4-dr., $405; station wagon, $585°. 
"52 coupe, $105. ‘50 2-dr., $105. 


PONTIAC—'56 Star Chief Catalina, $1,- 


215°. ‘55 Star Chief Catalina, $940. 
$925°; Chieftain 2-dr., $700; 4-dr., $700°. 
"54 Catalina, $510. °53 Catalina, $380°. 


RAMBLER—’57 station wagon, $1,650°. 


‘56 station wagon, $935°. ‘55 station 
wagon, $830. ‘51 coupe, $125. 


STUDEBAKER—’'53 Champion 4-dr., $300°; 


coupe, $475°. "52 4-dr., $145°. 


WILLYS—’53 station wagon, $375°. 
MISCELLANEOUS—'55 Volkswagen bus, | 
$820. ‘53 Studebaker ‘%-ton pickup, | 


$340°. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction. Sale every 


Friday. Prices are for sale of March 14. 


Had a red hot sale today. Plenty of 
clean cars to choose from bringing pre- 
mium prices. 


BUICK—’57 Special Hardtop, $1,860*°, $1,- 


810°. ‘55 Super 4-dr., $980° (ps). "53 
2-dr.. $390°. 


CHEVROLET—'58 Bel Air Hardtop, $2,- 


285°; Delray 4-dr., $1,740. ‘57 Bel Air 
4-dr., $1,500° ; Hardtop, $1,500; Two-ten 
4-dr., $1,430°. °56 4-dr. station wagon, 
$1,345*; Bel Air 4-dr., $1,130*; Two-ten 
4-dr., $1,050: 2-dr.. $795; One-fifty 2-dr., 
$670*. '55 Bel Air Sport coupe, $890*; 
Hardtop, $795*; 2-dr., $705; 4-dr., $725; 
One-fifty 4-dr., $600; 2-dr., $375°. ‘54 
Two-ten 4-dr., $450. °53 Two-ten 4-dr., 
$300°; Bel Air 2-dr., $280. °'52 2-dr., 
$300*: 4-dr., $250*. 

CHRYSLER—'51 4-dr., $122*. 
DeSOTO—'56 Firedome 4-dr., $1,290, $1,- 
250°. 


DODGE—’'53 4-dr., $165*. '52 4-dr., $255. 
FORD—'58 Country sedan, $2,290*; Cus- 


tom 4-dr., $1,800. '57 Fairlane 500 Hard- 
top, $1,625* (ps). $1,555*; 4-dr., $1,550°, 
$1,500* (ps); station wagon, $1,615*; 
Custom 300 2-dr., $1,025. '56 Fairlane 
Victoria, $1,175*; 4-dr., $870*; Custom 
Victoria, $825. 55 Fairlane 2-dr., $885*, 
$850° (ps); Custom 4-dr., $850. °54 Cus- 
tom 2-dr., $595, $525; Ranch Wagon. 
$590; Main 2-dr., $490. '53 4-dr., $325; 
2-dr., $300°. °51 4-dr., $255. 


MERCURY—’55 Monterey 4-dr., $760*, '53 


2-dr.. $300*. ’51 2-dr., $210* $150. 


OLDSMOBILE—'56 (88) Super 2-dr., $1,- 


450°; (88) Hardtop, $1,290°. '54 4-dr.. 
$400. '53 coupe, $505* (ps); 4-dr., $345*. 
"49 2-dr., $205°. 


PLYMOUTH—'57 Belvedere 4-dr., $1,535*; 


Savoy 4-dr., $1,120*. '56 Belvedere 2-dr., 
$1,125*; 4-dr., $1,050*° ‘'55 Belvedere 
coupe, $900*; ‘4-dr., $575*; 2-dr., $490. 
"53 2-dr., $320, °52 '2-dr. $225°. 


PONTIAC—’58 Chieftain 4-dr., $2,375*, °56 


Chieftain 4-dr., $925*; 2-dr., $700. °55 
Chieftain 4-dr., $800°. "54 Chieftain 
coupe, $505*; 4-dr.. $450°. °53 4-dr., 
$340* $325°. 


MISCELLANEOUS—’58 English Ford, $1,- 


150. ’57 Chevrolet pickup, $1,150; Volks- 
wagen sedan, $1,450. °56 Ford %-ton 





. '54 Ford pickup, $425. 
*50 Chevrolet pickup, 
49 Chevrolet pickup, $150. 


EBENSBURG, PA. 


aumeemny. Prices are for sale of March 13. 


Clean offerings are bringing top dollar 
and plenty of eager buyers. Sold 68 cars 
out of 76 consignments. 

sic '56 Super Hardtop, $1,300* 
’55 Special Riviera, $980*, 


Ford pickup, $350. 


CADILLAC—’53 coupe, 
CHEVROLET a? 


"56 Two-ten 4- 
"54 One- fifty wtiaty, oa oay 
$340, $215*. 


Two-ten 4- dr. 


’53 Windsor 3 
. sedan, $290°. °52 NY 4-dr., 
DODGE —’53 4-dr., ; 
—'57 Custom 4-dr., 
tom station wagon, $1,325* 
$730. °55 Country sedan, $1,000; Fairlane 
Custom 4-dr., 
"53 Custom 2-dr., 


MERCURY —'56 Monterey Hardtop, $1,- 

: "52 Statesman 4-dr., 

OLDSMOBILE—’53 (98) 4-dr., 
"51 (98) 4-dr., . "50 Hardtop. 


53 Clipper 4-dr., 


‘55 Savoy 2-dr., 
. "4 Plaza 2-dr., 
Cranbrook 4-dr., ' 
$250. "SO 2-dr. 


PLYMOUTH $605; Plaza 


PONTIAC—'53 4-dr., 

MISCELLANEOUS 
"53 Dodge cab and chassis, . 
GMC %-ton pickup, $280. '49 Studebaker 
\%-ton truck, $125. 


FARGO, N. D. 


Tri-State Auction Co., > 
Thursday. Prices are for sale of March 13. 
Seld 106 cars out of 191 offerings. 
BUICK—’'55 RM Riviera, $890° 
RM Riviera, 
$265. 51 Special 2-dr., 
CADILLAC—'55 


57 Isetta 2-dr., 


CHEVROLET—'57 Bel * 
; Two-ten Hardtop, $1,615*; 


"56 Two-ten 4-dr., 
station wagon, $860; 
"54 Two-ten 4-dr., 





$555. °51 4-dr., 
CHRYSLER—'56 Windsor 4-dr., 


Windsor 4-dr.. 
DeSOTO—'SO 4-dr., ; 
‘56 Lancer Hardtop, } 
Royal 4-dr., $830; Coronet Lancer, 9900°; 


FORD—'58 Fairlane (8) 500 4-dr.. , 

‘57 Fairlane 500 club sedan, $1,590° (pe). 
; Custom 4-dr., 
300. °56 Country sedan, 
Fairlane 4-dr., 
Wagon, $1,085, $960; 
070, $1,005, $1,000; 2-dr. 
. $860, $825°, 


$1,390; 2-dr., 


Custom 4-dr., 


$800. "55 2-dr.. 
. $755°, $715. 54 Custom 4-dr., 
. $655, $545". 

$600; Custom 4-dr., 
"52 Victoria, 


"53 Country 


MERCURY—'56 Montclair 


, $950. "55 station wagon, 


| NASH—'49 2-dr., 
| OLDSMOBILE—'56 club coupe, $1,- 
. "55 (88) Special 4-dr., 
"S54 (88) 4-dr., $700. "51 2-dr., 


PLYMOUTH—'56 Belvedere Hardtop, $1,- 


club sedan, $645. "54 Plaza 4-dr., 

"53 Savoy 4-dr., ’ 
PONTIAC—'55 Chieftain 4-dr., 
MISCELLANEOUS %-ton pick- 
. "54 Dodge 2-ton, $1,175, $690; 
Ford %-ton pickup, $455. ‘51 Ford F-6, 
‘49 Ford 1-ton, 
%-ton, $320. 





"47 Chevrolet 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of March 13. 

Seld 367 cars out of 534 consignments. 
BUICK—’58 Century Riviera, $2, 475° (ps). 

"56 Special station wagon, 
$1,230° (ps); 
. $1,360° (ps); 


era, $1,300°*, Super Riviera, 


RM Riviera, 


Riviera, $1,030*, 
: Century 4-dr. 
Super Riviera, 


$5,400° (ps); 


coupe de Ville, $3,720° 
; sedan de Ville, $3,580° (ps); 
sedan, $3,465° (ps), 
$3,370* (ps), 


"54 Special Riviera, ' $500°; 





CADILLAC—'58 (62) conv., 
coupe, $4,405* 
dr., $3,750° (ps); 


$3,305* (ps); 


$3,075* (ps). '56 (62) sedan 


$1,850* (ps); 
$1,785* (ps), 


55 (60) Special 4-dr., 
coupe, $1,800* (ps), 


coupe de Ville, $765° 


(ps). 
CHEVROLET—’58 Impala (8) coupe, §$2,- 
. 57 Bel Air (8) Sport 
$1,550° (ps); 
, $1,760° (ps); 


sedan, $1.800* (ps), 


$1, 375° $1,370; ws dr. 
‘Air (8) ‘Sport sedan, ‘$1, 395° 
Sport coupe, ; 
° $1,170", $1,090; Two-ten (8) 
Handyman, $1,245°*; 


. "SS Two-ten 
$710; station wagon, $960*; 2-dr., ° 
; Two-ten (6) 


Bel Air (6) 2-dr., 
. 54 Bel Air 
, $500; Two-ten 


Sport coupe, $1,025°*; 
$650*; One-fifty 2-dr., 
Sport coupe, $675*; . 
$495, $445; 4-dr., 











——se 


Air 2-dr., $350, '52 4-dr., $395*; 2-dp, 
$370°*. 

CHRYSLER—’56 NY 4-dr., $1,150* (pg), 
’55 Windsor 4-dr., $885*, $850 ot 
Windsor 4-dr. $425°. 

DeSOTO—’57 Fireflite Sportsman, ; ,195* 
(ps). °55 Fireflite 4-dr., $875*. 

D O D G E — '56 Coronet (8) 4-dr., $849*, 
$800*. '54 Coronet 2-dr., $365, $3.0. "3 
Meadowbrook 2-dr., $270, $210*; © crong 
4-dr., $205°. 

EDSEL—’58 Ranger 4-dr., $2,000*. 

FORD—'57 Retractable Hardtop, $2 15§*, 
Fairlane (8) 500 Victoria, $1,735" (pg), 
$1,650* (ps), $1,630°, $1,550*, $1,530" 
$1,425; 4-dr., $1,600* (ps), 2 at $1,500", 
$1,475*, $1,460°, $1,430°, $1,350". $1. 
340°; conv., $1,580*%; Custom (8) 4-dr, 
$1,370*, 2 at $1,340°, $1,315*; 2-dr., $1. 
040, '56 Thunderbird, $2,080* (ps); Coun. 
try sedan, $1,410*, $950; Fairlane (9) 
Victoria, $1,200* (ps), $1,200°, $1,175 
(ps), $1,160°, $1,080°; conv., £1,159" 
$1,090*; 4-dr,, $1,035*; 2-dr., $900*; Cus. 
tom 4-dr,, $985*, $890, $880: 2-dr $830: 
Main 2-dr., $825. '55 Fairlane (8) cony,, 
$995*, $715*; 4-dr., $880° (ps); 2-dr, 
$795*, $760°, $700°; Fairlane (6) cony,, 
$870*; Custom Ranch Wagon, $815; 2 
dr., $750°, $580, $575. "54 Crest 4-dr, 
$645*, $545°; Victoria, $525°; 2-dr.. 
$350*; Ranch Wagon, $515*. "53 Ranch 
Wagon, $475; Crest 4-dr., $400°; Custom 
2-dr., $290°, $255. 

HUDSON—’55 Custom Hornet 4-dr., $580*, 


$475*. 
IMPERIAL— 57 4-dr., $2,850° (ps) 
LINCOLN - "57 Premiere conv., $2,850 


(ps); Landau, $2,825* (ps); coupe » 
550° (ps). "55 Capri coupe, $1,215* (ps), 
*53 Capri conv., $325*. 

MERCURY—’57 Turnpike Cruiser cony,, 
$2,325* (ps); Montclair conv., $2,025* 
(ps). $2,020° (ps); 4-dr. Hardtop, §2. 
020° (ps); 4-dr. sedan, $1,810° (ps); 
Monterey coupe, $1,825*°. "56 Monterey 
station wagon, $1,500°; 4-dr., $1,120*, 
$1,100*; Montclair coupe, $1,465*° (ps), 
$1,275*, $1,270* (ps): Phaeton, $1,300*: 
Custom coupe, $1,260°. ‘55 Monterey 
coupe, $1,050°, $940°; 4-dr. $1,025°. 'h 
Monterey coupe, $495°; Custom 4-dr, 
$370. "53 Monterey coupe, $365. 

OLDSMOBILE—’'57 (88) Holiday, $2,245" 
(ps); (88) Holiday, $2,100° (ps), $2.- 
025* (ps), $2,020° (ps). "56 (98) Holiday, 
$1,525° (ps), $1.520° (ps); (88) Super 
4-dr., $1,270°. "55 (88) Super 4-dr. $i. 
185° (ps), $1,.170° (ps), 2 at $1,075" 
(ps); conmv., $1,125° (ps); Holiday. $1,- 
065* (ps), $1,040°; (88) Holiday, $1,- 
055° (ps), $1,050° (ps). "54 (98) 4-dr. 
$955° (ps); Holiday, $950° (ps); (88) 
4-dr., $725°. "53 4-dr., $545°, §460°. 

PACKARD —'57 Clipper 4-dr., $1,830° (ps). 
"55 coupe, $845° (ps). "53 4-dr.. $405* 

PLYMOUTH —'57 Savoy (8) 4-dr.. $1,500*; 
2-dr., $1,400°, $1,375*; Savoy (6) 2-dr. 
$1,380°. °56 Belvedere (8) 4-dr.. $1,140°, 
$885*; Savoy (8) 4-dr., $945, 2 at $900, 
$895, $885, $845; 2-dr. $875. "55 Belve- 
dere (8) 4-dr., $760; 2-dr., $750; Savoy 
2-dr., $580. 

PONTIAC—'57 Star Chief Catalina, $1,855" 
(ps), $1,840° (ps). "56 Chieftain Cata- 
lina, $1,240°, $1,045°. ‘55 Chieftain «4 
dr., $810°, $800° (ps). "54 Chieftain ¢ 
r., $540°, $520°. 

RAMBLER—'5S7 4-dr.. $1,350. ‘56 Crom 
Country, $1,.485°, $1,420° (ps), $1,280, 
$1,270° 


| MISCELLANEOUS—'57 Dodge %-ton pick- 


up, $1,195, $1,145; Volkswagen 2-dr., $1,- 
540, $1,500. "56 Studebaker %-ton pickup, 
75. 


OMAHA 


Richard Abel Aute Auction. Sale every 
Tuesday. Prices are for sale of March W. 
Partial list. 

BUICK—'57 Special Hardtop, 2 at $1,700°. 
‘S55 Super Hardtop, $925° (ps). "54 Spe- 
cial 4-dr., $745*; Riviera, $675° (ps) 

CADILLAC—'57 (60) Special 4-dr., $3,.800° 
(ps); coupe de Ville, $3,700° (pe); (62) 
4-dr.. $3,450° (ps), $3,165° (pe). ‘Ss 
sedan de Ville, $2,850° (ps); (62) coupe 
$2.550° (ps) 


*| CHEVROLET—'SS Impala Hardtop, $2.- 


550°. ‘57 Bel Air 4-dr.. $1,500°, $1,480*. 
"56 Bel Air 4-dr., $1,265°; One-fifty sta- 
tion wagon, $1,050. ‘55 One-fifty 4-dr., 
$555. ‘54 Bel Air 4-dr., $800°; station 
wagon, $675; Two-ten 2-dr., $425. ‘Ss 
Bel Air conv.. $550°, $§500°: Two-tes 
2-dr., $455. 


| FORD—'57 Fairlane Victoria, $1,570° (ps); 


4-dr., $1,505°; station wagon, $1,500 ‘Ss 
Fairlane Victoria, $1,075*; Custom 2-dr., 
$1,095. ‘55 Custom 4-dr.. $1,000°; 4-dr. 
$785. "54 Crest Victoria, $635°. "53 Vic 
toria, $600°; 4-dr., $385, $315*° 


| KAISER—'53 Manhattan 4-dr.. $225°. 


MERCURY - "55 Monterey 4-dr., $955*, 
$815°. ‘54 Custom 4-dr., §760°; 2-dr., 
$620°. 

NASH—'55 Statesman 2-dr., $870°*. 

OLDSMOBILE —'57 (88) Super Holiday, 
$2,165° (ps); (88) Holiday, $2,075* (ps), 
$1,800*, $1,775*°. ‘55 (88) Super Hardtop, 
$1,165°. "54 4-dr., $790° (ps). "52 4-dr., 
$280° 

PLYMOUTH—'55 Suburban station wagon, 
$1,375*; Savoy 4-dr.. $830°, $575. ‘M 
Savoy 4-dr., $430. ‘53 Cranbrook 4-dr., 
$350°, $275, $265. 

PONTIAC—'55 Star Chief sedan, $1,305*. 
"54 Star Chief 4-dr.. $525. 52 Catalina, 
$170. "51 4-dr., $190°. 

MISCELLANEOUS—'55 Ford %-ton pick- 
up, $845. ‘53 Ford F-100 pickup, $460. 
"52 Chevrolet \%-ton pickup, $495. 

* * - 


— Auctions in Brief — 


BORDENTOWN, N. J. 

National Auto Dealers Exchange. Sale 
every Wednesday (March 12). Growing. 
More buyers, more consignors now using 
N.A.D.E, than ever before. 364 cars were 
registered and 261 sold. High prices were 
reflected in the high percentage of sales. 

* * * 


MANHEIM, PA.—BEL AIR, MD. 

Manheim and Bel Air Auto Auction, Sale 
every Thursday and Friday (March 13 and 
14). Snow and more snow, The starting of 
the Manheim sale was delayed an hour and 
a half while snow was removed and cars 
were parked in order. Considering the 
travel and weather conditions, we had 4@ 
good sale. Sold 80 percent of 365 cars. 

7 * * 


JENISON, MICH. 

Grand Rapids Auction. Sale every Tues- 
day (March 11). Market very solid, De- 
mand strong for all makes and models that 
were average or better. Sold 105 out of 152 
offerings. 

* * * 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (March 13). Despite snow 
and cold weather today our market was 
very active. Prices were strong on all cars 
with 156 sales recorded from 217 cars con- 
signed. 
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Why these front-surface mirrors 
will appeal to your customers 





1 
ais 


E-Z-1© 3-WAY MIRROR Perfect vision for night driving 




















SOLD THROUGH NEW-CAR DEALERS ONLY. Now 


standard equipment on top-line Buick* models. 
With this amazing E-Z-I Mirror, headlights behind you are 








2dr. distinct—yet glare-free. You can judge more accurately how 

‘sam near the headlights are behind you. No guessing, no blinding! 

— Safer! It’s optically better because it’s a front-surface mirror— 

Cate you see only one image. 

12am ieestinaiiaestbe Not just two positions, but three! 

- 123 

7 (1) DAYTIME, you get a clear, soothing yellow-green image. 

ail (2) NIGHT IN CITY, you filter out low-beam headlight 

ni glare. 

‘spe (3) NIGHT ON HIGHWAY, you de-glare “brights” behind 

foe you. 

a a 

sta a CROMIR® OUTSIDE MIRROR 

. Perfect vision in clear or rainy weather 

sail SOLD THROUGH NEW-CAR DEALERS ONLY. 

ar. Cromir is an outside-mount, front-surface, chromium-alloy- 

_— type mirror. It provides clean, sharp, single images. No ghost- 

a ing! No blurred reflections! A Cromir gives you better day- 

lina night vision than ordinary back-surface mirrors. It’s clearer in 

a0 wet weather because moisture droplets run off, don’t cling. 
The mirror is guaranteed for as long as the first driver keeps 
the car. Available from manufacturers of outside mirrors. 

ving *Also available from Accessory Department. 

, 

ne of 

= LIBBEY-OWENS:-FORD 


a Great Name in Glaso 


LIBERTY MIRROR DIVISION © Brackenridge, Pennsylvania 
Turn in THE PERRY MASON SHOW, ‘Saturday Nights, CBS-TV Network 
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AUTOMOTIVE NEWS, MARCH 24, 1958 





Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


The nation’s top 100 advertisers 


spent $812,131,124 in magazine, net-| 


work television and Sunday maga- 
zine sections in 1957 — up from 
$754,274,612 in 1956 and $669,256,987 
in 1955, according to figures com- 
piled by Leading National Adver- 
tisers, Inc. Publishers Information | 
Bureau supplied the figures. 


Network television, got $445,- | 
962,685 of the 1957 expenditures, 
while magazines received $294,- 
050,689, and Sunday magazine 
sections, $72,387,750. 

Procter & Gamble again led the) 
list with an expenditure of $57,191,- 
511, with General Motors in second 
Place with $41,834,224. 

Chrysler Corp., which had been 
in fifth place the previous year, 
jumped into third place last year 
with an appropriation of $30,945,944, 
and Ford Motor Co., which placed 
seventh in 1956, jumped into fifth 
place in 1957 with an expenditure 
of $28,082,142. 

A breakdown of automotive firms 
showed GM using $23,946,832 of its 
$41,834,224 appropriation last year 
for general magazine advertising: 
$1,474,490 for farm magazines; $12,- 
733,437 for network television, and 
$3,679,465 for Sunday magazine 
sections. 

Chrysler Corp. spent $18,915,776 
for network television; $10,362,273 
for general magazine; $1,281,625 
for Sunday magazine sections, 
and $386,270 for farm magazines. 

Ford Motor $13,023,204 for net- 
work television; $11,867,425 for gen- 
eral magazines; $1,735,991 for Sun- 
day magazine supplements, and 
$1,455,522 for farm magazines. 

On an overall basis, GM's 
expenditures were down from $48,- 
091,798 in 1956 to $41,834,224 in 1957; 
Chrysler Corp. was up from $26,- 





*For year 1957 : 1,334,000 lines 


That’s right. National champions! And the Daily and Sunday Enquirers also rank 


| 923,885 


| contest that offers the winners two | 


|}motion with: 


to $30,945,944, and Ford 
Motor was up from $21,793,953 to 
$28,082,142. 

American Motors and 
Studebaker-P ackard corporations 
were not included in the list. 

+ * 


S-P Uses Color Section 


A six-page color section featuring 
Studebaker-Packard Corp’s. new 
line of automobiles was carried in 
the March 16 issue of The Ameri- 
can Weekly. 

A highlight of the section is a 





Studebaker cars—one for personal 
use, and one for a favorite charity 
or organization. 

American Weekly aided the pro-| 
Tie-in advertising | 
plans with 31 distributing news- 
papers, a mailing of fashion pub- 
licity kits to auto editors tying in 
with the current interest in sports- | 
ear styling, a mailing to 2,100) 
Studebaker-Packard dealers, and 
two million copies of the section 


for dealers. 
> > > 


Baker Joins Jann & Kelley 


Jann & Kelley, Inc., newspaper 
representative, announces the ap- 
pointment of John H. Baker jr. as| 
manager of its Detroit office, effec- 
tive Apr. 1. Baker formerly man- 
aged the Detroit office of the 
Chicago Daily News. 

> > 


Evans Enters Industrial TV 


Maurice Evans has formed 
Maurice Evans Industrials, Inc., 
New York, to create, develop and 
stage both “live” shows and closed- 
circuit telecasts for business and 
industrial firms and associations. 
George Hoffman is general man- 
ager, and Charles Scheuer is direc- 
tor of programming. 

In the theater, Evans produced 


the Pulitzer-Prize-winning play 
“Teahouse of the August Moon” 
and also “No Time for Sergeants” 
and “Dial ‘M’ for Murder.” He is a 
former producer of the Hallmark 
Hall of Fame on television. 

* * + 


One Show, 11 Nations 


General Motors and National 
Broadcasting Co. have disclosed 
plans for a 90-minute program that 
will originate live in 11 European 
countries. 

The program, to be rebroadcast | 
in the U. S. June 8 on the Wide | 
Wide World show, will be presented | 
May 11 on the Eurovision network. 


of the Buick film program, Alex- 
ander Film Co. is conducting a 
merchandising campaign to pro- 
mote use of the series to all Buick 
dealers. 


Rayco Slates National Ads 


Rayco Mfg. Co. will go national 
in its advertising for the first time 
in its 12-year history May 5, when 
it will launch a major magazine 
campaign through Emil Mogul Co., 
Inc., advertising agency, as a sup- 
plement to local advertising in 
other media. 

Jules Rudominer, Rayco market- 
ing director, said ads in Life, Look 





A highlight will be a visit to the|and Saturday Evening Post, pro- 
American pavilion at the Brussels| moting seat covers, convertible tops 


World’s Fair. |and mufflers, will bring the 1958 

a advertising budget to an all-time 
high. Last year, he said, expendi- 
tures in newspapers, radio, tele- 
vision and direct mail totalled $1.8 
million. 


* * 


Rubbermaid in Post, SI 


Full-page, full-color ads in Sports 
Illustrated and Saturday Evening 
Post are features of the spring} 
advertising campaign of Rubber-| 
maid, Inc. The ads will spotlight) 
the company’s Kar Rugs and Kar 
Litter Baskets. 

“We are aiming at 10 million in- 
fluential, buying families,” said Wil- 
liam F. Coulter, sales manager of | 
Rubbermaid’s automotive division. | 
“The 1958 advertising and mer- 
chandising schedule is the largest 
we have yet authorized for our 
automotive line.” 

> . + 


More Buick Commercials 


Alexander Film Co., Colorado) 
Springs, Colo., has announced the} 
production of a new series of movie | 
commercials on the 1958 Buick.| 
Alexander has produced the Buick | 
theatre commercial program for the} 
last five years. | 

The theater commercial series | 

includes films on used-car sales 
and dealer service, with special 
films on the aluminum brakes 
introduced by Buick this year. 
Another film is being produced 
on the Opel, the German-built 
automobile handled by Buick 
dealers. 

In addition to its role as producer 


* * + 


Peugeot Picks Agency 

Peugeot, Inc., New York, a new- 
comer to the foreign car market 
in the U. S., has named Needham, 
Louis & Brorby as its advertising 
agency. The account will be han- 
dled by the New York office of the 
agency. 

Francois de Peyrecave, president 
of Peugeot, stated that initial ad- 
vertising efforts will be concen- 
trated on the Peugeot “403”—a 
four-cylinder, four-door sedan with 
five to six-passenger capacity. 

+ * * 


ABP Grant for Syracuse 

The Syracuse University School 
of Journalism has been given a 
$1,000 grant-in-aid by the Associ- 
ated Business Publications, it was 
announced by Walter E. Botthof, 
chairman of the ABP education 
committee. 

The ABP grant is the third to 
be made this year as part of an 
association program designed to 
further the teaching of business 
publishing at schools of journal- 
ism and to advise students of the 
career opportunities which are 





among 


the nation’s leaders in the used car classified department, with a whopping 2,388,000 lines! 
Meanwhile, the Daily Enquirer is leading locally for the fourth straight year in total automotive 
linage. And its local circulation leadership keeps right on increasing in every category, too. 
Solid justification, wouldn’t you say, for automotive advertisers’ growing preference for 
that growing giant—the Cincinnati Enquirer? 





A giant is growing in Solid Cincinnati! It’s... 


The CINCINNATI ENQUIRER 


Represented by Moloney, Regan & Schmitt, Inc. Detroit Office: 1680 Penobscot Building, Detroit, Michigan 


— 


available in the business prc 4s. 

According to Dean Wesley ¢ 
Clark, the school will use its munieg 
to finance special businessp2per 
research projects by students, in- 
cluding travel grants for those who 
wish to do original researci: at 
business publication offices. The 
school is also planning the later 
establishment of an assistantship 
which would finance a half-year’s 
tuition for a graduate studen* in- 
tending to enter the business pub- 
lication field. 

The ABP grants are financed by 
voluntary contributions from its 
member publishers. 

* * * 


Perfection Names Ruben 


Jerome Ash, sales manager of 
Perfection Automotive Products 
Corp., has announced the appoint- 
ment of Ruben Advertising Agency, 
Detroit, as the firm’s advertising 
counselors. 

An advertising campaign in na- 
tional and trade magazines is being 
planned along with an extensive 
direct mail and point-of-purchase 
program for the Detroit manufac- 
turer of automotive parts and ac- 


cessories, Ash said. 
x * ok 


Record Ad for Fram 


The largest automotive filters 
advertisement ever carried by 
Saturday Evening Post appeared in 
the March 15 issue. 

It was a three-page insertion 
by Fram Corp., Providence, man- 
ufacturer of automotive and in- 
dustrial filters. 

The Marschalk & Pratt division 
of McCann-Erickson, Inc., New 
York, prepared and placed the 
record-sized ad. 

= * = 


MJ&A Setup Altered 


Designation of the Los Angeles 
office of MacManus, John & Adams, 


|Inc. as regional headquarters for 


the advertising agency’s entire 
West Coast activity has been made 
by Ernest A. Jones, president. A 
service office maintained in San 
Francisco has been discontinued. 

Robert Guggenheim jr., a vice- 
president, is manager of the MJA- 
Los Angeles regional office. 

- = * 


Client-Agency Relations 

A booklet produced by Robert M. 
Gamble, jr., Inc., a 4-A Washington 
advertising agency, is being re- 
leased for distribution. 

The booklet containing seventy- 
one patterns for measuring client- 
agency relations and standards for 
client measurement of agency per- 
formance was prepared by the 
Gamble Agency for its own clients. 

A copy of the booklet “Patterns 
for Appraisal of Your Advertising 
and Merchandising Agency” will be 
mailed without charge to anyone 
who writes for it on a business 
letterhead, addressed to Robert M. 
Gamble, jr., Inc., 1025 Connecticut 
Ave., N. W., Washington, D. C. 

* * * 


Names 


William Cribbins, former auto 
editor of the Hollywood Citizen- 
News, has been named advertising 
manager of Motor Trend magazine, 
a Petersen publication. 

of x = 

Joseph Morton has been pro- 
moted to administrative assistant, 
sales, for Wilding Picture Produc- 
tions, Inc., Chicago. He will con- 
tinue to supervise Midwest TV 
production and sales in coordina- 
tion with Ted Wescott, who has 
joined Wilding as Midwest man- 
ager of TV sales. Westcott formerly 
was manager of Radio-TV produc- 
tion for D’Arcy Advertising Co. 

” * * 


Colin Campbell, Campbell-Ewald 
Co., has been elected chairman of 
the Board of Governors of the 
Michigan Council of the American 
Assn. of Advertising Agencies. He 
succeeds Aldin P. Butler, Young & 
Rubicam. Harry W. Calvert, Zim- 
mer, Keller & Calvert, Inc., and 
William G. Moore, J. Walter 
Thompson Co., were added to the 
board. 

cs + * 

Clifford C. Curtis has been named 
national advertising manager of 
True magazine, succeeding John 
Miller, who resigned. 

+ ~ + 


Joe H. Wherry, Detroit editor of 
Motor Trend magazine is returning 
to the free-lance field. He had been 
with Motor Trend since 1956. 

* e 

Eric G. Larson 
national promotion director 
TV Guide. 


* 
has been named 
of 
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(Continued 


and action by the appropriate com- 
mittee. 

The excise-cutting proposals were 
introduced on the floor as amend- 
ments to a relatively minor bill 
dealing with income taxes on insur- 
ance companies. 

* 


IRST, Senator Paul Douglas, 

Illinois Democrat, offered a 
proposal to slice the automobile ex- 
cise from 10 to 5 percent, reduce 
or eliminate excises on a score of 
other items and roll back the 
personai income tax on the first 
$1,000 of taxable income from 20 
to 15 percent. 

All told the amendment would 
have amounted to $5.2 billion — 
$3 billion annually in income 
taxes and $2.2 billion in excises. 
The Douglas rider was turned 

down 71 to 14. 

Then, Senator Clinton Anderson, 
New Mexico Democrat, introduced 
an amendment pertaining to auto- 
motive relief only. It would have 
reduced the excises on cars and 
trucks to 5 percent and those on 
parts and accessories from 8 to 3 
percent, This proposal was shouted 
down by a voice vote. 

+ > * 


HE excise cuts in both amend- 

ments would have been retro- 
active to March 1 so customers 
would not be tempted to hold off 
buying in anticipation of reduced 
prices. 


The majority feeling in the Sen- 
ate was that whatever the merits 
of the tax cuts, it is poor policy 
to tack on amendments of such im- 
port to a relatively innocuous bill. 





Key Vote Seen Later: 
On Auto Excise Cut 








from Page 1) 


propriate legislation. Then the 
Senate and House can act on a 
sound basis. 

The proposals embodied 


ered in committee. 


amendments. He said a proposal 


rider should receive. careful con- 
sideration, something 
get when brought up out of the 
blue on the. Senate floor. 

* > * 


Bs IS a poor procedure,” he de- 


amendment 
dollars after a period of four hours 
of discussion, with no opportunity 
being afforded to go into the many 
facets of the problem, or to ex- 
ercize one’s judgment and arrive 
at a sound equation.” 

Senator Jacob Javits, New 
York Republican, said he voted 
against the Douglas proposal 


its timing was bad. 

He said he felt Douglas was pres- 
sing for a vote “at the beginning 
rather than the climax of the de- 
bate” over tax cutting. He added 
that “we would find ourselves in a 
much better position to deal with 
the amendment more wisely after 
we had had an opportunity to let 
the debate mature.” 

Douglas rejoined that he knew 
he was bypassing normal procedure 
jin getting legislation considered, 
but that the urgency of the times 
justified fast action. He said a tax 
cut was the best way of effectively 


checking the recession. 
* * . 





Critics of the Douglas- 
Anderson riders said the correct 
procedure is to have tax cuts 
considered by the House Ways 
and Means Committee and the 
Senate Finance Committee and to 
let those bodies recommend ap- 


Benson Ford, 
Chaffin to Address 
Wash.-B. C. Parley 


SEATTLE.—Benson Ford, vice- 
president of Ford Motor Co., and 
NADA President Dean Chaffin will 
be among speakers at a joint con- 
vention of the Washington State 
Auto Dealers Assn. and Motor 
Dealers Assn. of British Columbia 
in Victoria, B. C., May 5-7. 


British Columbia is celebrating its 
centenary this year and many 
special centennial events will be 
tied in with the convention, said 
WSADA officials. 

Other speakers include: 

Clarke Simpkins, president of the 
Federation of Automobile Dealers 
Assns. of Canada and M. R. Dar- 
lington, managing director of the 
Inter-Industry Highway Safety 
Committee. 

There also will be a panel dis- 
cussion.on “Business Management 
and Profit.” Other program features 
include a golf tourney for men and 
women and a tour of Victoria’s 
famous gardens for women guests. 


Pritchard Moved 
To Coast by Edsel 


LOS ANGELES. — Harry M.|. 
Pritchard has been named Edsel 
western regional sales manager. 
Previously Denver district sales 
manager for Edsel, he will have 
Offices in Los Angeles. 


The Edsel regional office was 

formerly headed by L. T. Kouns in 
San Francisco. Kouns has been ap- 
pointed Edsel field sales manager 
in Dearborn. 
: A native of Garner, Ia., Pritchard 
joined Ford Motor Co. in 1946 as 
used-car manager in the Chester 
(Pa.) district sales office of Ford 
division. 


ENATOR CHARLES POTTER, 
Michigan Republican, who 
voted with Douglas, agreed that 
quick relief is mandatory. He 
pointed out that unemployment has 
reached 200,000 in Detroit and 350,- 
000 in Michigan. 

Potter said Chrysler currently is 
“running in the red” and that Ford 
“will have a very difficult time 
earning dividends.” 

“The automotive industry is not 
a booming industry,” he _ said. 
“Removing the excise tax will in no 
way be a bonanza to the industry.” 

Anderson chimed in that he 
had checked the figures on Ford 
and was told by the company 


that it would not earn a dividend 


At FTC Hearing 


in the first quarter of the year. 

“I do not believe they will earn | 
a dividend in the second quarter,” 
the senator said, adding the pre- 
diction that Chrysler would not 
make a distribution in the first 
half either. 

(Eprror’s Note: Senator Ander- 
son’s remarks convey the im- 
pression that a corporation must 
“earn” a dividend in order to 
“pay” one. In practice, however, 
many firms continue their reg- 
ular dividend payments despite a 
temporary falloff in earnings.) 

“I do not know what the situation 
is with relation to General Motors,” 
Anderson said. “I did not have as 
frank a discussion with them as 
with the other companies.” 

* * * 


7; New Mexico legislator said 
the auto industry is “in trouble” 
and should be specifically selected 
for tax relief, in line with his 
amendment. But his argument 
proved of no avail. 

Senator Frank Carlson, Kansas 
Republican, surmised that the 
auto industry is being “seriously 
damaged” by all the talk about 
excise reduction. He contended 
its making consumers think a 
cut is coming. The senator didn’t 
think it was. 

But Douglas declared a tax cut 
is “inevitable.” 

“The question is simply, ‘when 
will it come and in what form will 
it come?’ My argument is that it 
is better to act now than to post- 
pone it into the future, because the 
future may be too late. And when 
we do put the tax cut through — 
as we will—it may have to be a 










in the 
two amendments were not consid- 


Typical was the reaction of Sen- 
ator Frederick Payne, Maine Re- 
publican, who voted against the 
of the dimensions of the Douglas} 


it couldn’t 


optimism. While acknowledg- | 
ing that both parties are readying | 
tax-cutting proposals, they point 
out that a number of factors could 
change the picture. 

Chief among them is an upturn 
in the economy. The upturn would 
not have to be very great to drain 
most of the impetus from a lower- 
tax drive, even for industries that 
remained at depressed levels. 

And then there’s the formidable 
obstacle represented by Senator 
Harry F. Byrd, chairman of the 
Senate Finance Committee, the 
unit which considers tax legisla- | 
tion in the upper chamber. | s , 

He. opposes any tax slicing now | A Quality Dealer'— 
on the. ground that it might put the) 
Federal. budget in the red by $10)win the coveted Chrysler Corp. Quality 
to $15 billion in fiscal 1959. He says | Dealer Award was George P. Maloney jr., 
it took 25 years to achieve.a bal-/| right, of George P.. Maloney Motor Co., 
anced budget, and he isn’t about} Canton, O. Presenting a plaque to 
|to see this handiwork destroyed | Maloney are Jolin F: Thiel, left, Plymouth 
overnight: | regional manager and J. S. Hart, Plymouth 











+ > + 


The first Plymouth exclusive dealer to | 


| district manager. The Award is presented | 


clared, “to legislate in the| 


chamber of the Senate on ar! 
involving billions of | 


with a “heavy heart,” feeling that | 


YRD fears that moderate tax 

cuts to combat the recession 
would. soon snowball to large pro- 
| portions as all segments of industry 
clamored@ for relief. 


be limited to the auto industry. 
House Democratic leaders are say- 


to Chrysler Corp, dealers for outstanding 


achievement in the areas of performance, 
and | 


administration, service, teamwork 


facilities. 


There are no certainties in Wash-/| ing that a reduction in automobile | 
ington, but all signs indicate that) excise is being planned only as part 
if tax relief is forthcoming it won’t| of a broad tax relief package and 


|not as separate legislation. 


The conclusion appears to be 
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larger tax cut than that which I) that the auto industry won’t obtain 
AUTOMOTIVE WASHINGTON am now proposing.” relief unless others do too — the 
a ee industry's vital status. notwith- 
pene do not share Douglas’ standing. 


* * 


Dallas Dealers Back Bill 


To Kill Auto-Excise Tax 


DALLAS.—The Dallas New Car 
Dealers Assn. has endorsed a bill in 
the U. S. House of Representatives 
calling for elimination of the 10 
percent excise tax on autos, 

Association members also prom- 
ised to pass any tax cut to the con- 
sumer, according to James N. Whit- 
hurst, general manager of the 
association. 

Copies of resolutions on these 
}actions have been forwarded to 
| Senator Lyndon Johnson, Texas 
Democrat, Senate majority leader, 
and Speaker Sam Rayburn, Texas: 


Democrat. 
* + * 


U. S. Says Dealer Helped 


Prepare False Tax Returns 


BURLINGTON, Vt.—Wendell H. 
Drown, Barre automobile dealer, 
went on trial in U. S. District Court 
here on a charge of assisting an 
employe to prepare fradulent Fed- 
eral income tax returns. 

Drown pleaded innocent to 
charges ‘that he aided. Eugene GC. 
Rouleau, Montpelier, to make out 
fradulent returns for himself and 
his wife for 1950 and 1951, 








Monroney Sees. Price Labels as Market Boost 


WASHINGTON.—Price labels on| the suggested delivered price ap-|can marketing system, we believe 


new cars would go a long way to- 
ward returning auto retailing from 
its “marketing jungle” to a place 
of confidence in the public mind, 
Senator A. S. Mike Monroney, 
| Oklahoma Democrat, said when 
| introducing his labelling bill. A co- 
sponsor is Senator J. Strom Thur- 
mond, South Carolina Democrat. 

He attacked the confusion on 

prices of new cars, laying most of 
the blame for the condition on 
auto manufacturers. The unethi- 
cal auto dealers, who, he said, 
profit from the. confusion, also 
were rapped. 

A labelling requirement would 
greatly benefit the car buyer and 
the reputable dealer in addition 
|to spurring auto sales, Monroney 
said. 

The bill would require that the 
name, make, model, serial number, 
| freight charge, final assembly 
| point, method by which the car 
|had been transported, and the 
| dealer to whom shipped, as well as 
| 


Ads Told Truth, 


Firestone Says 


AKRON.—The wording of Fire- 
stone tire advertisements, which 
has been called misleading by the 
Federal Trade Commission, was 
“the literal truth,” Charles B. Ryan 
jr., Firestone advertising director, 
told an FTC hearing. 

The advertising which drew FTC 
complaints referred to Firestone’s 
second-line tire, the “Deluxe Super 
Champion.” 

Newspaper advertising admitted 
in the hearing record proclaimed 
the Deluxe Super Champion as 
“The tire that was original equip- 
ment on 8,000,000 new cars as they 
left the factory. Same tread de- 
sign, PLUS modern improvements.” 

The FTC complained that such 
ads implied that such tires have 
been used by auto makers:as origi- 
nal equipment and are “better 
grade or first-line tires.” 

Calling the wording the literal 
truth, Ryan noted that these tires 
were Firestone’s original-equipment 
line from 1947 to 1954 and were 
constantly being improved over 
that period. When a new first-line 
tire was brought out in 1955, the 
old one simply was given a new 
name, Ryan said. 

Michael J. Vitale, FTC trial. at- 
torney, objected that the company 
“might as well go back .to 1930 and 
use the words ‘original equipment’ 
in connection with tires made 
then.” 

The FTC case relies only on the 
wording of the advertising. It of- 
fered no witnesses to show that the 
wording hurt competitors-or misled 
buyers. Firestone said it would 
move for dismissal after the FTC 
finishes presenting its case. 





pear on a label on every new car. 
| In discussing the pric e-infor- 
| mation, Monroney said: 

| Although factories advertised 
|prices during the youth of the in- 
| dustry, “for several years, we have 
| seen sueh advertising, which was 
so valuable to the public as a 
gauge to the price of the car, dis- 
appear...” 

“It is simply fantastic that the 
most wanted product in the world 
should have become a Hydra- 
Matic pea in a Madison Avenue 
shell game,” he added. 

“If one walks within 10 feet of 
the door of an automobile show- 
room, he will get an hour’s lecture 
on the details of Hydra-Matics, 
Merc-O-Matics, Dynaflows, Power- 
glides, twin-beam headlamps, 
torsion-bar suspension, Torsion- 
Aire suspension, two and four-way 
seat lifts with a memory, dual and 
triple carburetors, and even jet fuel 
injection. 

“But one simple fact that he 
really wants to know—-how much 
the darn thing costs—he cannot 
find out at all, It may help a little 
if one is an ex-FBI agent charged 
with vitamin pills, a jet-propelled 
slide rule, and a library full of blue 
books, green books, orange books 
and red books—assisted by a Ph. D. 
in mathematics.” 

Monroney noted that some buy- 
ers are so confused on prices that 
they are willing to pay for help. 
He mentioned advertisements of 
firms which offer car-shopping 
services and lists of auto wholesale 
prices to buyers. 

On the question of why prices are 
not advertised, Monroney asked: 

“Is each factory afraid to take 
this step, for fear of losing com- 
petitive advantage? Or have the 
manufacturers of automobiles 
sought to prevent price competi- 
tion by abandoning the once 
standard advertising of the de- 
livered price?” 

The senator said that lack of 
information on suggested prices 
had made price packing possible. 
He explained: 

“By marking up the list price of 
an automobile to an unrealistic 
amount—which is done repeatedly 
by. unscrupulous autemobile deal- 
ers—they are able to offer far more 
for tradeins than can be offered by 
scrupulous dealers .. .” 

He added that the customer as 
well as the legitmate dealer is 
penalized in what he termed the 
“oriental bazaar” of auto market- 
ing. 

Monroney said that many deal- 
ers support the idea of uniform» 
delivered prices, noting a poll of 
New Jersey dealers showed heavy 
backing for the idea and that 
NADA stood behind such a plan. 

Turning to the benefits he sees 
in the labelling proposal, Monroney 
said: “9 
“If we have faith in the Ameri- 


that a citizen who has the facts can 
take care of himself. We should 
allow the car buyer to have the 
facts, and not allow the manufac- 
turers to force him to go through 
the time consuming and sometimes 
frightening ordeal of today’s auto- 
mobile guessing game. 


“If the car buyer has the facts, 
we shall have less cause to worry 
about whether prices are too high 
or too low. The processes of com- 
petition would help to determine 
that. But there can be no competi- 
tion in prices unless the purchaser 
can find out what the prices are.” 


He added that bootlegged cars 
would be spotted by the customer 
under the labelling plan as the 
dealer who first received the car 
would be listed on the label. 

Monroney noted that the auto 
industry is now in a slump. He 
added: “I feel that unless the au- 
tomobile industry ... returns to 
the fundamentals of clean, honest, 
true merchandising, all the 
public-works programs that can 
be enacted in this Congress .. . 
will be of little avail in reviving 
the No. 1 industry of America.” 

Under a labelling program, Mon- 
roney said, “Ford and Chevrolet 
will try to beat each other’s adver- 
tised price on the same kind of 
model.” He added that the program 
would also establish truth in adver- 
tising and merchandising. 


Makers Report 
Boost in Sales 


In Early March 


(Continued from Page 2) 


favorable increase of 22 percent in 
the sections of the country where 
the first meetings were held,” he 
said. 



























= = 

Mercury 

A definite improvement in sales 

of Mercury cars is taking place, 

with especially strong selling peri- 

ods in the last 10 days of February 

and the first 10 days of March, 

according to Joseph E. Bayne, 

Lincoln and Mercury general sales 
manager. 


Mercury daily sales during the 
first 10 days of March were at a 
rate 25 percent higher than the 
first 10 days of February and fol- 
lowed an upturn noted during the 
last 10 days of February when the 
daily rate was 36 percent over the 
previous 10-day period, Bayne said. 

“These sales rate increases indi- 
cate that perhaps the downward 
movement of recent months has 
been checked,” he said. 

“They show tangible results from 
Mercury’s aggressive merchandising 
program and prove that greater 
direct selling efforts by the dealer- 
ship salesmen bring correspondingly 
greater sales.” 
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‘Arkansas Case’ Recalled . 
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Kansas, CCC Await Loan Verdict 


(Continued from Page 3) 
attorney for Commercial Credit, 
who repeated that his company 
does not make direct loans. 


He said financing is strictly a 
matter between dealer and cus- 
tomer and that Commercial Credit 
merely buys at a discount the loans 
that dealers make. 

Payne characterized the State’s 
case as an attempt to lead the 
State’s case into an alley of con- 
fusion. 

“The court can see the alley of 
confusion in which the State has 
been attempting to lead the pro- 
ceedings,” Payne said. “The court 
must forever bear in mind, for 
the purpose of making the deci- 
sion, whether the defendant is 
conducting an unlawful business 
or conducting its business in an 
unlawful manner. 

“Without the court’s making a 
determination of that alone, I think 
even the State can see no need, 
necessity or justification at this 
juncture for employment of this 
most drastic measure asked by the 
State.” 

Payne said that the future of in- 
stallment buying in Kansas was at 
stake and that the State’s case 
threatens the entire time-sales doc- 
trine. 

It is certain that all large cor- 
porations other than finance com- 
panies are watching this case with 
great interest since it would also 
affect time selling by department 
stores, chain stores and others. 

The restraining order granted 
against Commercial Credit still 
stands but Judge Carr refused to 
grant a motion by Attorney Gen- 
eral John W. Anderson jr. to place 
Commercial Credit under receiver- 
ship in Kansas. 

These motions, including a mo- 
tion for a temporary injunction 
against the company against cer- 
tain specific practices, will be 
taken under advisement for a 
later decision. 

Dealers and finance company 
officials all over the country have 
called this action another “Arkan- 

In Arkansas, a large number of 
auto dealers were charged with 
usury in a campaign by the State 
against the finance companies and 
time-selling plans of auto dealers 
which began in 1951. 

In this activity, George H. Ben- 
jamin, executive vice-president of 
the Arkansas Automobile Dealers 
Assn., immediately went to bat for 
the dealers. The AADA still is try- 
ing to get the 1874 law, on which| 
such cases are based, repealed and 
modernized, Benjamin said. He told 
AvTomotive News: 

“Our State Constitution, ratified 
by the people Oct. 13, 1874, contains 
a provision obviously aimed at lend-| 
ing money, which states clearly 
that any charge in excess of 10 per- 
cent simple interest, or 5.4 percent 
discount, is in violation of the State 
Constitution.” 

Apparently the Arkansas Su- 
preme Court had shut its eyes 
for years to the fact that a new 
installment-selling economy had 
grown up which was not fore- 
seen back in 1874 when the Con- 
stitution was written. 

A rash of legal actions resulted 
in 1951 and early 1952, when 
many used-car dealers and some 





* new-car dealers, too, according to 


Benjamin, found they had a bo- 
nanza by making contracts with 
so-called carrying charges which 
far exceeded the constitutional 10 
percent. 

Benjamin said there were many 
flagrant cases where a dealer would 
sell a car at exactly factory invoice 
but never for cash. He said hun- 
dreds of persons bought cars and 
signed their notes in blank. 

“All the buyer seemed to be in- 
terested in,” Benjamin said, “was 
how much he could get for his old 
car and the fact that the dealer 
could show him he was getting a| 
new car at the factory price. | 

“Anyone who added up his 
monthly payments found he had 
paid $300 to $400 carrying charges. 
The note itself would bear 10 per- 
cent simple interest, but the dealer 
made a substantial profit on the 
additional charges. 

“The charges were so far out 
of line that it brought on a rash 
of legal actions filed in the lower 
courts based on one thing—the 


dealer had charged more than 10 
percent simple interest.” 

In May, 1952, the Arkansas Su- 
preme Court issued a _ caveat 
(warning) that it would no longer 
tolerate such charges and declared 
that the most that could be legally 
charged on either a new or used 
car, regardless of age, was a dis- 
count figure of 5.4 percent. 

Benjamin said the dealer associa- 
tion had only about 30 days to pre- 
pare an amendment to the Consti- 
tution and submit it to the people 
to back up a nominal carrying 
charge or a cost to finance. 

It took 33,000 signatures to get 
the amendment on the ballot, but 
the AADA put on a campaign that 
brought in 80,000 signatures. The 


Supreme Court then held that the) 


ballot title of the constitutional 
amendment was ambiguous. 
Benjamin said the decision in- 
ferred that his group was attempt- 
ing to conceal in the ballot title the 
true purpose of the constitutional 


amendment, so they were left only | 


one alternative—to try for legisla- 
tion to correct the situation. 

They drew up a bill which set out 
in plain terms the difference be- 
tween lending money and a condi- 
tional sales agreement. 

Most of the major finance com- 
panies assisted the association 
with the bill. The law was passed 
by the Legislature in 1953 but 
was vetoed by the governor. 

Another bill was prepared in 1955 
(Arkansas’ Legislature meets in 
odd years). This bill showed the 
same difference between 
money and conditional sales con- 


tracts, but it also was modeled on| 


the lines of the Pennsylvania small- 

loan law which permits discounting 

of paper at 6, 9 and 12 percent. 
Benjamin said financing at 6 per- 


cent would have produced a much | 


smaller dealer’s reserve but that it 


45 Winners Picked 
In GM Contest 


DETROIT.—The names of the 45 
top winners in General Motors’ 
$500,000 Golden Milestone employe 
letterwriting contest were an- 
nounced by Harlow H. Curtice, GM 
president. 

Nearly 285,000 letters were en- 
tered. Subject of the letters was 
“The Golden Milestone—What It 
Means to Me, My Family and My 
Community.” 

Each winner has been invited to 
the awards banquet in Detroit 
March 27. Winner of the $35,000 
Golden Milestone home, the top 
award, will not be revealed until 


| the banquet. None of the winners 


will know which prize he has won 
until that time. 

First prize also will include a 
$42,750 cash allowance to help de- 
fray Government taxes, bringing 


the first place award value to $77,-| 
| Some new-car dealers went out of| 
$15,000 in GM common stock, $10,-| business by the hundreds and that | ag¢ 


750. Other 44 top prizes include 


000 in GM common stock and 42 


GM automobiles. A cash allowance | dealers who have remained in busi- | 


to help defray taxes will be added|ness have been operating under | abilities or qualifications are: 
financing difficulties. : cos 


to each award. 


Sponsors Meet Celebrities— 


Several 
dropped in on the Beth Norman ‘Meet 


at least would have been a reserve. 
The 9 and 12 percent charges would 
have been on marginal cases and 
on much older cars where the 
chances of repossession were far 
greater, he said. 

The dealer association was 
charged by crusaders with attempt- 
ing to pass usury laws, but in spite | 
of stiff opposition the bill was 
passed. Again, it was vetoed by the 
governor. 


Benjamin said the unfortunate 
part of the Arkansas constitution | 
is that the penalty for charges | 
in excess of 5.4 percent is loss of | 
the unit itself, so AADA started | 
a new campaign in 1956 for a con- 
stitutional amendment. 





The required number of signa- 


ment was placed on the ballot but 
it was defeated by a vote of 152,000 
to 127,000. 

Benjamin said that the legal fra- 
ternity in Arkansas holds widely 
divergent views regarding the cov- 
erage of the constitutional regula- 
tion. Some maintain that a dealer 





loaning | 


who holds his own paper can make 
a collection charge for placing the 
business on his books. 


Other lawyers maintain that 
whether a dealer discounts his 
paper with a reputable finance com- 

| pany or at a bank, he still is liable 
for usury if the total cost to the 
customer exceeds 5.4 percent, And 
the penalty is a presentation of the 
ear free to the customer by cancel- 
| lation of all of his remaining notes. 


Benjamin said that the most re- 
cent case involved Sears Roebuck 
& Co. The chief assistant attor- 
ney general of Arkansas made 
some time purchases and, after 
making the downpayment, filed 
suit against Sears. 


This case was carried to the Su- 
preme Court, and the court decided 
|in favor of the buyer. 

Benjamin said he hopes Arkan- 
sas soon will have a constitutional 
convention, which it never has had, 
|to separate lending money from 
conditional sales contracts. 

The only relief in sight for Ar- 
| kansas auto dealers, he said, is to 
have a cash price and a conditional- 
jsales price, and this poses many 
| difficulties. 

Benjamin told Automotive News 
|that AADA never has advocated 
| taking off the ceiling but has asked 
| for a simple charge such as used in 
| most other states. The association 
j}also has noted that many other 
| businesses in Arkansas are ham- 
pered by the 1874 constitutional 
| provision and its drastic penalty. 

At a recent meeting, municipal 
officials of Arkansas towns— 
mostly mayors—passed a strong 
resolution calling for a constitu- 
tional convention, 


Benjamin said that after the Su-| 


|preme Court issued its caveat in 
1952, small used-car dealers and 


|the reputable new and used-car 





members of the Southern California Studebaker-Packard Dealer Assn. 
a Celebrity" radio show recently to meet |. 


some of the personalities appearing on the association-sponsored program. Dealers 


in the top row, from left, are Frank H. 


Wright, North Hollywood; John Rehwald, 


Afton, Inglewood; Bob Abel and Harold 
Glendale. Harry Baker, of Burke Dowling 


Adams Inc., S-P advertising agency, is at top right. Seated around the table, from 
left, are Bruce Russell, editorial cartoonist, los Angeles Times; Ruth Adams Knight, 
author of “The Treasured One; Franz Waxman, Warner Bros. musical director; Miss 
Norman, and Dr. Ralph Kaplan, lecturer, linguist and syndicated columnist. 
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tures was obtained, and the amend-| 
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Plymouth Sales Ammunition— 


Plymouth is arming its dealers with a sales device that is said to offer quick proof 
of its theme, “America's Biggest Automotive Value."' Designed to be used by potential 


customers as a ‘“do-it-yourself"’ gadget, 
competitive makes. The display compares 


the display compares Plymouth with 13 
the lowest priced hardtop for each make 


equipped with standard V-8 engine and automatic transmission. Lovis G. Hagopian, 


Plymouth advertising and sales promotion director, demonstrates the 


display. 


Promise of Excise Rebate 


“value finder” 


Asked of Ike by NADA 


‘Continued from Page 1) 


Churchill, 


such assurance, 
= + = 


Rage cogone continues for quick ex-| 


cise relief despite Senate defeat 
of attempts to attach such cuts to 
a life-insurance bill and the Ad- 


Dealer Forum 


(Continued from Page 3) 


lyze and correctly evaluate prob- 

lems and situations. 
DECISIVENESS: The ability to 

make timely and wise decisions. 


COOPERATION: The ability to} 


work harmoniously with others; 
quality of teamwork. 


INSPIRATION: The faculty of | 
stimulating others to greater activ- | 


ity and achievement. 
DELEGATION: The ability to as- 
sign tasks and train subordinates 
to develop their talents. 
ORGANIZATION: The ability to 
integrate component parts of an 
organization—such as men, mate- 


| rials and methods—into a harmoni- 


ous and effective working unit. 


After considering the foregoing | 


points, the department head then 
fills out this summary: 
SUMMARY 

1. In my overall summary of this 


man as a member of the NADA| 


Staff, I would characterize him as: 
Below average ___; Aver- 
__; Above average 

; Superior__ : 

2. I consider that his outstanding 


3. In my opinion, the abilities or 
qualifications that he should seek 
to develop or improve are 


4. I consider him to be in training 
ee or as a 
replacement for ae ae 

5. He will be qualified for this on 
Dee ee 

%. He considers his successor in 
his present job to be:___ 





ee SS 
states, will be qualified to replace 
on or about_ 





7. I concur 
do not concur se : 
Overall evaluation 








‘This was discussed with (the ‘in- 
dividual) by me on_ 
His reaction was 


~~ Other aspects of NADA’s job of 
serving dealers will be dealt with 
in future columns. 


Studebaker-Packard | 
president, was the latest to give) 


ministration’s decision to hold off 
decision on a tax program for a 
month or two. 

Auto excise and other tax cuts 
were discussed last week in a 
White House meeting of GOP con. 
gressional leaders, but the word 
from Senate Majority Leader Wil- 
liam Knowland, of California, was 
that the Administration wants 
more time to assess the effect of 
economy-stimulating steps already 
| taken before making a decision on 
taxes. 

Treasury Secretary Robert 
Anderson reportedly told the 
same thing to a delegation of 
Michigan congressmen who con- 
ferred with him on auto excises. 

Senator Styles Bridges, of New 

| Hampshire, said several of those 
| present at the White House meet- 
ing were worried about a car buy- 
er’s “strike” resulting from excise- 
;cut proposals — a statement that 
| may have prompted NADA to rush 
its plea to the White House. 


- House Ways and Means 
Committee, which orginates tax 
legislation, has not scheduled any 
hearings on auto excises but will 
have to do so ahead of July 1, the 
date on which they would auto- 
|matically drop in the absence of 
any legislation action. 

The auto rate would go down 
from 10 to 7 percent and that on 
| parts and accessories from 8 to 
5 percent. 


‘Robert Keller 
‘Leaving Chrysler 


DETROIT.—Chrysler Corp. Vice 
President Robert T. Keller an- 
nounced he is withdrawing from 
active participation in the corpora- 
tion’s affairs effective April 1 
Keller, 45, is a son of former 
Chrysler Presi- 
dent K. T. Keller. 

Keller said his 
decision is based 
on the need to de- 
vote his full time 
to other business 
interests on the 
West Coast. 

Keller has been 
a vice president 
since May, 1953, 
and was president 
of Chrysler Corp.'s 
Marine and Industrial Engine divi- 
sion from 1948 to 1953. He was 
appointed West Coast vice-president 
in February, 1955. 


Keller joined Chrysler Corp in 





Robert T. Keller 


-|1934, serving in manufacturing 


positions with the Dodge and 
Chrysler divisions until 1940. Until 
1948 he had been with the corpora- 
tion’s chief master mechanic staff, 
the Detroit Tank Arsenal and the 
staff of the corporation’s vice- 
president and general manager. 
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But Senate Unit OK’s Gore Bill .. . 


AUTOMOTIVE NEWS, MARCH 24, 1958 





Administration Bars 
Road-Speedup Plan 


WASHINGTON. — A proposal by 
Senator Albert Gore, Tennessee 
Democrat, to accelerate the Federal 
interstate and ABC highway pro- 
grams has been rejected by the 
Administration but approved by the 
Senate Public Works Committee. 

Gore’s bill will be consolidated 
with another proposed by Dennis 
Chavez, New Mexico Democrat, 
when debate gets under way in the 
Senate. 

Under Gore’s proposal, Federal 
aid for the interstate network 
would be stepped up by $11 bil- 
lion in the next 10 fiscal years 
and a special emergency $900 mil- 
lion authorization would be made 
for fiscal 1959 for ABC roads. 

The Federal Government would 
meet the entire cost, half of which 
would be repaid by the states out 
of future ABC apportionments 
starting in 1964. Primary, second- 
ary and urban roads comprise the 
ABC program. 

Undersecretary of Commerce} 
Louis S. Rothschild appeared for 
the Administration before the Gore 
subcommittee on roads. 

“We do not believe that the) 
amounts authorized for the inter-| 
state highway construction pro-| 
gram should be increased at this| 
time,” he said, 

The legislation authorizes an 








LOST ANOTHER 
NEW CAR SALE?/ 


Did you lose the deal by a few dol- 
lors? Or don't you know by what |) 
amount you lost the deal? Don't lose 
sales because you're selling in the || 
dark—discover your competitors’ costs 
and you'll know the kind of deal it 
takes to beat them! 


Order 1958 edition of “AUTO || 
wholesale cost |) 
encyclopedia—the authoritative book || 
that gives the complete listing of the |) 
wholesale costs of All 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per || 
copy which includes FREE supplements || 
containing all price and model 

changes. Send $10 for the ‘58 edition || 
or only $18 for an economy 3-year 
subscription. 


AUTO COSTS 


Box 224— Dept. 88 
New York 1, N. Y. 


the 


COSTS" —the dealers’ 





NEW 
1958 


PENNANT 
CATALOG 


New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 





AUTO-TURNTABLE 
Assembled in 30 Minutes . 







Send for 

free folder. 
AMER- STAGE 
805 East 134 St. 
Bronx $4, N. Y. 


|cox, Wilcox Motors 


additional $715 million for the in- 
terstate and ABC roads for fiscal 
1959 to be made available imme- 
diately to stimulate employment 
and the general economy, Gore 
said. 

Rothschild said the Commerce 
Department “favors the general 
objectives” of the Chavez bill and 





AMA Asks End or Cut 
In Auto Excise Tax 


DETROIT. — The Automobile 
Manufacturers Assn. has called 
for an immediate reduction in 
Federal taxes to reverse the cur- 
rent recession, including repeal 
or a substantial reduction of 
automotive excise taxes, 


The statement was dispatched 
by wire to President Eisenhower 
and to Congressional committees 
and cabinet officers concerned | 
with national taxation policy. It 
declared that the automotive 
industry normally creates one out | 
of seven jobs in the nation, but | 
has been among the hardest hit 
in the present economic slow- 
down. 











Three Western 


By John E. Walsh 
Staff Writer 
HE auto-show season enters the 
home stretch this week with the 
opening of three i Ba 


| Albuquerque, N. M., March 26 and 


Lubbock, Tex., and Seattle March 
28. 

The International Automobile 
Show in New York's Coliseum Apr. 
5-13, the Portland (Ore.) Foreign 
Car Show June 4-8 and an auto 
exhibit in Concord, N. H., June 5-7 
wind up the 1957-58 season. 

The Seattle show, devoted ex- 
clusively to foreign cars, is the 
first such show ever held in the | 

Pacific Northwest. About 30 im- | 
port dealers in the area scheduled | 
the show after the Seattle Auto- | 
mobile Dealers Assn. decided not 
to stage a general show this year. | 

The committee directing the show | 
includes Jack LaRue, Rowland) 


\Motors (BMC), chairman; Earl! 


Gallagher, Gallagher Motors (Lioyd| 
and Rootes group); Leonard Wil- 
(Simca) ; | 
Thomas Henderson, Import Motors | 
Co., Inc. (Borgward) and James) 
Cleland, Volkswagen Washington, | 


Inc. 
* > + 


FREE trip to Europe and a 

foreign car will be awarded to 
two visitors, LaRue said. The show 
will be held in Civic Auditorium. 

The foreign car also will be the 
star of the Albuquerque show in 
Civic Auditorium. It will be the 
city’s first Auto Festival. 

Mike Tanny, Albuquerque 
dealer who is directing the show, 
said sports and economy cars, 
custom and racing models from 
throughout the Southwest will be 
exhibited. 

He said a beauty contest will be 
held during the show, with a $500 
wardrobe going to the winner. 


. 2« ¢ 
A CROWD of 50,000 is expected at 

the second annual West Texas 
National Auto Show in Lubbock’s 
Municipal Auditorium. The show is 





MEWA Names Lanning 


To Succeed Eichholz 


NEW YORK.—Frederic J. Lan- 
ning has been named to succeed the 
late A. H. Eichholz as general man- 
ager of the Motor and Equipment 
Manufacturers Assn. 

Lanning has been manager of the 
group’s credit department. He has 
been a member of the MEWA ex- 
ecutive staff for 20 years. 


would urge its enactment if it is 


modified. 


The bill calls for the appropria- 
tion of $900 million for fiscal 1960 
and $925 million for fiscal 1961 for 
ABC roads. Rothschild urged that 


the bill be amended to maintain the 
authorizations at $900 million dur- 
ing fiscal 1960 and 1961. 

Meanwhile, the House Public 
Works Committee has approved 
a bill introduced by Rep. George 
H. Fallon, Maryland Democrat, 
which calls for the same appro- 
priations proposed by Senator 
Chavez. 

In Baltimore, the Assn. of High- 
way Officials of the North Atlantic 
States passed a resolution urging 
Congress to provide funds to assure 
completion of the interstate system 
in 13 years. 

The group also asked Congress to 
determine ways and means to speed 
up the program and to approve 
pending legislation to block diver- 
sion of Highway Trust Fund 
monies. 

Bertram Tallamy, Federal high- 
way administrator, told the associa- 
tion that unless new legislation is 
enacted to provide additional funds, 
the road program could stretch out 
for 22 or 23 years. 


> * ® 


Gas-Tax Hike Proposed 


In 7 States, Cuts in Two 


WASHINGTON.—Motor-fuel tax 
increases have been proposed in 
seven states this year, according to 


Auto Shows 


To Kick Off This Week 


being sponsored by about 50 dealers 


in the South Plains of Texas. 


The Philadelphia Automobile 
Trade Assn. announced that dealers 
who participated in the auto show 
last November shared in a refund 
of $86,126. 





a survey by the National Highway 
Users Conference. In two other 
states, bills have been introduced 
to reduce such taxes. 

Increased rates have been pro- 
posed in Arizona, Kansas, Massa- 
chusetts, New Jersey, New York, 
Rhode Island and West Virginia. 
Reductions have been proposed in 
California and Kansas. A South 
Carolina bill would extend the 
seven-cent per gallon rate until 
June 30, 1969. 


an 


Kochel Named President 
Of Lewiston (Id.) Unit 


LEWISTON, Id. — Jim Kochel, 
owner of Lou Bell Motor Co. 
(Lincoln-Mercury), has been elected 
president of the Lewiston Automo- 
bile Dealers Assn. 


Don Shook, Lewiston Motor Co. 
(Dodge), was elected vice-president, 
and Charles Adams jr., Adams Auto 
Sales (Ford), was reelected secre- 
tary-treasurer. 
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AUTOMOTIVE NEWS 
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@ Over 47,000 circulation. 
@ Over 150,000 readers. 


@ Buyers guide of over 2,000 automotive concerns. 


@ Complete registration figures, new car sales, production, engi-| Toledo plants . . 
neering highlights, service data and specifications, album section | 


and many other exclusive features. 


RESERVE SPACE TODAY! 
Published with April 28 issue 


FINAL FORMS CLOSE APRIL 1 


The most influential publication in the automotive industry. 


Automotive News 


2666 Penobscot Bldg. Detroit 26, Mich. 


NEW YORK: Edward Kruspak, Ray Billingham, Howard E. 
Bradley, Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 
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Worcester’s Sunday Telegram Feature Parade, the only locally edited Sunday 
magazine in Central New England, has established a 


2 year lineage growth of over 55.7% 
91.9% * coverage of the 
2nd market in Massachusetts 


* Daily circulation 163,573; Sunday 104,590.(Publishers Statement 6 months ending Sept. 30, 1957) 
The Worcester 
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‘Can’t Compete’ for New Work ... 





Auto-Lite Asks UAW Changes 


By Frank Gawronski 

Staff Writer 
LECTRIC AUTO LITE CoO. has 
informed the United Auto 
Workers that certain “bad labor 
practices and excesses” in its Toledo 
plants must be eliminated before 
the company can compete for new 
business to replace work now being 
transferred to Chrys- 

ler Corp. 

In a letter to union 
officials, the firm 
warned that, unless 
the practices are 

halted, it may have to discontinue 
operations in Toledo after comple- 
tion of the Chrysler program in 
1961. 

Auto-Lite and Chrysler agreed 
last October that Chrysler will 
take over gradually the manufac- 
ture of its own generators, dis- 
tributors, starters and voltage 
regulators. These parts are now 
being made in the Toledo plants 
and, according to the company, 
account for about 75 percent of 
Auto-Lite’s Toledo production. 


| 


In outlining the company’s pro-| 
posal to open immediate negotia-| 


tions, F. M. Wistert, industrial | 


relations vic e-president, admitted | | 


that the firm and the union are 


| jointly responsible for plant abuses | 


| deemed undesirable. 


* * = 


ISTERT referred to the Auto- 


“great historical significance to the 
the beginning of 
|the end of Auto-Lite’s operations 
in Toledo, or it could mark the 
| beginning of diversification and 
expansion program that would once 
again swell our employment ranks.” 


Lite-Chrysler pact as one of| 


Auto-Lite’s production work force | 


has dipped from a high of 6,200 in 


1944 to about 1,900 now. The firm’s| 


average factory rate for male 
workers for 1957 is reported to be| 
| $2.63 an hour, which the company 
|says is higher than rates paid by 
| its competitors. 

= 


* > 


Prices Noncompetitive 
STERT said that Auto-Lite has 
for some time been bidding on 

other business, which could replace 

the Chrysler operations. 


j 





“But we have always found our| 


prices noncompetitive—e ven with 
respect to two large companies 


Record °57 Sales, 
Dip In Net Shown 
By Borg-Warner 


CHICAGO. Borg-Warner Corp. 
had record sales and only slightly 
lower earnings in 1957, according 
to Robert S. Ingersoll, president. 


Sales totalled $608,514,099, an in- 
crease of 1.6 percent over 1956 sales 
of $598,695,774, Ingersoll said. Net 
income amounted to $34,076,578, 
compared with $35,841,952, in 1956. 

In reference to the decline in 
earnings, Ingersoll said: 

“This reduction was in common 
with the experience of many of the 
nation’s other industries due to the 
highly competitive situation which 
has developed in numerous areas of 
production and sales. 

“This severe competition has 
been particularly evident in some 
of the major industries with which 
Borg-Warner is identified.” 

In appraising the outlook for 
1958, he told stockholders: 

“While we regret that sales, earn- 
ings, and employment of most in- 
dustries throughout the United 
States, including Borg-Warner, are 
being adversely affected in the eco- 
nomic readjustment now taking 
place, we are confident that our 
country any your corporation will 
emerge from this period stronger 
and better prepared to meet the 
expanding requirements of the next 
decade.” 


Washington Assn. Moves 


SEATTLE. — The offices of the 
Washington State Auto Dealers 
Assn. have been moved to Room 
1309 Joseph Vance Bidg., Seattle. 
The association’s offices formerly 
were at 928-930 Joseph Vance 
Bidg. 


that invited Auto-Lite to bid be- 
cause they wanted to do business 
with us,” he said. 


A loss of the Chrysler business 
without something to replace it 
“probably would force the Toledo 
plants to close because those 
plants could not operate profit- 
ably on the remaining business,” 
Wistert stated. 

The company’s only hope of at- 
tracting new business now lies in 
obtaining costs that are competi- 
tive, Wistert said. The company has 
already drastically reduced those 
costs that are within management’s 
sole control, he added. 


Wistert said that it is important 


that “the union and company start | 


negotiations immediately on the 
proposed changes, because we must 
bid now for work in our plants in| 
1960 and 1961.” 

Among the contract provisions 
which the company is proposing be 
changed or eliminated are these: 


Departmental seniority for pur-| 


poses of layoff instead of plant-wide 
seniority. 
> 


x . 


Contract Changes Listed 


BOLISHMENT of the present! 
minimum pay and setting it at} 
the figure established by Federal}| 


A 


law. This would nullify the present 
setup in which, the company claims, | 
the minimum rates are so high that 
there is little incentive for a 
marginal operator to really work. 

Elimination of frequent breaks 
for coffee and food, and stopping 
the practice of quitting early at 
the end of a workday. 

Reduction in the number of full- 
time union committeemen from 15) 
to three and a proportionate reduc-| 
tion in the number of shop stew- 
ards. 

Retiming of nonproductive jobs, | 
|} and the company to have the right 
to adjust any time study standard 
if it proves out of line. 


Agreement on arbitration of all 
disputes except those involving es- 
tablishment of new pay rates or 
changing present rates, and agree- 
ment by the union and company | 
not to strike or lock out during the 
next five years. 

All of the proposed changes, the 
company indicated, can be made 
without working hardships on em- 


| ployes or calling for any great 


Act to End Dealer Boycott | 


sacrifice. | 
> > > 


N THE dealer front, the Na- | 
tional Labor Relations Board | 
has decided to act in what is said 


|to be the first break in the long) 





strike at W. W. Wallwork, Inc. 
(Ford), in Fargo, N. D. 

The NLRB is seeking to re- | 
strain the unions from “encourag- | 
ing employes of the Hart Motor 
Express, Inc., Associated Trans- | 
port, K. W. McKee, Inc., and 
other employers not to handle, 
work on, transport or deliver 
freight or products to or by Wall- 
work.” 

Since the strike started Aug. 20, 
1957, the unions have been accused 
of trying to enforce boycotts 
against the dealership. These at- 
tempts, it is said, have hindered 
the firm’s operation and have been 
costly. 

Hearings against the union are 
scheduled for today (March 24) in 
Federal District Court in Fargo. 


The Machinists union has won its 


Prizes for Dealers 
In Rayon Contest 


NEW YORK.—Automobile deal- 
ers and their sales staffs can win 
merchandise prizes and vacation 
trips to U.S. and overseas resorts 
in a “profit payoff” contest which 
was begun last week by the Ameri- 
can Rayon Institute, 

The contest follows a similar 
event for tire dealers which closed 
last November. 

Each week, contestants will re- 
ceive a postcard listing facts about 
rayon-cord tires. Two weeks later, 
a number of contestants will be 
called and asked a question, with 
correct answers winning merchan- 
dise awards. 





long fight to have auto mechanics 
recognized for the craftsmen they 
are. 

A favorable decision was h:nded 
down by the NLRB in a Case in- 
volving a group of auto mechanics 
at the Montebello (Calif.) branch 
of International Harvester. 

The decision is expected to lend 
impetus to the current drive by the 
Machinists to organize the auto 
repair industry. 


WHAT THEY'RE SAYING 
ABOUT MARTIN BURY'S 
NEW BOOK 


“THE AUTOMOBILE 
DEALER” 








AUTOMOBILE 
| 


‘Offers countless suggestions on improv- 

ing specific parts of the overall opera- 
tion’ —Automotive News 
“Straightforward treatment of the basic 
profit and loss factors’’ 

M. Vice President 
“Contains a wealth of information about 
the successful operation of a dealer- 
ship"’ —P.A.T.A. 
“A comprehensive and thorou job” 

—Com. Credit Co. Executive 

‘It’s the best book for a dealer that has 

ever been written’ 7 
—Penna Buick Dealer 

“Very excellent book" 

—General Tire Co. Executive 

“There is no book like it” 

—Chicago Accountant 

(The Super Salesman Chapter) ‘‘is one 

of the finest I have ever read on sales- 

manship”’ 

—An Arkansas Packing Co. Executive 
“Contains so many sensible suggestions 
for successful operation of a_ dealer- 
ship” —Toronto Pontiac Dealer 

“Covers all phases of the automobile 
business very well” 

—Penna. Chevrolet Dealer 

“A source of ready sctepence 4 

—G.M,. Executive 

“I have read the book . . . with bene- 
fit’ —Chrysler Executive 
“Should be a great help to any dealer” 

—Minnesota Buick Dealer 


—. 


* These and many others are from un- 
solicited letters and reviews in our files. 
“The Aut hes great 
value to any dealer in the competitive 
market. Every dealer ond each of his 
key personnel and salesmen shovid 
hove it. 

$5.20 per copy postpaid. 
DISCOUNT in lots of 10 or more. 


Order Direct From 
PHILPENN PUBLISHING CO. 
1750 NORTH BROAD ST. 


25% 









1957 FORD 
TAXIS 
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% 6 CYLINDER 

%& FORD-O-MATIC 
x EXCELLENT TIRES 
% SPARE & JACK 


5677 i 
N.Y. 
60 DAY GUARANTEE! 
We will arrange transport. 


COMMERCIAL OR PRIVATE USE! 
1956 Fords, Dodges, Plymouths. 
Available at Only $325. 


GENERAL SALVAGE CORP. 


Mill Rd., Hempstead, N. Y. 
IV 1-6688 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 














Week Week dan. 1 
Ended Same Ended Output, To 
March 22, Week, March 15, March, March 23, ssaren 2 
1958 1957* 1958* To Date 1957* —_ 

AMER. MOTORS** ...... 3,000 2,351 3,689 6689 22,271 37,872 
IIE. chenicissccesiveiininiens 3,000 2,156 3,689 6,689 20,118 37,872 
CHRYSLER CORP. ...... 14,350 29,785 15,698 40,294 342,026 142,535 
a 1,350 2,784 1,212 3,645 36,611 14,107 
Imperial .................... 450 1,155 375 1,154 11,005 4,181 
a = 1,721 2,345 40,608 9,385 
Dodge ae 3,000 7,368 «= 3,018 7,111 77,314 23,084 
Plymouth ee 9,100 15,391 9,372 26,039 176488 91,778 
FORD MOTOR*** cue 19,710 42,410 21,335 57,886 505,460 305,061 
Re ea - ae ad 3,780 
Ford . _ 14,780 34,427 20,498 46,787 396,139 260,749 
Lincoln 660 741 829 «= 22,350 =: 113,550 9,002 
Mercury . . 8,885 re 7,805 95,523 31,530 
GENERAL MOTORS .. 47,178 62,309 45,605 148,342 775,457 643,999 
Buick .... 5,009 9,296 4,293 15,673 132,839 176,871 
Cadillac .. $8,200 3,371 3,226 9,552 39,322 35,818 
Chevrolet ....... . 27,200 31,613 28,269 87,302 374,755 364,043 
Oldsmobile ..... 6,369 9,378 5,700 21,085 122,185 96,154 
Pontiac . 4,900 8,651 4,117 14,730 106,356 71,113 
S-P CORP. 1,264 1,791 120 «= 2,606 «=: 18,905 7,819 
Packard .. 110 290 ams 235 4,738 1,039 
Studebaker 1,154 1,501 120 2,371 14,167 6,780 | 
Total Cars, U. S........... 85,502 138,646 86,447 255,817 1,664,119 1,137,286 





*Revised 


**American Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 














Ford Slashes Rate .. . 





Car Output Clings 


:|To 85,000 Level 


(Continued from Page 1) 


off only slightly from 3,226 to 
3,200 units. 

On a corporate basis, Chrysler 
Corp. showed the biggest loss as its 
assemblies dropped from 15,698 a 
week earlier to an estimated 14,350 
last week. 

A breakdown of Chrysler Corp. 
operations showed Chrysler divi- 
sion (excluding Imperial) up from 
1,212 to 1,350; Imperial up from 375 
to 450; DeSoto, which didn’t work 
its Detroit plant at all last week, 
off from 1,721 to 450 assemblies; 
Dodge off from 3,018 to 3,000 units, 
and Plymouth off from 9,372 to 
9,100 assemblies. 

= + : 
ona upped its output 
from 120 units a week earlier to} 
an estimated 1,154 last week and 


| Packard chipped in with 110 units 


last week, compared with none the 


| previous week. The corporation’s 
output stood at 1,264 units last) 
week, compared with 120 a week} 


earlier. 

AMC, which announced a pro- 
duction cutback the previous 
week, declined from 3,689 to an 
estimated 3,000 units but still 
was far above the 2,156 Ramblers 
produced during the same week 


| @ year ago. 


Truck output last week totalled 
an estimated 16,790 units, or 125 


junits under the previous week, 





i 
i 


612 | to 


Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
March 22, Week, March 15, March, March 23, March 22, 
1958 1957* 1958* ToDate 1957* 1958 
CHEVROLET 6,200 7,279 6,535 19,118 86,921 
DIAMOND T . 105 95 105 315 940 1,267 
DIVCO 60 80 39 155 926 657 
DODGE 850 1,808 1,291 3,234 20,932 12,323 
FORD 4,100 7,794 4,577 12,768 75,655 55,106 | 
GMC 1,270 1,530 1,269 3,810 17,634 14,875 | 
INTERNATIONAL : 2,195 1,812 136 4,670 21,576 26,003 
NL iibinaiibinebannen 360 361 356 950 4,452 3,479 
STUDEBAKER 190 232 214 595 2,846 1,607 | 
WHITE 374 423 354 1,075 4,740 4,163 
WILLYS . : 1,035 1,671 1,989 4,382 16,138 17,712 
MISCELLANEOUS*** 51 57 50 150 637 
Total Trucks, U. S....... 16,790 23,142 16,915 651,222 253,397 205,752 
Total Cars, Trucks, 
U. 8. 102,292 161,788 103,362 307,039 1,917,516 1,343,038 
Total Cars, Trucks, 
Canada 8,370 10,843 8373 23,650 114,545 87,889 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....110,662 172,631 111,735 330,689 2,032,061 1,430,927 





Revised, Miscellancous “(nation Corbitt, Stasmen-Eheestagten, Federal, Four-Wheel- 


Drive, ete. 


N. B.: All U. 8S. totals include cars and trucks for military orders. 


***Autocar, Freightliner, 
inctated in Mack totals. 


Reo and Sterling are included in White totals; Brockway 





Auto Makers , 


"98 Outlays 


May Hit 8- Year Low 


WASHINGTON. — Businessmen 
Plan to spend $32 billion on new 
plants and equipment this year, 
13 percent under the record $37 
billion in 1957, according to a joint 
survey by the Securities & Ex- 
change Commission and Depart- 
ment of Commerce. 

Except for public utilities, the 
survey noted, all major industries 
Plan to reduce their outlays in 
1958. 


Outlays by the motor-vehicle 
industry are scheduled to be about 
a fourth below the 1957 total, the 
survey found. The industry’s in- 
vestments reached a peak in 1956 
and have been declining since, 
so that the ’58 figure is the 
lowest since ’50, it was reported. 
The ’58 programs mark the end 

of the recent boom in capital in- 
vestment, which brought about a 
rise of almost 40 percent in plant 
and equipment expenditures from 
the $27 billion spent in 1954, the 
two agencies said. 

Manufacturing companies antici- 
pate an expenditure cut of one- 
sixth, the survey found, while 
commercial companies expect to 
Spend an eighth less than last year, 


and railroads are down by more 
than a third. 

The 4 percent rise in expendi- 
tures slated by public utilities 
reflects the continued expansion 
planned by the electric-power in- 
dustry, the report continued. 
Other survey highlights: 
Capital expenditures by manu- 

facturers are schéduled at $13.2 bil- 
lion in 1958, compared with $16 
billion in 1957 and $15 billion in 
1956. 


Durable-goods producers are 
down more than the nondurable- 
goods companies. Among the 
former, the primary metals 
groups and the motor-vehicle in- 
dustry expect the largest per- 
centage declines. 

Among the latter group, the tex- 
tile and paper industries plan the 
sharpest cutbacks—38 and 23 per- 
cent respectively. The petroleum 
industry expects a 10 percent cut, 
the first slash since 1950. 

Chemical firms report continuing 
high-investment programs, with the 
658 total off by 6 percent from 1957. 
Last year’s outlay was 18 percent 
higher than in 1956. 


| when the makers rolled 16,915 com- 
|'mercial cars from the lines, The 


67,948 | makers produced 23,142 trucks dur- 


ing the week ended March 23 a 
year ago. 
Canadian car and truck opera- 


Truck Makers 
Get Army Orders 
Worth $100 Million 


WASHINGTON.—Orders for ap- 
proximately $100 million worth of 
military trucks will be placed with 
the auto industry within 30 days, 
Army Secretary Wilber M. Brucker 
announced last week. 

He said negotiations are being 
speeded to get the trucks into pro- 
duction at the following firms: 
Chrysler Corp., 3,200 three-quarter- 
ton trucks and 1,000 one-ton ve- 
|hicles; Willys, 250 Mechanical 
Mules; Utica Bend Corp., South 
Bend, 5,000 2%-ton trucks, and 
Mack, 32 heavy vehicles. 

Brucker said the following firms 
are bidding on contracts for 3,000 


national, White and Mack. 

Bids are also being sought on 5,- 
000 trailers and semi-trailers that 
closely resemble commercial ve- 
hicles and can be adopted for mili- 
tary use, Brucker said. 

Brucker said the Defense De- 
partment still has $222 million to be 
allocated for military equipment 
from the auto and other industries 
before July 1. 





five-ton trucks: Diamond T, Inter-| 


37 


tions were expected to produce an 
estimated 8,370 vehicles, or just 
three units under the previous 
week’s operations, The week ended 
March 23 a year ago saw the mak- 
ers roll 10,843 cars and trucks from 


the lines. 
* + * 


Ford Somerville Plant 


Closed After 30 Years 


SOMERVILLE, Mass.—After 30 
years, auto production at the Ford 
assembly plant here has ended and 
left 1,000 employes in doubt as to 
their future. Ford officials said 
that about 87 percent would be 
taken care of with job opportuni- 
ties at Ford plants at Lorain, O., 
and Mahaw, N. J. 

At 11:05 a.m. March 14, the last 
car, a green station wagon, rolled 
off the assembly line. Some 400 
Fords are in the plant’s storage 
yards awaiting delivery to New 
England dealers. Henceforth, New 
England dealers will be serviced by 
| the new Lorain plant. 

Ford officials said that there is 
an excellent possibility of renting 
or outright sale of the plant. Many 
inquiries from diversified industries 
have been received, they said. 

The plant opened in 1928 to build 
the Model A Ford, and more than 
1,500,000 cars have been put to- 
| gether since. Ford officials said the 
plant was closed because it is com- 
petitively outmoded. At one time, 
the plant employed nearly 2,100 
workers and turned out as many as 
520 cars a day. 

Fire Wrecks Two Cars 

ZANESVILLE, O.— Fire follow- 
ing an explosion destroyed two 
autos and damaged three others 
at Muskingum Motor Co. Fire 
officials said the blast occurred as 
— were repairing a gasoline 











Atlanta Dealers Adding Imports 


(Continued from Page 2) 


cars and are very optimistic, but 
have little money.’ 
> > . 

E CONTINUED, “Last year’s 

increase in our sales to the U.S. 
can be attributed in large measure 
increases in the West, which 
accounts for about 50 percent of 
entire U. S. sales for the Group. 


“General Motors and Ford are) 
helping us a great deal by bringing | 
cars. We have) 


over their small 
done a great deal of pioneering and 
educational work to promote the 
imported car. There is still a great 


need for more development and 


promotional work.” 


Sir Reginald expects a broaden- | 


ing of the U. S. market. 

“You now have a wide choice of 
cars,” he said, “but they are all big 
ears. As your cities expand, and| 
people move farther out, you need 
small cars. The economy question 
then becomes very important. 

“We were criticized bitterly in 
the U. S. last year for our Husky 


station wagon. They wanted some-/| [- 


thing bigger. So our new Husky has 
a larger engine, more room, It’s a 
larger car.” 


No Plans for U. S. Plant 


aaa to production, he de- 
clared: “We're making every- 
thing we can make (about 120,000 
units a year) by running at nearly 
full schedule. Our limit is produc- 
tion, not shipping. Though we ex- 
pect to have more units available 
for our dealers in 1958, there will 
be a limited number of body styles. 

“About 15 to 20 percent of our 
market is in the U. S. and, though 
we have considered a U. S. as- 
sembly plant, it’s not much good 
doing it here unless you do it in 
a big, big way. 

When it came to talking about 
the future Sir Reginald had a stock 
answer: “I'd rather not answer 
that.” 

That was his reply to such ques- 
tions as: Does Rootes plan to man- 
ufacture a sports car? Will you 
soon have a small car with engine 
in the rear? Would the publicized 
plans of G.M. and Ford to make 
small cars in Canada affect the 
Rootes Group? What new models 
can your local dealers expect? 

* * 7 


Att the press conference, 
Automotive News asked West- 
ern Sales Manager Henkel if Rootes 
intended to concentrate on finding 


| Detroit-product dealers to dual with 
| Rootes. 

Henkel said he had no plans to 
“concentrate” on such dealers in 
| expanding the Rootes operation. 

“In fact,” he said, “most Ameri- 
can dealers don’t know how to sell 
imported cars. They are so used to 
selling the ‘deal’ that it’s difficult) 
| for them to sell the car and keep a 
full profit.” 


Champion Plug for VW 


has announced a 14-mm. spark 
plug that has been tested and ap- 
| proved by Volkswagen. 

Called the L-85, it has a spe- 
cial reach of A72 inches and a 
thread relief which, Champion 
says, makes it perfectly tailored 
for use in the German cars. 

It has a fixed outside gasket de- 
signed to prevent possible loss at 
the time of installation. Another 
|feature is a steel terminal stud 
which resists chafing at the ter- 
minal connector. In heat range, the 
| plug is comparable to the L-7 and 
1 

Champion said the plug also has 
been tested and “found to give ex- 
cellent results,” by Borgward, 
BMW, Goliath, Lloyd and Porsche. 


Stolen VWs Shipped to U. S. 


A THEFT ring operating in Ger- 
many is shipping stolen Volks- 


*57 Losses Cut 
To $11.1 Million, 
S-P Reports 


SOUTH BEN D.—Studebaker- 
Packard Corp. announced last week 
it had reduced its losses for 1957 
to $11,135,108 on sales of $213,203,741, 
in contrast to a loss of $43,318,257 
in 1956 before special charges of 
$60 million on sales of $303,038,430. 

Total current assets are $87,564,- 
678 and current liabilities $35,328,- 
252, with working capital of $52,236,- 
426, as compared with $54,602,893 
at December 31, 1956, said Harold E. 
Churchill, president. 

A relatively small operating loss 
during the fourth quarter of 1957 








HAMPION SPARK PLUG CO.| 


wagens to the U. S., according to 
the FBI. Two of them have been 
sold in Cleveland. 

The FBI said the thieves first 
bought wrecked and discarded VWs 
|}to obtain title certificates. Then 
| they altered numbers of the stolen 
| cars to correspond with data on the 
| titles. 
| A New York importer is being 
| investigated to determine whether 
| he knew the origin of the cars 
| and how many have been shipped 
in, the FBI said. 
| One of the cars sold in Cleveland 
| was a European model, with fabric 
upholstery and a metal arm to in- 
| dicate a turn. VWs made for the 
|U. S. market have leather uphols- 
tery and a flashing turn signal. 

The Cleveland dealer and pur- 
chasers did not know the cars were 
| stolen, the FBI said. The purchasers 
| will keep the cars. 


| Rapier Wins British Rally 


ORE of the new Sunbeam Rapiers 
has won outright the 2,000 mile 
R.AC. British Rally. 

This four-day event counts to- 
ward the European Rally Cham- 
pionship and is run over the rough- 
est mountain roads and tracks of 
Wales, Yorkshire and the Lake 
District. The cars also had to face 
13 high-speed and maneuverability 
tests. Over one-third of the entries 
failed to complete the rally. 

= + 7 


°58 Austin Goes on Sale 


HE 1958 Austin A-55 Cambrian 

has been introduced in the show- 
rooms of 38 dealerships in Southern 
California. The four-door model is 
powered by a four-cylinder engine 
which is said to get 30 miles per 
gallon of gasoline. 

The five-seat car has a 99%-inch 
wheelbase and an overall length of 
167 inches. It is priced in the $2,200 
bracket. 

* 


Renaults Pour Into U. S. 


RRIVAL of 105 Renaults at the 
Port of New Orleans in March 
brought to 405 the number of the 
French-built cars unloaded in the 
Louisiana city since late February. 
Robert Volode, general manager 
of Renault, Inc., New York, and 
Jaques Kent, national sales man- 





was more than offset by year-endj ager, were in New Orleans early 
adjustments, Churchill continued.|in March for a sales conference 
Every effort is being made to re-| with Louisiana dealers. 


duce costs of operations, he added. 


Importers of Mercedes-Benz, 


The company also reported sales} Volkswagen, Hillman and DKW 
of Mercedes-Benz cars rose steadily| also are using New Orleans port 


during the year. 


facilities. 


‘ 
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May Hit $85 a Year Per 


AUTOMOTIVE NEWS, MARCH 24, 1958 
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Cost of Exhaust Control 





SAN MARINO, Calif. — The in- 
dependent Air Pollution Founda- 
tion, which is directing its entire 
scientific research program to solu- 
tion of the auto-exhaust problem, 
said the cost of control by currently 
propesed methods probably will be 
from $50 to $85 annually per auto- 
mobile. 

Noting that this would result in 
an annual bill of $150 million to 
$250 million for the Los Angeles 
area with its three million autos, 
the Foundation emphasized: 

“The simplest way to reduce 
this cost is by the highest caliber 
of research aimed at determining 
the degree and type of control 
necessary—and the development 
of a feasible device based on this 
information.” 

The cost estimates for control 
methods which have been most 
talked about were documented in 
a 2i-page chapter, “Technical and 
Economic Aspects of Auto Exhaust 
Control Methods,” in the Founda- 
tion’s fourth annual Technical Pro- 
gress Report. 

Separate estimates were made for 
induction devices, direct-flame and 
catalytic afterburners, nitrogen 
oxide eliminators, fuel changes, and 
combinations of devices with modi- 
fied fuels. 

All estimates included the three 
factors that will affect an auto 


Chrysler S peeds 
Installation of 


Air Conditioners 


DETROIT.—Chrysler division has 
set up an integrated assembly-line 
_air conditioning system and is 
stepping up the training of person- 
nel to cope with the growing de- 
mand for automobile air condition- 
ing, according to Clare E. Briggs, 
sales vice-president. 

The new installation method is 
said to permit personnel specializa- 
tion and use of the most modern 
equipment for drying, metering, 
charging and testing automobile air 
conditioning units. 

The integrated system replaces 
the “unit type” booth method of 
installation previously used. Cur- 
rently one in every three Imperials 
and one in ever 10 Chryslers are 
built with air conditioning units. 

Briggs discussed the growth of 
automotive air conditioning and the 
opportunities it presents to Imperial 
and Chrysler dealers at a confer- 
ence of 80 regional service man- 
agers and service specialists at the 
Chrysler Training Center here. 

Chrysler now offers three differ- 
ent air conditioning installations— 
front only, back only and a new 
combined dual unit which has evap- 
orators and blowers in both front 
and back. 

“We are convinced that air con- 
ditioning is becoming a major fac- 
tor in a successful dealer opera- 
tion,” Briggs said. “Dealers must 
have the trained personnel and the 
facilities to meet the demand for it, 
which is growing every year.” 

Briggs disclosed that Chrysler di- 
vision air conditioning installations 
rose 98 percent in 1957 over the 
1956 model year, 





owner’s yearly bill—original cost of 
a device or method, amortized over 
the five years which is the average 
length of time a motorist keeps a 
car; plus operation and mainte- 
nance cost, plus probable inspec- 
tion fees. 


The nature of inspection re- 
quired to make a control program 
effective will depend upon the 
nature of the control adopted, 
the Foundation pointed out, but 
in any case probably will cost 
only about $1.25, or $2.50 per 
year if required semiannually, 
thus making cost of inspection 
“by far the cheapest part of the 
cost of control.” 


An induction device would prob- 
ably cost the average car owner 
only $12 a year, the Foundation 
estimated. Another device which 
could cost the average motorist 
less than $50 a year would be a 
direct-flame afterburner, the Foun- 
dation said. 

But so far no one has figured out 
how to build one to burn exhaust 
gases successfully in a housing 
small enough to fit under a pas- 
senger car, the Foundation added. 
Estimated average cost, should 
someone solve this imposing engi- 
neering problem, would be $20 a 
year, it said. 

All other methods which have 
been proposed would entail the use 
of either a catalyst requiring peri- 
odic replacement or a more ex- 
pensive fuel, the Foundation said. 





Stewart-Warner 
Reports Profits, 


Sales Down in 757 


CHICAGO. — Stewart-Warner 
Corp. had net income of $5,985,157 
in 1957, according to Bennett 
Archambault, president. This was 
10 percent below the 1956 total of 
$6,632,399. 

Net sales in 1957 were $111,968,574, 
or 8 percent below the $121,264,742 
of sales the previous year, Archam- 
bault said. 

“The major portion of this de- 
cline (in sales) was attributable to 
lower sales of military products,” 
he said. “Our total sales of all com- 
mercial products were within 2 per- 
cent of the alltime high record 
established in 1956.” 

Sales of original equipment items 
to passenger car and truck manu- 
facturers accounted for approxi- 
mately 15 percent of Stewart- 
Warner’s dollar volume for all prod- 
ucts in 1957, Archambault said. 

“Although the total number of 
passenger cars and trucks produced 
in the U. S. and Canada was only 
3 percent higher in 1957 than in 
1956, our sales to passenger car and 
truck manufacturers increased by 
11 percent,” he added. 


Condon Elected 


CLEVELAND.— Frank Condon, 
of North Olmsted, has been 
elected president of the Cuyahoga 
County Chrysler Dealers Assn. 
Charles A. Hale jr. is vice-presi- 
dent, and Arthur W. Fisher is sec- 
retary-treasurer. 





New Air-Conditioning Setup— 


Chrysler division's integrated system of 


air conditioning installation on the 


assembly-line is said to permit greater specialization of personnel and use of modern 
equipment for drying, metering, charging and testing of automobile air conditioning 
units. The system replaces the “unittype" booth method previously used. 





Auto ‘Department Store’ 


Opens Fourth Branch 


WILKES-BARRE, Pa. — Caster- 
line Auto Marts has opened its 
fourth branch in the neighboring 
city of Hazleton. The firm has 
three outlets here handling all 
makes of new and used cars. 


Three brothers, Sam, Joe and 
Frank Casterline, opened the inde- 
pendent new-car dealership two 
years ago. Previous to that time, 
the brothers handled only used 
cars. They call their firm “the 
department store of new cars.” 


Obituaries 


Ernest Shepherd 


KANSAS CITY.—Ernest Shepherd, 70, 
president of Shepherd Motor Co., North 
Kansas City, died March 12 of a heart 
attack, He was a member of the Kansas 
City Car Dealers Assn. and the Missouri 
Car Dealers Assn. 

* * * 


Wilmer J. Loveless 


DeWITT, Ark.—Wilmer J. Loveless, 46, 
for 18 years manager of Loveless Chevrolet 
Co., died March 10 of a heart attack. 


* * * 


Frances I. Newport 
HOMINY, Okla.—Frances I, Newport, 52, 


a 
for 23 years, died Feb, 27 after su:gery in 
a Tulsa hospital. 

* * * 


Charles W. Woods 
NORWALK, O.—Charles W. Woods, 76, 
former general manager of the old Stearns. 
Knight Motor Co., died March 12 at his 
home here. 
* * * 


Otis O. Hanson 
OAKLAND, Calif.—Funeral services werg 
held here last week for Otis O. Hanson, 55 
widely-known executive and former dealer. 
Mr. Hanson formerly operated Hanson 
Pontiac-Cadillac in Pittsburg, Calif At the 
time of his death he was associated with 


@ partner in Newport Chevrolet-OldsmobileShepard Cadillac-Oldsmobile, of Oakiand. 


—., 
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HELP WANTED 


SALES MANAGER 


$13,000 per year, plus 10% of net 
profit and other employee benefits. 


Must have proven background of vol- 
ume producer. 


Must know how to handle salesmen 
and “spark plug" sales department to 
sell 400 to 500 new and used cars and 
trucks per month without short chang- 
ing customers. 


Must be “go-getter."" Ford Dealership 
in the Delaware Valley. 


Send complete resume with recent 
photo. Applicants under 40 preferred. 


P. O. Box 8034, c/o Automotive News, 
Detroit 26, Mich. 


WANTED — SALESMEN to seli the book 
“‘Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies, High commission—No terri- 
tory restrictions. Write Auto Costs, Box 
224,- Dept. B., New York 1, N. Y. 


SERVICE MANAGER 


Must be capable of supervising 
service, and paint and body 
shop for 5,000 car operation. 
Should be working now as 
service manager or assistant 
service manager or have back- 
ground as machine shop fore- 
man or assistant foreman, with 
knowledge of planning men’s 
work and the ability to handle 
customers. Man under 40 pre- 
ferred. Ford dealership in Dela- 
ware Valley. Salary $12,000 
plus percentage of gross profit 
of entire parts and service de- 
partment. Send complete 
resume with recent photo. 
Box 8050, c/o Automotive 
News, Detroit 26 





IMMEDIATE OPENING for new, used 
car salesman. Very good salary, bonus 
plan, Free training program, complete 
employe benefits. Real opportunity for 
advancement in a growing company. 
Write Clem Carnine, Rogers Chevrolet 
Co., Rantoul, Ill. 





SERVICE 
INSTRUCTOR 


Rootes Motors Inc. wishes to appoint an ex- 
perienced automobile service instructor to 
conduct a continuous dealer training program 
in the United States. Schools to be held initi- 
ally in New York City and Los Angeles with 
possible locations in strategic cities in south- 
east, southwest and midwest states. Write to 
Service Manager stating full particulars of 
education, qualifications and salary required. 


ROOTES MOTORS, INC. 
42-32 2ist St. Long Island City I, N. Y. 
HILLMAN—SUN BEAM—HUMBER—SINGER 











HELP WANTED 








Service Manager 


We want the best and will pay accordingly. 
Chevrolet dealership with exceptional facili- 
ties, excellent location and vast potential. 
Located in metropolitan New York area. Cor- 
respondence will be confidential. Box 8062, 
c/o Automotive News, Detroit 26. 





WE'RE EXPANDING. General Sales Man- 
agement, Volume multiple operation 
dealer needs key man to direct new and 
used car operation. Unusual opportunity 
for aggressive young man with general 
manager potential and a desire to go 
places. Dealerships are all metropolitan 
Points. No duals. Buick or Chevrolet. 
Desire man under 35 years of age with 
proven ability to handle volume profit- 
ably. Sales of a minimum of 1,800 units 
per year. 20-30 man sales force. Salary 
and percentage. Replies kept confidential. 
Please outline qualifications and give 
references. Box 8042, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER. Buick dealership. 
We need experienced manager or an as- 
sistant manager who desires to move up. 
Eight mechanic shop; six man body shop. 
Efficiency a must. Best city in Florida. 
Compensation open, Prefer incentive plan. 
Box 8051, c/o Automotive News, Detroit 
26. 





Sales Manager 


We want the best and will pay accordingly. 
Chevrolet dealership in Miami with excep- 
tional facilities, excellent location and vast 
potential. Must be thoroughly familiar with 
all phases of new and used car operations. 
Correspondence will be confidential. Box 8063, 
c/o Automotive News, Detroit 26. 


POSITION WANTED 


To encourage this classification for the 
benefit of those seeking employment, 


Position Wanted Ads are accepted at 
half regular rotes namely lle per 
word for each insertion. $1.00 per in- 
et Me ae ee 
Tmt ha- ls Holf-rote does not apply 
to display ads in this section.) 





TRUCK MANAGER, new and used, 41 
years of age, married. Eighteen years’ 
experience as truck manager, eight years’ 
heavy duty trucks, past ten years with 
Ford dealer in Dallas, Texas, handling 
new and used. Would prefer Ford dealer 
with heavy duty truck franchise in the 
southwest. Top references, including pres- 
ent employers, Available April ist. Nor- 
ris Thrash, 1103 Wilbur St., Dallas, 
Texas. Phone: FEderal 7-2112. 


GENERAL MANAGER, sales manager or 
service manager. Twenty years’ experi- 
ence. Excellent references from top auto- 
motive men. Desires location Maine, 
Massachusetts or New Hampshire. Box 
8024, c/o Automotive News, Detroit 26. 


SALES MANAGER, age 33, eight years’ 
experience in the automotive field. As- 
sociated with Chevrolet volume dealer- 
ship. Will relocate, preferably in the 
south or midwest. Best of references, All 
inquiries will be answered. Paul J. Cos- 
tello, 1122 Fairview Ave., Columbus, 
Ohio. 


SHOP FOREMAN with top mechanic ex- 
perience, cars or trucks. Good tools. 
Single, sober. Box 8018, c/o Automotive 
News, Detroit 26. 


OFFICE MANAGER-ACCOUNTANT. Gen- 
eral Motors and Motors Holding experi- 
ence. Started six years ago as cashier, 
am now secretary-treasurer of General 
Motors dealership. Have drive and proven 
ability, Want position of opportunity and 
responsibility. Excellent references, 27 
years old, married, two children. Box 


8052, c/o Automotive News, Detroit 26. 


SALES MANAGER, used car manager or 
manufacturers’ representative. Experi- 
ence: 3% years Chevrolet retail selling, 
current; naval officer; 2% years depart- 
ment store executive, Education: B.S. in 
accounting and MBA Stanford Graduate 
School of Business, Possessions: Age 32, 
with ability, ambition, energy, integrity; 
and a family with four children. West 
Coast. Box 8053, c/o Automotive News, 
Detroit 26. 


POSITION WANTED 


SERVICE MANAGER, 39 years old, i2 
years’ experience running Ford and 
Chrysler Corp. shops. Average volume 
over $30,000 month. Willing to operate 
straight profit basis. Know what I can 
do, Excellent advertising ability, plus 
customer, factory relations. 100% service 
absorption my objective! Top references, 
Reply John L. Rose, 5729 Highway Nine, 
Corpus Christi, Texas. 








WANTED—Connection as sales manager, 


used car manager in Florida, with 
Chevrolet or Ford. Have 10 years’ selling 
experience with Ford automobiles, 4 
years’ salesman, 6 years’ management. 
31 years old, wife, three children. Can 
furnish any reference needed. Write Box 
8043, c/o Automotive News, Detroit 26. 








ACCOUNTANT-BUSINESS MANAGER 


with factory and dealer business man- 
agement experience. Well qualified ac- 
countant, can handle large volume dealer 
office and assist general manager. Have 
dealer audit experience. Box 8044, c/o 
Automotive News, Detroit 26. 





WOULD LIKE POSITION with dealer, up 


to 400 car deal, as assistant with buy-out 
arrangement. Previous experience, eleven 
years’ with same Ford dealer in new 
car sales, used car sales, assistant man- 
ager used car department, and parts and 
service sales. Married, 30 years old, 
willing to relocate. Box 8045, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER, GM experience, de 


sires position with. aggressive dealer. 
Complete knowledge of service operation 
and good customer relations man. Write 
1415 N. Poinsettia Pi., Hollywood, Calif. 





SALES REPRESENTATIVE or sales. 


Young man, age 26, desires such posi- 
tion immediately. College graduate, rell- 
able. Write Box 8046, c/o Automotive 
News, Detroit 26. 


MANAGER — CHEVROLET. Experienced. 


Presently employed — desire change in 
southeast. Single dealership, minimum 
ten thousand. References exchanged. Box 
8047, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE — 








CALIFORNIA DEALERSHIP handling 


DeSoto-Plymouth, in seaside town with 
40,000 trading area. $10,000 includes 
equipment, parts, furniture, fixtures, used 
car office building, lights and signs. 
Should recover investment in one year. 
Favorable lease. Box 8055, c/o Automo- 
tive News, Detroit 26. 





TEXAS DEALER handling Ford. Sales ex- 


ceed $1,000,000. No real estate; excellent 
facilities, Established 30 years. Heavy 
parts and service. $30,000 will handle. 
— 8056, c/o Automotive News, Detroit 


DEALERSHIP HANDLING PONTIAC and 


Vauxhall—located in one of the most 
prosperous counties in the state of 
Florida. Approximately 200 units per 
year. Can be purchased for inventory, 
parts, shop equipment, furniture and fix- 
tures. $40,000 to $50,000 to handle dea!. 
No property to buy, lease renewal! avail- 
able. Box 8057, c/o Automotive News, 
Detroit 26. 


FOR SALE—Agency handling Pontiac and 


International trucks, subject to factory 
approval. Trading area 30,000 popula- 
tion; very profitable operation, two sales- 
men, four mechanics. No real estate to 
buy, low rent. Located in Wisconsin. 
Reason for selling—ill health. Write Box 
8058, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING DeSOTO- 


PLYMOUTH—Near Detroit in a fast 
growing town. Large trading area—only 
Plymouth dealer in town. Annual poten- 
tial 200 units. Will sell for inventory 
approximately $7,500. Box 8061, c/o 
Automotive News, Detroit 26. 


VESPA 


World's Largest Selling 
Motor Scooter 


Italian Motors Limited 


25 E. Germantown Pike 
Norristown, Pa. BR 9-1184 


Distributors for: 
Pennsylvania, Delaware, Maryland, South 
New Jersey, District of Columbia. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DUAL Chrys- 
ler Corp. lines in Bergen County, New 
Jersey. Largest sales county in state. 
Buy only parts, accessories, signs and 
equipment. No real estate to buy. Build- 
ing located on 100,000 sq. ft. of prop- 
erty. Must move south. Box 8040, 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 
DEALERSHIP HANDLING CADILLAC, 
Pontiac, Vauxhall, excellent Wisconsin 
jocation, Complete equipment, body shop, 
paved used car lot. Very good lease. No 
used cars or accounts receivable. Wife's 
health makes sale necessary. Box 8026, 

c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING BUICK AND 
OPFL—City of 60,000 on fringe of large 
metropolitan area in midwest. Fine facili- 
ties, excellent potential. No blue sky, ac- 
counts receivable, real estate or used 
cars, Please reply Box 8027, c/o Auto- 
motive News, Detroit 26. 


HANDLING FORD—EASTERN CONNEC- 





c/o 


SOUTHEAST FLORIDA dealership in the 
fastest growing section of the Northern 
Gold Coast. Handling one of the ‘‘Big 
Three’’ lines. Very modern facilities, 250 
car deal, will increase to 500 car deal 
within five years. For sale or lease, State 
qualifications and net worth in first let- 


TICUT shore. 125-150 units, modern on 
facilities, Buy inventory and equipment, wan ae 7992 c/o Automotive News, De- 
will sell or lease property, Completely . 


equipped and staffed, highest reputation 
and customer loyalty. Immediate posses- 
sion with Ford approval, Selling to man- 
age other conflicting interests. Principals 
only, Box 8054, c/o Automotive News 
Detroit 26. 


SIMCA 


America’s Best Import Buy 


DEALERSHIP HANDLING BUICK— 
FLORIDA, One of the best towns in 
Florida, approximately 15,000. Signed my 
first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval and sufficient capi- 
tal. In reply give your entire business 
experience and banking references, Box 
8016, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC, 
Cadillac and Vauxhall, Fringe deal in 
metropolitan area in midwest. Fine fa- 
cilities, excellent potential—No blue sky, 
accounts receivable, real estate or used 
cars. Anxious to sell due to health. In 
your reply state net worth and experi- 





Consumers Report Jan. 1958 





Tom McCohill’s Reports ence. Box 7986, c/o Automotive News, 

™ a Detroit 26. 
E. B. Jones Motor Co. HANDLING LINCOLN - MERCURY- 
ENGLISH FORD, city of 50,000 with 


Distributors for 
ILLINOIS, INDIANA, OHIO & 


$5,000,000 per month military payroll. 
Southeastern USA, established 12 years, 
new, modern building with adjoining 





MICHIGAN paved used car lot, You buy parts at 
. cost and equipment at 50% of cost only. 
2007 State St. East St. Louis, Ill. Operated at $2,500 profit in February. 
UP 48532 BR 1-2782 | Box 8048, c/o Automotive News, Detroit 
| 26. 
HANDLING CHEVROLET — Deep south. | 





375 new units 1957. leading by good mar- 
gin. Largest parts and service volume in 
area, with diversified industry and farm- 
ing. High per capita employment and 
income, Complete, modern facilities and 
best location. Send bank references and 
automobile sales record first letter. Box 
8032, c/o Automotive News, Detroit 26 


FOR SALE 


Declership Handling Chevrolet—tos Angeles 
Delivering 90 to 140 cars per month. A num- 
ber one location. Purchaser must have factory 
approval. Box 8064. c/o Automotive News, 
Detroit 26. 


HANDLING CADILLAC, Pontiac and GMC 
trucks. Well established. Excellent service 
operation. No real estate to buy, very 
attractive deal. Wonderful location, ex- 
cellent climate. Sides Pontiac Co., Caris- 
bad, New Mexico 


DEALERS 








DEALERSHIP WANTED 
CHEVROLET OR CHEVROLET-CADIL- 
LAC DUAL, Ford. Texas gulf coast or 
south Florida. Factory approval. All re- 
plies confidential. Box 8059, c/o Auto- 
motive News, Detroit 26. ; 
WANTED— 300-600 car Cadillac or Cadil- 
lac dualed deal. In retail business 25 
All 





years. Not a former factory man. 
replies strictly confidential, Box 8049, 
c/o Automotive News, Detroit 26 


CHEVROLET, FORD OR CADILLAC 
DUAL. Midwest, southwest or south pre- 


NEW GERMAN SPORT 





Midwes Pre- 
CONVERTIBLE a i A gy 
News, Detroit 26 


3 Passenger | 





BUSINESS OPPORTUNITIES 
MONEY MAKER—Established auto rental 
business in Miami Beach. Choice, low 
overhead location with exclusive con- 
tracts and excellent potential. Call or 
write Autoville, Inc., 15811 Collins Ave., 
Miami Beach, Filia. Wilson 7-4137. 


DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title cor out of state. 
Take cor overseas without refinancing. 
Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on @ sim- 
plified, no trouble, without recourse basis for 
officers and first three grades enlisted per- 





$1,395 Delivered P.O.E. Penn- 


sylvania, Maryland, District of 
Columbia, Virginia, West Vir- 
ginia, North Carolina, South 
Carolina, Georgia and Florida. 


Telephone: 
Washington, D. C. 
ADams 4-2819 








CALIFORNIA DUAL HANDLING CADIL- 
LAC, 100 miles from metropolitan area. 
Average net profit ‘55 through ‘57 seven 


percent on gross sales Approximately | sonnel. 

200 new units annually. Favorable lease Militery Military 

very modern facilities. No used cars or| Finence Co. Acceptance Corp. a 
receivables to buy. Buyer must have | 502 Tioga Bidg P. O. Box 2166 
qualifications for factory approval and | 2020 Milvia San Antonio, Texas 
sufficient capital. Reply with business | Berkeley 4, Calif. CApito!l 6-268! 


THornwall 3-7423 a 
“Worldwide lor itary 
a 


DEALERSHIPS AVAILABLE 


experience and banking references, P. O. 
Box 32066, El Sereno Station, Los Ange- 
les 32, Calif. 





Dealership Franchises available to a limited number of qualified 
dealers to sell Sweden's 85 HP Family Sports Sedan. Outstanding 
for speed, comfort and economy, as well as Swedish precision and 
sports car handling and performance. 

Dealership Franchises are available in the following states: Ala- 
bama, Arkansas, Kansas, Louisiana, Mississippi, Missouri, Okiahoma, 
Tennessee and Texas. For information write or wire: 


SWEDISH MOTOR IMPORT INC. 


1901 Milam CA 4-9456 Houston, Texas 





DEALER SERVICES 


ATTENTION 
DETROIT AREA DEALERS! 
WAREHOUSE SPACE AVAILABLE 


Accommodating 10,000 autos—ramp building— inside storage 
—24 hour protection—non-congested area, easily accessible 
for trucks and trailers. Former Packard plant located at 1580 
E. Grand Bivd., Detroit. 


For other particulars contact: Paul Bergman or Leroy Junge, 
WaAlnut 3-5630, Detroit 





DEALER SERVICES 


INVENTORY SERVICE 


Parts and Accessories 
CERTIFIED REPORTS * 





@ Inventory Investment Evaluated 
@ Analysis of Metheds and Procedures 


Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 








Have you tried controlling salesmen with 


HYPNOSIS? 

Please don't. It won't work. But, the “Dally 
Check" Pian Book will! It definitely increases 
sales. Determine at a GLANCE exact worth 
of salesmen—everyday. It’s proven. 
Clip ad out RIGHT NOW—mail with letter- 
head and signature, for | copy of Daily Check 
Pian Book and illustrated brochure, to 

MALCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J. 


The National Auto Guide 


“Standard of the Industry” 


No guess-work appraisals. You 
must know—eoch day of the week— 
current wholesale prices. 

Play it sofel The trade-in is the 
difference between profit and loss. 

1. Have on your desk each week 
current wholesale prices on every 
cor. 

2. Values based on a compilation 
and analysis of your regional Auction 
Scles—up to the minute! 

The cost of this weekly service is 
reasonable—less than seventy cents 
per week! 

All this invaluable assistance to 
your business can be yours, just as it 
is for thousands of other deolers, for 
less than seventy cents a week! 

Simply mail in your check for $35.00 
for a yeor's subscription—oand we will 
put you on our mailing list for imme- 
diate service. 


NATIONAL AUTOMOBILE 
APPRAISAL SERVICE CORP. 


P. ©. Box 91, Dept. A, Kingsbridge Ste. 
New York 63, N. Y. 





DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio 


CARS FOR SALE 
Sem em a mE 


H LATE MODEL USED CABS & 
1956 and 1957 
DODGES, PLYMOUTHS, 
FORDS, CHEVROLETS, 
CHECKERS = 


All in excellent condition. 
Stendoerd & Automatic Transmission. 


Heater, defroster, directional sig- 
nals. Some with Power Steering. 


4 Write, wire or call Tex! Maneger 
MOTORS 


g King Ford “inc. 


351 Grand Concourse 
Bronx 51, N. Y. CY 2-9400 


Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


All Makes & Models - Factory Equipped 
Available in All Major Cities 


HERTZ CAR LEASING DIVISION 
Address: 


l. E. SPATIG 


218 So. Wabash Avenue 


Chicago 4, Illinois 
PHONE: WAbash 2-1600 


400 1958 MODELS 
WILL WHOLESALE IN MIAMI 
FORD-CHEVROLET-OLDS 
BUICK-CADILLAC 
Hardtops and Convertibles 
Driven only 2,000 to 3,000 miles. 
Fully Equipped—including Whitewall Tires 


—Heaters—Power. 
Delivery Arranged. 


Morse Auto Rentals, inc., 
7726 N. E. 2nd Avenue 
MIAMI, FLORIDA 
TELE: PLAZA 7-2425 











World's Largest Independent 





MACK WRECKER. New 650 Hoimes 





ACCESSORIES FOR SALE 


LUGGAGE CARRIERS 
For Station Wagons 


Only full length (72" platform), all aluminum 
permanent carrier, selling for 


$62.30 Net 


CARS FOR SALE 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


CANELL CO. 
1958s, 1957s, 1956s, 1955s, 1954s we ae an aaa ie Gate 
Sedans—Convertibles—Karmanns MISCELLANEOUS 


Shipped by the 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax included 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
end Expertly Shipped Directly to 
All U. S. Ports. Contact our Ameri- 
can Representatives for Details. 

Expincorp, 


Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also Supplyi Station Wagons, 
Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 


1958’s 
Dealers Only 


Chevrolets, Fords, 
Plymouths, Buicks, 
Oldsmobiles, 
Pontiacs, Edsels, 


Action 


Four me” Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 
FIVE WHEELS, LTD. 
seo ¥ St. 

Toronto, 





Cadillacs 


All with automatic transmissions, power 
steering, radio, heater. Buicks, Olds- 
mobiles, Edsels and Cadillacs have 
power brakes. Mileage 600 to 5,000— 
Like new. Also Ramblers and sports 
cors. 


George York c/o 


OLIN'S 


Florida's Largest U Drive It 
2830 NE 2nd Ave. Miami, Florida 
Phone: FRanklin 1-659! | 





| FORD DEALERS have over 100,000 loyal 
Model A and T restorers advertising for 
them every day. If you do not have A 
and T restoration manuals, write Poly- 
prints, Dept. L, 88 First St., San Fran- 
cisco 5, Calif. for list. 


Automatic BraKinG 


THE ONLY BAR TODAY 


CARS WANTED | 
WANTED: ‘55 to ‘57 Corvettes. Will pay 
top prices. Call Wink Chevrolet Co., 8209) 
Michigan, Detroit, Mich. LUzon 2-5400 
or 2-3644. 
SCHOOL BUSES WANTED 
SCHOOL BUSES WANTED—one or twenty, | 
1951s up—36 to 66 passenger. Quick ac- | 
tion. Write Box 8060, c/o Automotive) 
News, Detroit 26. i 


- TRUCKS FOR SALE 









—— ——— ! 






Wrecker mounted on Mack B42 truck, | 
equipped with Duplex transmission and | 
Double-reduction rear axle. This is a/| 
beautiful wrecker completely equipped 
for automotive and heavy truck work. | 
Can be bought at a sacrifice price due} 
to liquidation of business. Hartman | 
Motor Sales, Harrisonburg. Virginia. | 
PARTS WANTED | 
WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack's Auto Parts, 492 
Main 8t., Fort Lee, New Jersey. 


‘SHOP EQUIPMENT FOR SALE 


















WITH UNIVERSAL ¢ @45 
WRIST ACTION 5 
AND BRAKE HOOK-UP * 
. 4 Point $400 
TowKinG jcc, °45 
ese Te et ents 913.95 
BROWNIE CARRY-ALL 
BAG Mounted ON $1475 
Rubber-Tired WHEELS 
® Special Introductory Offer @ 
*$3.95 GopmioNAl FOR 
**$4.95 
*STEEL CASE or BROWNIEX* 
SAVE $10.00 With Purchase 











WEAVER TWIN POST HOISTS One 
heavy truck EC106, electric, big cylin-| of Tow-Bar Listed Above 
ders, $1,050. One passenger EC100, air, Offer Good Only Until April 1, 1958 






$575. 106 not available till April 10. One} 
Bear 333 truck wheel balancer, $55. 
Donohoe Chevrolet, Brooklyn, Mich. 
SHOP EQUIPMENT WANTED 
WANT TO BUY—Good used parts bins and | 
used shop equipment. Spaniol Ford Co., | 
Box 2227, Hobbs, New Mexico. i 


mewn TRAIL-KING 


ideal Fast Pickup & Delivery 
For ALL Foreign & $37.50 
American Cars 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2.0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “$2.0 <3... 


40 So. Clinton St., Chicago 6, Ill. 










ANTIQUE CARS FOR SALE 
1904 OLDSMOBILE curved dash Runabout. | 
Mint condition, authentically restored | 
and refinished by best in nation. Selling | 
account having terminated Oldsmobile | 
franchise. Price $5,500. Dwight Fulmer, | 
Fourth S8t., Toronto, Ohio (U. 8. A.) 
Phone: LE 7-2005. | 
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New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [1] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


WE aban obhw hoes cebasanddbds cee eesetneenssadenesnsceneeaen éadtaneie 
Ne DENS o skkceSneecerdia nbsp 6006585606 0600a8 Tene Mei«cccosss 
Cri anhese ches veucsuceahedeevabeaeceseeena ow Cede. cces cceces eoece 


TRADE CONNECTION: 


Car Dealer () Truck Dealer [] Manufacturer (] 
Jobber [] Insurance [] Financial [] Supplier CT] 

Make of Car........... Foc vagivensecdsiadcesvens Qeccacteuseakeakauae 

3-24-58 
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Rambler's Biggest Newspaper, 
Magazine, Radio Advertising 
Campaign Helps Boost Sales 65.2% 


Yes, Rambler sales are up 65.2%— and still soaring. Here is the kind of support 
American Motors Corporation is giving its dealers‘to. keep sales on. the up and up! 


The Admiral Who Scuttled ¥ 
Pe a = 'S Battiewagor 
Se oar, 
7 


aa, Cl anh « 
Full pages in color ae 


in Leading magazines ge j 


Se ~ 
You’ve seen them. So have millions. F 7 


They’re the famous-name, cartoon-type Cm dimetmetitiien ms 
ads that really “hit ’em where they Get the Best of Bo 
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More color pages in 
Sunday newspaper 
magazine sections 


More of the Rambler cartoon 
advertisements—in full color—in the 






















th — Go Rambier! 


live.” It’s a smashing campaign in la = Sund : ti f Renal 
LIFE and The Saturday Evening Post. ye ey a SS oo 
They’re selling ads that pull in prospects : ot . aos This Week, Parade, American 


~ Weekly, Family Weekly. One of the 
7 hardest-slugging automotive campaigns 
23.000.000 readers — in history —working for Rambler dealers. 
ch . an Temes 
Complete ceverage of your neighborhood : ‘yee 0000" 65,000,000 readers 
Complete coverage of your neighborhood 


and help to close sales! \ 
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Rock ’em and sock ’em 


S 






A break-the-bank Campaign 





breaking the bank for readership— 
pre-selling prospects for the dealer with 
the Rambler franchise. 


32,000,000 readers 
Complete coverage of your neighborhood } 


dealer’s showroom. They’re high in 
readership—and walloping in their impact. 
They’re helping to sell Ramblers 

like hotcakes! 


59,600,000 circulation 


Complete coverage of your neighborhood 


=. 66 %. DI ” / A ' i 
in “Reader’s Digest seed PONE oy | ads in your local newspaper 

: ~ wISHERE! BIS WERE! Here are more cartoon-type ads that make 
Out “ — two-fisted selling — for | EY = owners unhappy with their big, expersive 
Rambler —In Reader's Digest. They're | ES 4 cars—and lead them to the Rambler 






A consistent, continuing 
schedule of “Love Letters” 


Every two weeks, one of the famous “‘ Love 
Letters To Rambler” . . . enthusiastic words 
of praise from a Rambler owner . . . appears 
in each of these great opinion-forming 

ublications—TIME, NEWSWEEK, 

.S. NEWS AND WORLD REPORT. 
The Rambler message is always before the 
Rambler Dealer’s prospects. 


6,525,000 readers 


Complete coverage of your neighborhood 


Special columns to women 
from George Romney 


Here are more telling, selling Rambler 
messages to the greatest potential car market 
in the United States— wives who need cars of 
‘their own—in their own favorite magazines 
— Ladies’ Home Journal— McCall’s—Good 
Housekeeping. These messages —are 
designed especially. for the ladies—and to a = - & 
build volume for Rambler Dealers. : SS 


17,800,000 readers 


Complete coverage of your neighborhood 


A thousand messages 
on NBC’s Monitor 


“‘Monitor’’ is radio’s most dynamic program 
... and Rambler messages on “‘ Monitor” 
have been dynamic in impact —and audience 
reaction. Every week, dozens of hard-selling 
messages by soft-selling Elmer Blurt 

(Al Pearce) and other great personalities 
send pees to Rambler dealers during 
the “‘ Monitor’’. newscasts. 


20 Commercials Every Weekend 
25,801 ist i 
2378042000 Listener Impressions ood ML CEREUS 


MAIL THIS COUPON TODAY! 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 





| 

| 

| 

| 

| 

Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 
| and my inquiry will be held in the strictest confidence. 

| 

| 

| 

| 






NAME___ 









ADDRESS 


We Have the Product for the 
emma tomar’ iar Bedebot... --—————__-____--_____-______-______a@ 
YOU Have the Opportunity ! Rambler Franchises also available in Canada and important Export Markets. 


In Canada write to: American Motors (Canada), Ltd., 2951 Danforth Ave., Toronto 


Ti csssisnvaninstieeeth chitinase celica eit niente 






